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Illumination over all 
...from wall to wall! 





A CEILING OF LIGHT 
...- AT ANY HEIGHT! 


The new look for high-ceilinged rooms . . / 
A magic means of bringing high ceilings down 
to modern levels . . . and an economical é 
means of “decorating” them, permanently, 
in the modern manner. (Leader tie-rods are 

: RF et adjustable and also are available in extreme 

NEW FOR OLD! lengths for long “drops-’) 





} 


Completely LEVEL - Absolutely RIGID 
NO OTHER OVERALL-TYPE FIXTURE CAN MAKE THIS CLAIM 





Only {LEADERALL brings you all these valuable features: 


Reduces the cost of finishing new ceilings . . . Featherweight unit-frames .. . 
Translucent moulded plastic (fire-resistant) louvers permit many more aper- 
tures per foot for maximum “sifting” of lamp rays and greatest shielding of 
lamps (45° visual cut-off) . . . Insures highest quality of light for greater beauty 
and greater durability . . . Lightweight construction eliminates structural strains 

. Destaticized plastic louvers — dust-resistant, stay-white* plastic... Adjust- 
able tie-rods . . . Units instantly removable for cleaning or for quick re-lamping 

. Complete rigidity— moulded units withstand rough handling by mainte- 
nance men. 





*Furnished, on special request, in colorfast hues for color schemes 





LIGHT CEILING 


A revolutionary application of fluorescent lighting—light by the square 
yard. An overall speedway of man-made sunbeams that speeds up 


worker efficiency. Calm, cool brilliance uninterrupted ... A cheerful, 





May-morning sky throughout the year. Super-rich beauty, plus a new 


Light LIGHT all i. ‘white! high in abundant light that’s kind to eyes. 





IN COLOR—IF YOU PREFER Send for mechanical details—today! 
The lightest weight over-all type ; 7 
fixture on the market, thanks to a Leader Fluorescent Fixtures are sold and installed only by the 
LEADER'S exclusive,one-piece moulded 


: better wholesalers and contractors. 
translucent plastic louvers. They are 


inflexible. Absolute uniformity, and \ hy 7 ar : . > — 
mare teuvete per feet, eddievine woe, \ I EADER ELECTRIC COMPANY 
greater shielding of lamps, plus better — 


diffusion of light, and no weight stress — 3500 N. KEDZIE AVENUE, CHICAGO 18, ILLINOIS 


or strain on ceiling structure! 








West Coast Factory: 2040 Livingston, Oakland 6, California 





WHOLESALERS AND WHOLESALERS’ SALESMEN: 


Tie in your sales efforts with our Sales Promotion on 
NEW ELECTRICAL ECONOMY "'De-Lay"’ Renewable Fuses and Renewal 
DEVELOPMENTS Links. Our representatives are always available. 


#3 





time-saving machines 
need this protection! 














Features of this new 
bw : : Six Spindle Time- 

. ae ’ Me) Saving CONOMATIC 
[ cee: —_— Hi are (1)spacious tool- 

ing area, (2) plenty 
of room for coolant 
reservoir and chips, 


ment drive and the 
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| modern 


EcoNOMY “de-lay” fuses 


@ You don't have to put up with costly, time- 
wasting stoppages of production equipment, 
caused by needless ‘“blow-outs” due to 
momentary overloads. 

Specify modern ECONOMY “De-Lay” Fuses 
for all circuits. They give superior protection 


in the 135 to 200% overload range, where 





‘‘blow-outs’’ are most frequent. 
Your Electrical Wholesaler will be glad to 
supply you with ECONOMY “De-Lay”’ Renew- 


able Fuses and Renewal Links. 


Send for 
New Cotalog 





ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE. CHICAGO 14, ILL. Acc Principat cinics 
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ROEBLING ENGINEERS and _ technical 
staff are always ready to work for you. They'll 
help you recommend the best electrical wire 
and cable for any requirement. They'll 
knuckle down and find the answer for any 
technical problem. Their knowledge and ex- 
perience are always on tap to assist you to 
give customers the most efficient and eco- 
nomical service . .. Cash in on this coopera- 
tion! It builds up goodwill and brings repeat 
business. 








IT DOESN'T MATTER where a Roebling 
wholesaler is located. There’s a Roebling 
warehouse not far away .. . and it’s com- 
pletely stocked with the full line of electrical 
wire and cable—more than 60 different 
standard types. Roebling is thus able to sup- 
plement your own stock and to give you fast 
deliveries. Your customers get what they 
want, when they want it... Roebling whole- 
salers find that this helps hold old customers 
and win new ones. 
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ROEBLING ADVERTISING is boosting for 
you twelve months a year. It reaches every- 
one you sell and everyone you want to sell. 
Full pages, in color, run in trade papers ; 
throughout industry and tell of the extra | SYPERVR 
dependability and service economy of | ny | 
Roebling electrical wire and cable. Other 
advertisements, in Fortune and Business 
Week, tell business owners and executives 
about Roebling products, and build demand 
for Roebling quality. 











JOHN A. ROEBLING’S SONS COMPANY « TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. & Boston, 51 Sleeper St. & Chicago, 5525 W. Roosevelt Rd. 
% Cleveland, 701 St. Clair Ave., N. E. & Denver, 1635 17th St. %& Houston, 6216 
Navigation Blvd. & Los Angeles, 216 S. Alameda St. % New York, 19 Rector St. * ° ROEBLI nG 
Philadelphia, 12 S. 12th St. *& Pittsburgh, 855 W. North Ave. %& Portland, Ore., 
1032 N. W. l4th Ave. & San Francisco, 1740 17th St. & Seattle, 900 First Ave. 
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Here Are Features That Really Count: 


Load Center Trim. Flush oF surface. Box 12’ wide by 4" 
deep. Syitable for shallow walls and 16"' center studding- 


Lugs or Breaker Mains. Lugs only or main circuit breaker 
rated either 50 or 100 amperes. Panelboard interior. 


1o, 3 Wire or 30, 4 Wire. 3¢, 
bines grouP and distributed 
are marked with both color Cc 


Easy to Wire. Breaker units swing out or litt off to fully 
expose connector of approved type that eliminates wit© 


looping- 


Simple to Add or Change Circuits. “Off-the-shelf” 15, 
20, 30, 40 and 50 ampere breaker units with single and 


double pole circuits simplify additions to existing jobs, = 
{ stock devices to suit a 


and permit modification © 
new job requirements. 









ode and letter identification. 








PROVIDES both switching and REPEAT pROTEC- Lai 
TION for 12, 16 oF 20 lighting and appliance A. C¢. 
circuits. Nothing To Burn Out--- Nothing To Replace 








Thermal Magnetic circuit breaker 
units which “plug-in” on cylindrical bus 
pars are _nterchangeable with those of the 
popular NMO Panelboard —ONE STOCK. 
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r> 
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4 wire arrangement com- 
phase advantages. Circuits 





Wrte tor Bulletin 581. Address, Square D Company, 
6060 Rivard Street, Detroit 11, Michiga® 
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You can count on a steady demand for 
staples like General Klectric M and D 
dry-type transformers. Used everywhere 
to service lighting and small power 
loads from circuits 600 volts and below, 
they are a sure source of extra business 


to the wholesaler who stocks them. 


Ml and D’s have the features your 
customers want—easy installation, 
quiet operation and complete depend- 
ability. W hy not arrange to stock these 
reliable self-sellers today? Quick de- 
livery to any recognized wholesaler— 
many ratings from stock. Write for 
bulletin GEA-897K. Apparatus Dept., 


General Electric Co., Schenectady 5, N. Y. 


GENERAL (34; ELECTRIC 
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Something to 
Crow About! 


























Proud is the jobber who sells Conduit Pipe Products. He knows from experience... 
they are the finest that can be produced. Architects and Contractors, too, are aware 
of this superiority .. . and more and more specify “Conduit” by name. There's a 
reason for this product-pride .. . Conduit Pipe Products give dependable, trouble- 
free service under all conditions . . . Be sure your stock is complete in all sizes. 


Representatives in Principal Citi 


CONDUIT PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





PIPE COUPLINGS « PIPE NIPPLES = ELBOWS, 90° AND 45° 


RUNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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QUALITY CONTROL DATA SHEE 


SYLVANIA FLUORESCENT LAMPS 






































EVERY GO MINUTES, QUALITY OF SYLVANIA FLUORESCENT 
LAMPS IS CHECKED WITH BIG PHOTOMETER 


To insure lamps that are unsur- 
passed, Sylvania quality control 
engineers take hourly checks of 
production line lamp samples in 
this huge 15-foot diameter Photo- 
meter! This high-speed unit 
allows fast, accurate checks on 
light output and electrical char- 
acteristics. Itservesto keep 
Sylvania Lamps “The Best Light 
In Sight!” 


In addition, samples of each 
day's output are tested against 
lamps of other brands—further 
insuring that the Sylvania Lamps 
shipped everywhere are unbeat- 
able! This supervision of lamp 
quality consists, too, of testing 
light output at various stages of 
lamp life ... of determining volt- 
age and current characteristics. 


This huge unit is just one of 


many extra-quality controls em- 
ployed at Sylvania to make sure 
Sylvania Lamps are the best buy 
in fluorescent illumination! 
That's why they give far more 
light, have longer life than ever 
before! 

For full information on the en- 
tire Sylvania line, write Advertis- 
ing Dept. L.-6406, 500 Fifth Ave.. 
New York 18, N. Y. 


YIVANIA’ ELECTRIC 


FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES 


SIGN TUBING 


LIGHT BULBS. PHOTOLAMPS. RADIO TUBES: CATHODE RAY TUBES 


ELECTRONIC DEVICES 
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Still the Finest Line Voltage 


- Thermostat ... for Both the New 
and the Replacement Market 












<——< 


RAVAAANS 



































Comm 


























THE HONEYWELL TA 32 is still the finest line voltage 


thermostat ever built. 


Your customers will find it more accurate, more sensitive 
and more dependable than anything on the market—for steam 
or hot water or gas fired unit heaters, or for any of the 


many applications requiring a line voltage thermostat. 


Remember, dependable controls cost less than service. 
There is no control in the Honeywell line that offers 
better proof, so sell the best for best results. Minneapolis- 
Honeywell, Minneapolis 8, Minnesota. In Canada: Leaside, 


Toronto 17, Ontario. 


Honeywell 


ae Ad oY 3° TT 2M eS 





73 BRANCHES FROM COAST TO COAST WITH SUBSIDIARY COMPANIES IN 





TORONTO « LONDON e STOCKHOLM e AMSTERDAM e¢ BRUSSELS © ZURICH e MEXICO CITY 
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with a l7ffé GOLD SEAL TAPE 





ALITONO BUSINGY ONLISYT 


Jenkins Bros. also make Diamond Seal™ 
Friction and Rubber Tapes which meet 





That's one of the reasons Gold Seal is the 
favorite tape of linemen and electricians 
—it goes further. They get more tape 
value because there's no waste... and you 
get more profits from repeat business. 
Laboratory controlled production of 
every foot of Gold Seal Tape assures last- 
ing “tack” in the friction compound. It 
never dries out or peels. Its top quality 


both ASTM and Federal Specifications. 






base cloth tears evenly, quickly, without 
raveling. 

Friction and rubber tape may be a small 
item as inventories go. But when it’s Gold 
Seal Tape, it can be one of your biggest 
goodwill builders. Stock a good supply 
in both single rolls and handy 10-roll 
cartons. Jenkins Bros., (Rubber Divi- 
sion), 80 White St., New York 13. 


FRICTION and RUBBER TAPES 
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@ The problem of destructive “heat”, bane 
of safety switch life, has been solved in 
Cutler-Hammer’s new line of safety switches. 
Now the switch mechanism is designed to 
withstand safely any degree of heat that can 
be expected from correctly selected fuses. 


And this line has also been designed for 
greater ease of installation, convenience of 
operation, dependability and attractiveness. 
Cutler-Hammer wholesalers and alert con- 
tractors, from coast to coast, feature and 
recommend these quality safety switches. 
CUTLER-HAMMER, Inc., 1327 St. Paul 
Ave., Milwaukee 1, Wisconsin. 


CUTLER-HRAMMER 





= SAFETY SWITCHES= 
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That's easy — the speed with which she can replace 
those nylons down the street. The lucky girl lives in an 
economy built on broad and extraordinarily rapid dis- 
tribution of goods. She doesn't have to wait a year for 
a new pair of stockings, a week or even a day. She is in 
the same fortunate position as today's purchaser of 
electrical equipment who can buy what he wants WHEN 
he wants it because his electrical wholesaler is strate- 
gically located to take care of his order immediately. 
This is not only a convenience, but saves the purchaser 
untold amounts of money by preventing production 
delays, by speeding repairs and maintenance, by fa- 
cilitating quick and accurate estimates. These are a few 
of the reasons it pays to buy only through your elec- 
trical wholesaler; a few of the reasons why T&B thinks 
it pays to sell only through your electrical wholesaler! 


THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1 NEW JERSEY 


BETTER PRODUCTS 











This is the T&B Lock-Tite Tee Paral- 
lel Tap designed to accommodate 
a wide range of cable sizes, main 
and branch, tee or parallel. Its 
unique construction also permits its 
use as a two-way connector, elbow, 
equalizer, reducer. Just one of the 
Lock-Tite family of lugs, taps and 
connectors that typify T&B's unsur- 
passed engineering. 


BETTER SERVICE THROUGH AND BECAUSE OF YOUR ELECTRICAL WHOLESALER 





LOWER COSTS 


ENGINEERED 
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1 SIMPLE DESIGN 
with 9 IMPORTANT ADVANTAGES 
neets 10 CABLE REQUIREMENTS 


HAZARD'S VERSATILE 


HAZASHEA TH 


CABLE DESIGN 














ars under the toughest operating con 


GQ Harcloy- coated conductors prevent ye 
corrosion. ditions. 
b Hazord Watertite Submarine Insulation C Hazaprene Sheath is applied in © 


is a rich, rubber compound, formulated single layer and uniformly vulcanized to 


especially by Hazard to assure superior provide @ tough, resilient, long-lived pro- 
service in moist locations. Strong, resilient tective covering. Made with neoprene, 
and moisture-resistant, it has proved its Hazaprene successfully withstands sunlight, 
durability and dependability for over 20 weather, moisture, acids, chemicals, et¢- 


ADVANTAGES 


1 No ducts required when buried 5 Wear-resistant 
, 2 Light in weight 6 Flame-resistant 
3 Flexible 7 Easy to install 


4 Economical 8 Simple to splice and terminate 


9 No magnetic sheath losses 


APPLICATIONS 


6 Rural wiring 

7 Highwoy lighting 

8 Municipal signal wiring 
9 Bridge wiring 

10 Athletic field lighting 


1 Series street lighting 

2 Airport lighting 

3 Industrial power lines 

4 Underground distribution 
5 Building entrances 


Whether buried di 
direct ‘ 
Hazasheath , runnin ducts, ° 
_ en ew han pred sania re © copy -o0 
acts about this af -lived circuits are assured. F at 
Insulat . outstanding Hazard rina) all the 
Wilke: - Wire Works, Division of T cable, write Hazard 
s-Barre, Pa. he Okonite Company 


PALAQDG 


1949 June. 
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SELL THE g ONE BELL that meets 
every & installation condition. .. 


Whatever your customers’ requirements are in a bell 





system, certain standards of tone, signal strength, me- 
chanical dependability, installation factors, obviously 
determine their choice. Check the following features of 
the new Edwards Adaptabel—and see how faithfully 





they reflect the most critical requirements: 






]. LOUDER & CLEARER. 
Adaptabel’s tone is pure and penetrating— 


easily heard above all clamor. Size for size, 

it’s far louder than any bell now made. In 

fact, the 6” Adaptabel is more powerful 
than most 10” old-style bells! 


tae 2. FITS ALL MOUNTINGS. 


Almost without exception, Adaptabel 
fits every standard conduit box, 
whether concealed or surface type. 
Mounting is equally simple in non- 
conduit work. 


~~ 3. MECHANICALLY SUPERIOR. 


Precision-built to a radically new (pat. 








7S LOOSE® Loctiae 
1 Bort 


ov om OF BtuL 
vi oP ame OFF women 


pending) design that actually compen- 
sates for normal wear, Adaptabel has no 
springs or contacts to adjust...no ex- 
posed mechanism or connectors to rust, 
corrode or collect dirt. 


Sm, 4. CHOICE OF TYPES. 


Edwards new Adaptabel is available in 4, 
6 and 10” sizes—with voltages, as required, up 
to 250 volts, 60 cycles. 





SIMPLE, ECONOMICAL INSTALLATION 


cr 


ae) @).. 
Ye if 


“ee a * 

1. Mount plate on wall or 2. Connect wires. Large 
on any switchbox, convenient binding 
outlet box, Condulet or posts give plenty of 
Wiremold type fitting working room 





3. Just slip Adaptabel \ © 4. Last step... just push 
on the sturdy hanger \ Adaptabel home and 
nothing complicated , secure with exposed 
\ screw. Job is finished 
4 EDWARDS COMPANY, INC., Norwalk, Conn. 
WRITE TODAY FOR ILLUSTRATED BULLETIN In Canada: Edwards of Canada, Ltd. 
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How to add @ and 2 
...and come up with i 


U 
_ HELPS YO 
G.F pROFIT MORE 


easy AS 
a 0- FOUR’ 





















By devoting most of the dis- 
play to the 4-Lamp Package, 
it sells up most customers— 
gets ’em to buy 4 G-E lamps 
instead of 1 or 2! 





OUR agents are set up to se// up 

when they use the G-E 1-2-4 plan 
—a combination display of (1) a few 
bare bulbs, (2) a few 2-lamp sleeves, 
and (4) a big pile of 4-Lamp Packages. 
It's the hottest sales booster in the 
business. And it’s exclusive with Gen- 


eral Electric! Some customers will 


step up their purchase 
to 2 bulbs when they 
see these handy 2- 
lamp sleeves. 


It supplies the shopper who comes 
in to buy just one bulb. It sells some of 
‘em up to the 2-lamp sleeve. But most 
customers won't stop at one or two 
with a heap of those new G-E 4-Lamp 
Packages socking ’em in the eye! 





Customers go for that 4-Lamp Pack- 
age! It’s bright and appealing — easy 
to buy, easy to carry, easy to use. And 
it’s featured constantly in G.E.’s national rash 
magazine and radio advertising. In : 
store after store, it’s boosting G-E lamp 
sales 50-100-200%! 





A few bare bulbs here 
catch the eye of the per- 
son who plans to buy a 
single G-E lamp. 
Urge your agents to use General 


Electric’s 1-2-4 plan right now if 
they're not already do- 
ing so. It means extra 
sales for them—extra 
profits for you. And re- 
member, G-E lamps are 
overwhelmingly pre- 
ferred over any other LAMPS 
make of lamp bulb. 


GE Lamps sell on sight! 


GENERAL @@ ELECTRIC 
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FLUORESCENT 
BALLAST 


Sub-standard ballasts, in “‘bargain priced” fix- 
tures burn out, get noisy, won't light lamps 
properly, etc. Replacing defective ballasts with 
Acme Electric engineered ballasts offers dealers 
@ profitable market. Acme Ballasts are made for 


standard fivorescent lamps, instant-start fluo- | 


rescent lamps, slim line lamps and standard 
length cold cathode tubes. Write for catalogs 





COLD CATHODE 
TRANSFORMER 
For use with the new, modern cold cathode 
lighting. Continuous tubes of light can be de- 
signed to conform to architectural plan of rooms 
or building. Write for catalog. 





CONTROL TRANSFORMER 
For use in supplying 6, 24, or 115 volt output 
from 115, 230, 460, or 575 volt circuits. Avail- 
able in 25 to 250 V.A. sizes, three design styles. 





CHIME, SIGNALLING AND BELL 
RINGING TRANSFORMERS 
Chime and Bell Ringing Transformers are sup- 
plied in two types of mountings with integral 
mounting feet or universal cover for outlet box. 


Also available with leads or terminals. Signalling | 


transformers are available in ratings from 50 to 
750V.A. Completely enclosed case, with connec- 
tion compartment, assures adequate protection 


ACME ELECTRIC CORPORATION 


676 WATER ST. CUBA, N. Y. 





16 





SELLING 
TRANSFORMERS 
IS BIG BUSINESS 


Reading 





Time 3 


Vin. 


ver since Nicola Tesla, invented 
| the first commercially practical trans- 
|former to utilize and control alter- 
nating current, the application for 
transformers has expanded year by 
year. Transformers today, play an 
important part all alternating 
current distribution and in the per- 


in 


|formance of thousands of electrical 
lappliances, controls, industrial appli- 
Factories save thousands of 
current at 
high voltage and then reducing the 


cations. 


dollars by distributing 


voltage with a transformer to the 

requirements of the motor or ma- 

|chine at the point it will be used. 
Kach fluorescent lighting fixture 


includes a ballast which is a form of 


transformer to regulate current and | 


to the needs of the 
| fluorescent lamp. Testing equipment 


| like the Aeme Breakdown Tester 


| voltage exact 


land the Acme Voltrol offer sales 
opportunities in many industries. 
Signalling. chime and. bell ringing 


transformers are used wherever low 
voltage electrical apparatus must be 
supplied from a 115 volt or 230 volt 


eireuit. 


A TWELVE MONTH 
SELLING PLAN 


One of the advantages of selling a 
| complete line of transformers, is that 
each month offers as many sales 
possibilities as the last. The so-called 
seasonal slump in lighting supplies 
during spring and summer months ts 
balanced by the increase in Luminous 
Tube Transformer sales Electrical 
| Wholesalers the complete 
| Aeme Electric line enjoy a constantly 
volume of transformer 
lsales, unaffected by or 


climatie conditions. 


DEALER POLICY 





selling 


increasing 
seasonal 


We believe, and our cus- 
know that comparatively 
dollar value in an 
Aeme Electric transformer than any 
other make. We maintain the highest 
possible quality commensurate with 
the price and this quality is reflected 
in long service life and better per- 


elusively 
tomers 
there 


Is 


greater 





formanee, 


We invite Electrical 


Transformers. Write Acme 
Cuba, N. Y. 


Corporation (Adv.) 


ELECTRICAL 





AIR COOLED 
TRANSFORMERS 


Heavy duty, low .emperature rise transformers. 
All steel construction eliminates useless weight. 
1/10 KVA to 50 KVA, insulated and auto 
types, primaries 230/460 575 volts all standard 
secondaries. 1/2 KVA to 25 KVA, 2400 voli 
primary. Write for Bulletin 160. 





STEP-DOWN 
TRANSFORMER 


A plug in transformer that connects to any 
200/240 vol! primary circuit and provides 
voltage output of 115 volts. Built in stock sizes 
from 75 V.A. to 3000 V.A. 





We manufacture transformers ex- | 


Wholesalers | 
to more profits with Aeme Electric | 
Electric | 








BREAKDOWN 
TESTER 


Useful to electrical product manufacturers and 
maintenance men in all! industry. 115 volt pri- 
mary. Adjustable secondary of 500 to 2500 
volts provides for testing at double rated voltage 
plus 1000 in accordance with Underwriter's 
Laboratory requirements. Write for Bulletin S-172. 





ACME ELECTRIC CORPORATION 


676 WATER ST. CUBA, N. Y. 





WHOLESALING —June. 1949 











Cop Xi G7, TTA 


GROUND ROD 


NO FINER 
GROUND ROD MADE! 


-also a companion Clamp; 
buy them together 


he Blackburn Copper-Clad Ground Rod is 

completely covered, including the driving and 
point ends, with a thick protective coat of pure 
copper, molecularly bonded to a strong steel core. 
Also, it has a rolled finish to produce a hard, scar- 
resisting surface. In short, it is a stronger, more 
rigid rod, for better driving. Available now— ask 
your Jobber. 


Fully 
Approved by 
REA and 
Underwriters’ 
Laboratories 


~ .% 
- 7 


! er * 
€ , , . . al ane as 
JASPER BLACKBURN -PRODUCTS CORP. - ST. LOUIS 6, MO. 


? 
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SSrliler-Tne| New 
Inside DeLuxe 
Frost white 





CHAMPION’s DELUXE WHITE 











A new and better Light that sells itself on Sight <0 


Be among the first to introduce it to your trade and get the credit, the * WHITE 


new volume and the profit from showing them the way to new lamp sales 


WHITER 
SOFTER 


Champion’s 100 Watt DeLuxe White represents the This lamp is a profit-maker— BETTER 


it means plus sales for 
Champion distributors and 
dealers. 


greatest step forward in light bulbs since the inside frosted 
lamp was introduced a quarter century ago. Your customers 
will recognize and appreciate its advantages instantly, the These Demoaceresoes ace far- 


moment they see the two together, lighted oreven unlighted! nished by Champion to show 


: ' * ; . and sell thi ow | ’ 
The new Champion De Luxe V hite provides soft white ee eT or ne 


Do you want plus sales and 
profits? Write for complete 
much light. Truly, a great advance in lighting efficiency information. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


OIVISION OF CONSOLIDATEO ELECTRIC LAMP 


light, highly diffused, easy on the eyes — yet giving just as 
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Trumbull 
Drings you 


foe new 





low-cost lighting 





panelboards with 











unique selling 


features 
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Ease of installation and maintenance and safe, 
uninterrupted control are provided by: 


UNIQUE 6-CIRCUIT SECTION — All parts firm- 
ly attached. No loose straps. Ample room for 
tamper-proof fuses. 


EASY TO INSTALL— Box, panel, and front are 
unit-packaged. Panelboard fits standard stud 
walls without projection. All terminals acces- 
sible. Spacious wiring gutters. Adequate 
knock-outs. 


EASY OPERATION— Quick-make, quick-break 


tumbler switches with large operating han- 


WHOLESALING 





have features used generally only on higher-priced panelboards. 
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Now you can meet price resistance on top-quality lighting 


equipment with two new low-cost Trumbull panelboards that 


dles, spring-loaded. Full-floating, positive 
pressure contacts. 


OTHER FEATURES—Silver finish throughout. 
Circuit lock-off device available. 

Fully tested and approved by Underwriters’ 
Laboratories, Inc. 

Specify NTPR for group and branch circuit 
control in industrial and commercial appli- 
cations; NTPS for stores, garages, residences. 

For more information, write for circular 
TEC 4, THE TRUMBULL ELECTRIC MANUFAC- 
TURING COMPANY, Plainville, Conn. 


Men Who Obserce the Best Electrical Practice Make It a Practice to Use 


TRUMBULL (7 ELECTRIC 


19 





 . 


a 


« 


© ualvi 


264 


— 
7 


. waONnOdl 


Cross Section Showing 


indentations 


All B-M Fittings Carry 
the Underwriter's Seal 
of Approval and Ca- 
nadian Standards Ass'n 
Approval No. 9296 
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4 Select the best, insist On Briegel All 
Steel Fittings, the original approved 
Indenter type connectors and cou- 
plings for thin wall conduit tubing. 
You will not only find that Briegel 
Indenter Fittings are easier and faster 
to use, but also make neater, stronger 
connections, the correct connections. 
Two Easy Squeezes and they’re set. 
Start using Briegel Fittings today. 
Have more satisfied customers— more 


profits from each job. 


DISTRIBUTED BY 


The M. B. Austin Co., Northbrook, Il.; Clayton 
Mark & Co., Evanston, Il.; Clifton Conduit Co., 
Jersey City, 6. J.3 General Electric Co., Bridge- 
port, Conn.; The Steelduct Co-, Youngstown, Ohio; 
Enameled Metals, Pittsburgh, Penn.; Kondu Mfg. 
Co., Ltd., Preston, Ont. 


METHOD 
100 


(0. 


GALVA, ° ILLINOIS 
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NEW OVERHANG 


Feature 


NO SCREWS! NO BOLTS! 








oes 







MODEL 512 


7 ‘' ree 


ENLARGER 






MODEL 519 


7-10" wee 


ENLARGER 


MODEL 529 


10-12 "ruse 


ENLARGER 










MODEL 539 


10-12" ruse 


DE LUXE ENLARGER 


Walco 


TELE-VUE-FILTER 


easy to insert 
or remove 


DISTRIBUTORS! 
FACTORY REPRESENTATIVES 
Come along with the hottest lines in the in- 


dustry. Good sales areas are open for those 
who can handle big volume, 








startles the Industry 
with the Greatest 





— 















GG 


Money-maker of all! 


_New TELE-VUE-LENS Line 


‘otente 4d US Pot. Of 2449886 


Decorator-Sty /eq/... with BUILT-IN 
FILTER 
ADAPTER 


including 
REMOVABLE 


| FILTER 


AT NO EXTRA COST 


@ ADJUSTABLE 
IN ALL DIRECTIONS 


A bigger, brighter sales pic- 
ture for you is assured, with 
the smartest money-maker of 
them all—the new Walco 
“Decorator Styled” enlarging 
lenses. 


No wonder set owners prefer 
Walco lenses — they enhance 
set beauty and assure big-pic- 
ture perfection. Fits all tele- 
vision cabinets. It’s felt-lined 
for cabinet protection. 


Tie-in now, with Walco’s in- 
tensive national advertising 
and merchandising programs. 
Make your television picture 
even bigger, brighter and more 
successful from the all- 
important standpoint—actual 
sales! 








Ws) (eg 


60 FRANKLIN STREET 
EAST ORANGE, NEW JERSEY 


Walco — manufacturers of standard and micro-groove phonograph 


needles and a complete line of enlarging lenses, television filters 
and other television accessories. 
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SIDE BY SIDE 
SELLING THIS GREAT 
WIRE AND CABLE LINE 


Laytex RU and RUW Building Wires 
All standard types of Building Wires and 
Cables (R, RH, RW, T, TW, etc.) 
Laytex Service Entrance Cables 
Aluminum Wires and Cables 
Underground and Overhead Cables 
Mining Machine and Locomotive Cables 
Electrix Plugs 
Royal Master Portable Cords 
and many other types of electrical wires 
and cables 







MADE BY 


UNITED STATES 
RUBBER COMPANY 


















































WHEN WE SELL TOGETHER 
WE PROFIT TOGETHER 


When you team up with United States Rubber Company in selling 
wire and cable, you find yourself in an entirely new kind of Electrical 
Distributing. And it means more profit! 

First, you find that the ‘‘U. S.”” Salesman works side by side with 
you in your selling efforts. You are dealing with a manufacturer who 
knows the vital part you, the distributor, plays. You do your part by 
carrying inventories, handling credit and collection jobs, helping 
build up new products, new markets. 

Second, as a “U.S.” Distributor, you handle products that sell 
quickly and heavily because they are beyond competition. Laytex RU, 
world’s finest branch circuit wire; Laytex RUW, the wire whose 
insulation resistance increases in wet locations; the famous Royal 
Master Portable Cord and the new Neoprene Covered Service 
Entrance Cable are typical examples. Consistent strong advertise- 
ments spotlight these products in leading trade publications, working 
for you and with you. 

As a Distributor, you should take advantage of this opportunity 
to team up with “U.S.” for profit. Write today to Electrical Wire 
and Cable Department, United States Rubber Company, Rockefeller 
Center, New York 20, N. Y. 
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Questions and answers 








| Type C 
Dbround Condulet 
Broken-away view 
‘showing (1) tapered 
hreads, and (2) the 
Wedgenut fastener 


ONDULETS 
LOODLIGHTS 
Lildale le eS 
IRPORT LIGHTING 


regarding the backbone of 
an electrical wiring installation 





stion. When were CONDULET Cis 2 


Answer. In 1906 Crouse-Hinds Company introduced CONDULETS to the 


electrical wiring industry. CONDULETS represented an entirely new 
idea in conduit outlets, totally unlike the outlet boxes and fittings previ- 
ously made. CONDULETS were destined to revolutionize electrical 
conduit installation practice. 


How did the word CONT 


Crouse-Hinds new conduit outlets needed a name so the word ‘‘CONDULET” 
was coined, a contraction of ‘conduit’ and ‘outlet.’ It is registered in 
the U. S. Patent Office and designates a product made only by the 
Crouse-Hinds Company. 


What were ‘ ava ’ N 


The older outlets were both unhandy and unsightly, while the new cast 
CONDULETS were streamlined, compact outlets that were handy to 
install and produced a neat appearing job. The oblong body with round 
ends suggested the name ‘Obround”, which was applied to the first 
series of CONDULETS. 


There have been important refinements, but the basic design remains 
the same. The most notable improvement was the Crouse-Hinds 
Wedgenut fastener which provides a handy way to firmly attach the covers. 


How ny type iré “4 


Forty-nine types. Sizes to fit '," to 6" conduits, with a wide selection of 
interchangeable covers and wiring devices. 


What other CONDULET 


Obround CONDULETS were so well received by the electrical trade that 
a variety of other types followed in rapid succession. In fact, the 
CONDULET line has grown far beyond the original concept and now 
includes, besides the items needed for the usual conduit installations, 
a complete line of explosion-proof and dust-tight CONDULETS for use in 
industries where explosive gases or dust require special electrical 
safeguards. 


Why are all the thread » ¢ NI 


Because all conduit threads are tapered and it makes an imperfect job 
if a tapered thread is screwed into a straight threaded hole. When using 
CONDULETS, the threads on the conduit firmly engage every thread in 
the hub, because both are tapered. This makes a rigid joint which will 
not loosen under vibration and also assures permanent ground continuity. 
Taper tapping is an important Crouse-Hinds feature. 


Ww t N 


CONDULETS have always been noted for the highest quality. They are 
scientifically designed in Crouse-Hinds Engineering Department and 
carefully manufactured in a modern factory by skilled craftsmen from 
the finest material obtainable. Crouse-Hinds operates four separate 
laboratories where trained technicians assist in the development of new 
products and maintain a constant control over the quality of CONDULETS. 


How many CONDULETS ‘ 

More than 15,000 items constitute the present CONDULET line. Conduit 
installations in all parts of the world are equipped with CONDULETS. 
WHERE CAN 1 BUY CONDULET 

From the beginning it has been the Crouse-Hinds policy to have. ..A 


Nationwide Distribution through Electrical Wholesalers. There is 
one near you. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit 
Houston — Indianapolis — Kansas City — Los Angeles — Milwaukee — Minneapolis — New York 
Philadelphia — Pittsburgh — Portland, Ore — San Francisco — Seattle — St. Louis — Washington 

Resident Representatives: Albany — Atlanta — Baltimore — Charlotte — New Orleans — Richmond, Va. 
CROUSE-HINDS COMPANY OF CANADA, LTD. Main Office and Pignt. TORONTO. ONT 
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Outlet convenience 

Coils of prewired receptacles ad 
for quick stallatio Availal 
our poy a ths, with browt 
Or ivory eceptacies,. 
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When vou plan electrical outlet convenience in homes, 
othces and stores look into the time-saving, business- 


building opportunities of the PLUGMOLD ¢rvo. 


Interconnectable, three PLUGMOLD wiring methods are 
available with a wide range of factory-wired outlet spacings 
or wiring may be done on the job, outlets placed exactls 
where needed .. . fextbility to meet the specific require- 
ments of every installation. A minimum number of well- 
designed fittings means savings in time and trouble. 


And regardless of the PLUGMOLD method you select, you're 
assured of the same results . . . an installation that’s neat, 
trim in appearance . . . outlet convenience that always has 
customer approval. 


Important reasons why it will pay vou to plan PLUGMOLD., 
For the complete facts, write toda 


THe WiremotDdD Company 
HARTFORD 10, CONN. 
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you’re buying 
fluorescent fixtures 








You’re on the right track to better lighting when you see this tag 


on a fluorescent fixture. It means the manufacturer has made use 


unlike incandescent lamps, 


of the industry’s finest ballast to assure you of rated lamp life dn net deat cerseet Guatte Wott the Nebiinn cn 


and light output ... with quiet operation and a minimum of cuit. Instead they draw their current through a 

: special transformer or ballast mounted in the 
maintenance. 

fluorescent fixture. 

General Electric ballasts are designed, built and tested to get With fluorescent lighting, therefore, the amount 

the most out of all standard fluorescent lamps. So for quality of the light you get from the lamp, the life of the 

, : , a : lamp, and to some extent the life and efficiency 

and economy in fluorescent lighting, insist on this tag when of the Cahinn Wath, deans ta tonne ee en 


you’re making a purchase—and get the most for your money. the characteristics of the ballast. Good ballasts 
‘ . . , , > bett lighti 
Apparatus Dept., General Electric Co., Schenectady 5, N. Y. eile ilhi itis 


GENERAL @® ELECTRIC 
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Why | always use 


CERTIFIED & 


in fixtures | make! 


® Asa fixture manufacturer, I must have assurance that my complete fixture 
will be dependable and trouble-free in operation. I can’t afford to offer 
a fixture that doesn’t protect wholesalers and contractors and assure 
greatest satisfaction to the user. 
My reputation ... my business future depend on the performance of the 
fixtures | make. That's why I always use Certified Ballasts. 
Certified Ballasts assure— 
© Full lamp life “ Quiet operation 
® Rated light output * Reliable performance 


Certified Ballasts are made to rigid specifications—then tested 





and checked by impartial Electrical Testing Laboratories, Inc. 






CERTIFIED 





i ERTIFIED BALLAST MANUFACTURERS 


SPEC. NO. 6 
Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 


That’s why I have confidence in Certified Ballasts. You will, too. 
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ELECTRUNITE E.M.T. 





...offers ALL these Seles Booeling Ll bilge 


REPUBLIC STEEL CORPORATION 


Export Dept 


Lt 


June, 


INCH-MARKING 


An important feature found 
only on ELECTRUNITE E.M.T. 
Clear, easy-to-read inch and foot 
marks are stamped on every 
length of ELECTRUNITE 
E.M.T. in most popular sizes. 
Eliminates use of rule for 
measuring bending and cutting 
distances. 


x * 


BENDING MANUAL 


More than 25,000 copies of this 
78-page booklet have been dis- 
tributed to electricians, con- 
tractors, students, apprentices 
and maintenance men. Contains 
helpful diagrams, tables and 
complete instructions for mak- 
ing all types of bends and offsets 
with predetermined accuracy. 


STEEL AND TUBES DIVISION 
CLEVELAND 8, OHIO 


*Trade Mark Reg. U.S. Pat. Off. 


GHTWEIGHT 
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: Chrysler Bldg., New York 17, N.Y. 


» 





KNURLED INSIDE SURFACE 


A patented feature which great- 
ly reduces inner wall friction 
in ELECTRUNITE E.M.T. 
Actual tests have proved that 
the knurled inside surface actu- 
ally makes wire-pulling as 
much as 30% easier than with 


ordinary raceway materials. 


INCH-MARKED* BENDER 


Special one-piece ELECTRU- 
NITE Bender is a‘must” item 
for users of ELECTRUNITE 
E.M.T. Contains built-in in- 
structions which, when used 
with Inch-Marked* ELECTRU- 
NITE E.M.T. in accordance with 
the ELECTRUNITE Bending 
System, enable the user to elimi- 


nate common bending problems. 


BENDING INSTRUCTION TAG 
Accompanying every shipment 
of ELECTRUNITE E.M.T., the 
bending instruction tag is popu- 
lar with workmen and con- 
tractors alike. Contains specific 
directions for making basic 
bends with Inch-Marked* 
ELECTRUNITE E.M.T. and the 
patented one-piece ELECTRU- 
NITE Bender. 


EXCLUSIVE DISTRIBUTION 
ELECTRUNITE E.M.T. never 
is sold direct to the user... every 
length of this popular light- 
weight rigid steel wiring race- 
way is sold through you —the 
ELECTRUNITE Distributor. For 
the complete ELECTRUNITE 
story, see your nearest Steel and 
Tubes representative, or write to: 


ELECTRUNITE E.M.T. 


THREAODLESS 
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slimline luminaires 


New flexibility of application 


of the 96 in. slimline fluorescent lamp. 
New simplified installation, 
Operation and maintenance. 


Write for miller slimline catalog 2G. 
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ANNOUNCING 






<i | 


Serles-i0uver 


for commercial and industrial interiors 


a 
new 
high 
in 


lighting 








THE miller COMPANY 


SINCE 1844 
ILLUMINATING DIVISION, MERIDEN, CONNECTICUT 
ILLUMINATING DIVISION: Fluorescent, Incandescent, Mercury Lighting Equipment HEATING PRODUCTS DIVISION Domestic 
Oil Burners and Liquid Fue! Devices: ROLLING MILL DIVISION Phosphor Bronze and Brass in Sheets, Strips and Rells 
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Fifteen such circular Marlou fixtures hang from the 
Rolladium ceiling. Each has a red, blue and green 
light with which seven different color effects can be 
obtained. 





a light arrangement achieves soft, mellow in- 


direct lighting in keeping with the ultra-modern 
decor of the Rolladium. 


Sold Through Electrical Wholesalers 


MARLOU LIGHTS 


— Ligg,. 
/ 


f \yne 
Pe) Q9 


= 
ld Cathode 


50 South Avenue, Fanwood, New Jersey 
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UNDER GLORIOUS 


MARLOU LIGHTS 


. . in one of the world’s most luxurious roller 
skating rinks (to quote publication, “The American 
Roller Skater’”’)—the Staten Island Rolladium, New 
Dorp, Staten Island. 





Here may be seen striking examples of Marlou’s 
creative custom lighting, planned with architects— 
truly Selective Slim Lighting—functional, distinctive 
and incredibly dramatic. 

For your next lighting project, consult Marlou first! 
Write, too, for illustrated data-packed catalog 


of Marlou's creative standard commercial and 
industrial fixtures. 
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Designers and Manufacturers of Distinctive Lighting for Industry 
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a Pre-selling 
ALUMINUM for You! 


\leoa’s intensive advertising program for aluminum wire and cable is 
swinging into action with greater impact than ever before! 

No less than 29,631,121 sales messages. in trade and technical journals 
and The Saturday Evening Post. are pre-selling your prospects on 
aluminum for lower cost wiring. In addition, hard-selling wire manu- 
facturers are promoting their individual brands of insulated wire and 
eable with Aleoa E..C.* 


Aleoa makes light. strong, conductive E.C. 


Aluminum conductor. 

Aluminum, which leading 
wire and cable manufacturers draw, strand and insulate. and sell under 
their own trade-marks. It’s available with needed types of insulation. 
approved by Underwriters’ Laboratories. Ask your supplier about it. or 
ALUMINUM America, 1442 Gulf Building. Pitts- 


write COMPANY OF 


burgh 19, Pennsylvania. 


*E.C.: Electrical Conductor Aluminum 


























THE STRANGE CAREER 
OF MILTON BERLE 


By RoOTRT Srivenre: * 


A Complete Novelette 
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, The BiG 
difference 
; is in your 

COSTS! 
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FOR ELECTRIC WIRE AND CABLE 
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Wheeler 
commercial 

turret * 
| line 


» 
* 
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Handy G. E. Turret* 
Lampholders provide 
spring tension that 


Notice how the one- holds lamps securely 
piece louver body Lomps easily installed 
swings open from or removed without 
either side. Simplifies danger of breaking 
servicing sockets 





OTHER SKILLED LIGHTING 
FIXTURES 


There's a Wheeler Incandescent 
or Fluorescent Fixture to meet 
every industrial requirement. 


*Reg. U.S. Pat. Off. 
MADE BY SPECIALISTS IN 


32 


The extra value available in Wheeler “Skilled 
Lighting” shows up in the built-in beauty of 
Commercial Turret Line Fixtures. Next to good 
lighting comes good looks... and the longer they 
last, the sounder the investment for schools, 


hospitals, stores, office and public buildings. 


Wheeler Commercial Turret Line Fixtures are 
designed to maintain acceptable low brightnesses 
at all normal viewing angles. Luminous glass 
side panels diffuse light in the line of vision. 

These fixtures are designed for use with two 
40-watt lamps, 312” spaced, unique demountable 
turret-type lampholders and detachable pivoted 
body construction. Lamp sockets slide back and 


forth on integrally formed channel tracks for 
easy installation and maintenance... then 
clamp in place. Fixtures are available for either 
surface-ceiling mounting or pendant stem 
suspension. Write for complete details. 

Wheeler Reflector Company, 275 Congress St., 
Boston 10, Massachusetts. 


Distributed exclusively through electrical wholesalers 
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Y the outer covering 

: FOR 
doesn't come away 
paper wrap from 


You have to split . wl PREPARES 
and trim it off. Then 
rip off the filler if it 
clean. Spread the STRIPPING 
wires apart and 
u-n-w-i-n-d the kraft 
m one, then u-n-w-i-n-d 
| the paper wrap 
‘4) from the other. 


Now you can prepare TRIEX Non- 
Metallic Sheathed Cable for stripping 
five times as fast — thanks to this new 
Triangle development! 


Compare the ordinary way of pre- 
paring present types of non-metallic 
sheathed cable with the faster way, 
the easier way, the simpler way, of 
preparing Triangle’s mew TRIEX! See 
for yourself how you can save time 
and money at every switch box, outlet 
box, junction box . . . wherever con- 
nections are made! 


Available in sizes 14/2, 14/3, 12/2 and 12/3...solid or 
stranded ... with or without ground wire. For 600 volt service 


If It’s ‘‘Glazon"’ TRIEX It’s Made by Triangle... 
If It's Made by Triangle IT MUST BE RIGHT! 


For samples and full information, 





contact your nearest Triangle distributor of representative, or write 


' ‘ ) ‘ ‘ " 1 \ 
1902 JERSEY AVENUE * NEW BRUNSWICK, N. J. 


PLANTS: NEW BRUNSWICK, N. J. * MOUNDSVILLE, WEST VA. 



















* 


BUILDING WIRE © BARE WIRE © ARMORED CABLE © "GLAZON" TRIEX NON- 
METALLIC SHEATHED CABLE e@ SERVICE ENTRANCE, SERVICE DROP, VARNISHED 
CAMBRIC BRAIDED OR LEADED, TRIOPRENE TRENCH, POWER AND PARKWAY CABLES 





IT MUST BE RIGHT / RIGID CONDUIT © ELECTRIC METALLIC THIN WALL CONDUIT © FLEXIBLE STEEL CONDUIT 
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You know you're right 





with 
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This is the way we're telling electrical contractors, 
maintenance men, and purchasing agents about the 


General Electric conduit products line. 


We're telling customers of the high quality of 
“G-E. White.” We're telling them about the complete 
General Electric line of conduit fittings and acces- 
sories. Every item needed for a wiring installation 


is available with the confidence-inspiring G-E label. 


For further information about the complete G-E 
conduit products line, write to Section (23-626, Con- 
struction Materials Department, General Electric 


Company, Bridgeport 2, Connecticut. 





GENERAL @@ ELECTRIC 
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ACCURATE TAPE 
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Get an ACCURATE line on 
EXTRA SALES AND PROFITS NOW! 


Selling ACCURATE tapes is the correct approach to the tape 
business. Electricians and contractors know they can rely on 
ACCURATE for non-raveling qualities, clean tear-off and guar- 
anteed footage in every roll. Friction or rubber, all ACCURATE 
tapes more than exceed ASTM Standards. When you sell 
ACCURATE tapes, you capitalize on a name that has meant 
high quality merchandise for over a quarter century. 

Make your next tape order ACCURATE. Call or write for the 
name of the ACCURATE sales representative in your territory. 


a 
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ACCURATE MFG. COMPANY 


GARFIELD + NEW JERSEY 


f 






W/ y 
HANDY TO HAVE — THE NEW ILLUSTRATED cn} yi THE HANDY 10-ROLL ACURA 
ACCURATE CATALOG -- . PROTECTIVE CONTAINER... 
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TAPE 
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engineered for 
DEPENDABILITY 
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merchandised for 


VOLUME SALES 


YOU’RE INVITED TO WRITE FOR 
THE COMPLETE CATALOG OF 






ELECTRIC WIRES 
CORD SETS * TROUBLE-LITES 
FUSES * CHRISTMAS LIGHTING 











ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. 1. 
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Model No. 3020—4-Lamp 
SLIMLINE with Louver 





“SLIMLINE” 
-, , tights them All 


ington, 

+. Grill, Hunting Reo 

pov MITCHELL ee No. 3 

' . 

Stimline fixtures Provide 
ry t inviting atmosP 
vie. signed coffee $ 
i employees OPP 


a bright, 


hop. Custome ° 
~t the lighting 


Rien: across the country, businesses of every 
kind are turning to MITCHELL “Slimline” to 
get the “selling” light they need. It’s uncanny 
how one installation sells another—in whole 
communities the commercial lighting swing is 
to MITCHELL “‘Slimline’’, 





Progressive businessmen prefer this hand- 
some, smooth, powerful lighting that creates a 
traffic-building sales-inviting atmosphere. 
They like the way MITCHELL “Slimline” puts 
appeal into merchandise, makes it more de- 
sirable and easier to sell—the way it produces 
measurable increases in sales and profits. 























This user acceptance builds volume business 

for the wholesaler. MITCHELL “Slimline” in- 

: er | § r —.  Stallations are easy, smooth jobs for the con- 

nas & Trust Co., Pitts- 4 . tractor—time-saving profitable business. And 

Brookline Sor average of senor # =—_iutility men can recommend this superior light- 
candles is maintained inthe Ort = ing with confidence. 


tment B — . : 
se «of MITCHELL Model No. 302) Whether it’s automobiles or lilacs— 
row iN 


ton sn ‘es fo MITCHELL “Slimline” lights and se//s them all! 
Light) Slimline units. | 


Write for complete descriptive 
literature covering MITCHELL 
Slimline fixtures. Ask for Bulle- 
tin No. 322 describing 4-Lamp 
units; Bulletin No. 339 describ- 
ing 2-Lamp units; Bulletin No. 
334 describing spotlight units. 
for use with Slimline fixtures. 


\ i 


= ie) P= eee ‘ * . ; First Choice in Lighting 


\- 
2 Dan's Dollar Store, Donora, — 

ia. An exceptional selling atm : 
we by the use © 


phere created UY 10515 siim- fii Mitchell Manufacturing Company 


ITCHELL Mo ‘ : . 
line units, with Model wong et : 2525 Clybourn Avenue ¢ Chicago 18, Illinois 
‘ r] ° Z 


; en 
lites for effective acc as na In Canada: Mitchell Manufacturing Company, Ltd., Terente, Canada 
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Lighting GP y 


HAS WHAT YOUR 


Easy to Wire and Maintain 


New 20 










No. 4200 Enclosed 
750-1000-1500 Watt. Weather 
proof, easy to service. Unit 
has rotation feature with de 
gree marking 


Flood 


features 





The REVERE Hinged 


Floodlight Pole. Elimi 
nates hazardous climb 
ing to clean or service 


di floodlights. 20, 24 and 
ac KR 30 foot mounting 
heights 


ao. 43g. 


6011 BROADWAY 





INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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—i9° and 50° Flood 


for long range lighting. Every 
Sports Lighting Job, Railroad 
Yard, Golf Driving Range is 
2 prospect. Has many unusual 


for Safety, Ease of 


Wiring and Maintenance 


Cluster Lights in a 
Variety of Colors 


This is a shining ex- 
ample of REVERE 
development to pro- 
mote the sale of 
Petroleum products 
One to five top 
floods may be 
used. Designed pri- 
marily for Service 
Station use—it of 
fers possibilities in 
many fields, such as 
Used Car Lots, Golf 
Driving Ranges, 
Carnivals, 
grounds, Factory 
Yards etc Unit 
may be mounted on 
a pole or atop any 
existing area light- 
ers to increase in- 
tensities where de 
sired 


>.> om gee 


Performance 


search for honest values. 


better acquainted with your REVERE 
Catalog and enjoy 
crease in your sales volume! 


— 





is the best test of value! 


. DESIGN is a big factor 


consistent in- 


WANT! 





Today your prospects 
again approach the goods you offer with searching eye and 
“show me” attitude. With REVERE Lighting Equipment you 
have features that you can point out. . 


your prospect can SEE and feel. REVERE QUALITY is evi- 
dent at a glance.. 


SHIP and MATERIALS give valid answers to your prospect's 
It’s no “accident” that REVERE is 
America’s most complete line of lighting equipment. It takes 
y consistent value, consistent construction leader- 
y) ship to consistently impress alert buyers. Get 
Y 

4 


. exclusive innovations 


... WORKMAN- 











REVERE 
PYLON-LITE 


Sales. Unlimited _/ 


REVERE does it again! The at- 
tractive Pylon-Lite with exclusive 
patented features is sweeping the 
country. Its glass column is 
Fluorescent lighted and literally — ~ 
beckons motorists to come in for — 
gas. It also enables the attendant — 

to see under the hood and does — 
away with the need of flashlights. _ 


oe 


——~. 


Where island Lighters are 0 ———~ 
the old variety (2'' pipe or 
3'/2'' or 5°’ corrugated) they 
can be converted by means = 
of a Revere Adapter—Mod- 
ernizing service station at low <« 


| NEW! 


Wall Type 
PYLON-LITE 


Here's another new way 
to use the Revere Pylon- 
Lite. A highly decorative 
and functional light for 
illuminating building en- 
trances, etc. 








Write for special Catalog Supple- 
ment. The Revere Pylon-Lite is an 
“IN” for you on many lighting jobs. 


MFG. 


CHICAGO 40, ILLINOIS 
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A SAFE 
AND STEADY SELLER 


lune, 








“SECURITY” —THE FRICTION TAPE MADE BY 


TAPE DEPARTMENT 


U. S. RUBBER BLDG., ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


1949—ELECTRICAI 


WHOLESALING 


Instinctively—electrical contractors reach out 
for things they know and trust. 

They trust “Security” because they évow it 
stands up in service. It has high tensile strength. 
It is free of pin holes. It does not unravel when 
unwound from the roll. It tears straight. And 
it has a strong, rubbery adhesive that sticks 
and holds. 


Is your stock of Security adequate? 






UNITED STATES 
RUBBER COMPANY 
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ROME’S NEW 
NON-METALLIC 
SHEATHED CABLE 


Meets All Requirements 
of the Man on the Job 


e EASY TO WORK e EASY TO STRIP 


e LIGHT WEIGHT e¢ SAVES TIME 


Rts Yes, RoFlex Non-Metallic Sheathed Cable, is easy to strip, light 
weight, uniformly small in diameter, and clean to handle... the 
kind of “flex” the electrician calls “easy to work."’ Further, step by 
step, it is constructed for low cost and trouble-free installation. 


CHECK THESE FEATURES FOR YOURSELF: 


1. The thermoplastic insulated conductors strip 3. Impregnated jute fillers in each valley give the 


easily leaving bright, clean copper for quick finished cable increased longitudinal strength, 
connection. The insulation is highly resistant to and serve as ‘rip-cord”’ for stripping outer braid. 
oils, acids, moisture, flame . . . is permanently 


4. The outer cotton braid is flame and moisture 


colored for quick and easy circuit identification. ; 
resistant. The uniformly small diameter saves 





2.4 spiral wrap of specially treated paper space in outlet boxes and fits smaller holes. 
covering each conductor provides light-weight, Add them all up and you have a cable that is easy 
durable protection against mechanical injury » to handle and quick to install... the result is 
... yet, strips back easily. savings for you. Remember the name... RoFlex. 

wv BAR TO FINISHED “a 
ec Wine / wt \ 


CABLE. | 
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Hom ES of tomorrow demand the 
best of today! That’s why more and more electrical 
contractors — builders —architects—and wholesalers 
are switching to GENERAL! 

GENERAL SWITCH CORP. specializes in the 
Switches, Service Entrance 


construction of Safety 


Equipment, Branch-Circuit or Residence Panels, 
Panelboards for Light and Power Distribution . . . 
for luxury type and low-cost housing projects. Safety 
Switches available from 30 through 1200 AMP.— 
250 V. and 600 V.—Type A, C 


outdoor—horsepower rated. 


and D—indoor and 


Wherever quality — safety —convenience—endurance 
—trouble-free performance—ease of installation — 
and low maintenance costs are the first consideration, 
the switch is to GENERAL! 


~— through wholesalers 


*O SWI 


49 ROEBLING STREET, BROOKLYN 11, 
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GENERAL 


ITCH CORP. 








GENERAL MAIN AND RANGE COMBINATION. 
(Cat. No. 6214, surface or flush.) The most eco- 
nomical switch for range installations. Double 
pullout switch with one 60 AMP main and one 
60 AMP range switch in series (also parallel). 4 
lighting circuits (6 and 8 also available). Has 
60 AMP sub-feed pressure wire connectors for 
water heater or other 220 V., circuits. 





GENERAL EXTERNALLY OPERATED SAFETY 
SWITCH. (Cat. No. 1003N.) 100 AMP., 3 
pole, 2 fuse switch with solid neutral. Knife 
blade construction. Plastic 
base. Quick-Break. Ample space for wiring 


composiuon 





GENERAL PLUG FUSE BRANCH-CIRCUIT or 
RESIDENCE PANEL. (Cat. No. 104, surface or 
flush.) Available up to 32 circuits. Flush spring 
catch 






Ask your wholesaler or write 
today for theGENERAL SWITCH 
68-page catalog. 











N. Y.*Sales Offices in every major city 
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Every “Wire-Nut” has the name 
“IDEAL” clearly molded on the end. 
Always insist on genuine IDEAL 
“Wire-Nuts” and be protected. 





The spring insert in IDEAL 
“Wire-Nuts” automatically twists the 
wires together and holds them in a 
vise-like grip as the Connector is ap- 
plied. The IDEAL connection is safe, 
vibration-proof and resists pull-out. 


APPROVED — IDEAL “Wire- 
Nuts” are listed by Underwriters’ 
Laboratories, Inc., and approved by 
other leading electrical authorities. 


IDEAL 
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PATENT 


. 1,933,555 UPHELD 


Another Judgment Against 
Infringers in U.S. Federal Court 


The validity of Patent No. 1,933,555 covering IDEAL 
Solderless, Tapeless Wire Connectors has been sus- 
tained by Court Decree. This was the judgment in a 
suit filed by IDEAL INDUSTRIES, Inc., against the 
ATLAS COMPANY of New York City, who were in- 
fringing the IDEAL Patent covering Wire Connectors 
of the coil spring type. 


The judgment in favor of IDEAL INDUSTRIES, 
Inc., was entered April 18, 1949 by the United States 
District Court, South District of New York. 


The only other spring insert type Wire Connectors 
sold under Patent No. 1,933,555 are marketed by: 
Bryant Electric Company, Bridgeport, Conn.; Solar 
Electric Corporation, Warren, Pa.; and Weiss & 
Biheller Merchandise Corporation, New York, N. Y. 


It is IDEAL’s intention to continue to protect this 
Patent by such legal action as may be necessary. 


HIGH QUALITY PROTECTED 


As manufacturers of “Wire-Nuts” (the original Solderless, Tapeless Wire Connec- 
tors), IDEAL INDUSTRIES, Inc., has for many years relentlessly endeavored to 
protect the best interests of the electrical industry by insisting on high quality. 


Only highest quality materials are used in the manufacture of IDEAL “Wire- 
Nuts”. They are made to strictest precision tolerances and each Connector is indi- 
vidually inspected. The dependability of “Wire-Nuts” is proved through many years’ 
application in all types of electrical wiring—from 3 No. 10 up to 2 No. 18 solid 
and/or stranded wires. Many millions in use! 


IDEAL “‘WIRE-NUTS’’ ARE DISTRIBUTED 
BY AMERICA’S LEADING WHOLESALERS 


*Trade-Mark Reg. U. S. Patent Office (No. 424,062). Only IDEAL Solderless, 
Tapeless Wire Connectors are packaged in yellow metal edge cartons and carry this 
trade-mark identification. 


IDEAL INDUSTRIES, Inc. Sycamore, Illinois 
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A MESSAGE TO AMERICAN 


Give us the tools...” 


INDUSTRY ° 


76th OF A SERIES 


YOUR ONLY CHANCE 
of Getting Ahead 


Where is the “brave new world” so glowingly 
promised us by the politicians during and after 
the war? We were told then that postwar America 
would live 50% better than it had before. Why 
has that promise faded out? Why are men today 
discouraged and frustrated? 


We have not yet made good 1944's promises 
because the American worker turns out no more 
in an hour now than he did in 1941. We are get- 
ting more total production in our country — but 
only because we have more people working. Not 
because each one of us is producing more. Amer- 
ican industry's ability to turn out more and more 
goods — with less of each worker's time and effort 
—has been stymied for eight long years. 

Progress has been blocked because in some 
cases workers have not been willing to work as 
hard as they did before the war. In other cases 
unions restrict the use of labor-saving machines 
and methods. In some places obsolete building 
codes and ordinances prevent advances. In still 
other cases progress has been blocked by collu- 
sive practices between unions and manufacturers 
or operators. 


But the biggest block to progress is the fact that 
our industry in the United States has been un- 
able to provide our workers with all the new tools 
and equipment that they need. 


Increasing productivity — that is, each one of us 
turning out more in each hour of work —is the 
key to higher living standards. Productivity de- 


pends directly upon the kind of tools workers use. 
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His tools, more than anything else, determine how 
much a worker can turn out; and what his pay- 
check will buy depends in large part on what he 
turns out—not on how long or how hard he works. 

Look what happened in our country in the 
forty years from 1900 to 1940. Productivity of the 
United States more than doubled. It doubled 
because: 

Business investment in capital equipment gave 
workers new tools —tools that had three and one- 
half times as much power- 

So— Americans’ living standard rose almost 
50% while the average work week was dropping 
from 61 to 43 hours. 

Industry did continue to raise its output per 
man hour, even in the depressed 1930's. But it 
did it because, with unemployment widespread, 
companies used only their most efficient equip- 
ment. Actually the great depression saw industry 
fall far behind in the job of providing workers 
with new tools. 

Then came World War II. Few new tools for 
peacetime industry were produced. As a result 
of depression and war, the U.S. fell behind in 
needed investment in new industrial facilities by 
more than $100 billion. 

Since the war business has spent almost $60 
billion for new plants and equipment - 

But the greater part of that money went to 
expand production to take care of the needs of 
our bigger population, and to replace plants and 
equipment that were worn out and ready to be 
junked at the end of the war. 


ntinued on next page 


43 











fitti f 
ryo1y10r e TUCYIA CONG III? + TYHETCYI I . cy =? Y\< 
ALALALL £4\41MA VWLIAUILL aid Llc ALiN\A Ll s 


* flexible steel conduit * service entranca 
levices ° lighting fixture fittinag 


manufacturers for over 30 years 


Sold , rough Elec bric » 1 { If 7 Ri 


representatives in principal cities 








n 
anc4 
tindg 





Only a small fraction of the $60 billion went 
to modernize equipment — the equipment that in- 
creases efficiency and improves productivity of 
the individual worker. 

Right now industry is desperately trying to do 
the job of increasing efficiency of machines so 
that each worker can turn out more. 

McGraw-Hill’s national survey of Business’ 
Needs for New Plants and Equipment shows that 
manufacturers plan right now to spend in the 
5 years ahead three-quarters of their capital 
funds to replace and modernize facilities. The 
biggest part of the more than $55 billion indus- 
try plans to spend on its plants and equipment 
will go directly to improve efficiency of the in- 
dividual. 

If industry can carry through its plans — and 
expand them as it would like to and as it must 
do — the U.S. can catch up on its depression- 
war-time lag in progress within a few short years. 


If American industry is allowed to earn the 
money to buy the equipment, it can raise the 
American standard of living 50% in our genera- 
tion — in the next 25 years. No other nation can 
promise its people that much — and deliver on 
the promise. 


But the promise can only be fulfilled by Ameri- 
can industry. Wherever you turn, industry has 
dramatic new ways of doing things. Using oxygen 
by the ton, steel makers are increasing production 
from blast furnaces by 20%. New high-speed 
machine tools are doing three times the work 
of 1940 tools. A new coal-mining machine will 
multiply a miner’s daily output 10 times. Diesel 
locomotives do the work of three steam loco- 
motives on many jobs. 

New products — and larger production of stand- 
ard products — are already making their impact 
on American life. Two million Americans will 
get new television sets this year. Automatic wash- 
ing machines, electric dishwashers, and home 
freezers are easing the daily tasks of thousands 
of housewives. Millions of homes that did not 
have them before the war now have telephones, 
automatic heat and refrigerators. Frozen foods, 
nylon clothing — these and many other things 
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coming along now — will shape the real new 
world for Americans. 

But industry can provide them only if it can 
keep on investing at least $15 billion a year now 
—and more in future years—in new plants and 
equipment. 

Today Washington is taking a course which, 
if pursued, will make that investment by indus- 
try impossible. Government spending now strains 
our resources to the limit, and more multi-billion 
dollar spending proposals are being piled on. 
But government spending cannot improve Amer- 
ican living standards. It never has, and it never 
will. Increasing government spending now will 
only block progress, because the government pro- 
poses to pay for its plans by taxing away the 
profits industry is using, and must continue to 
use, to improve and expand its plants and equip- 
ment — our only hope for greater worker produc- 
tivity and higher living standards. 

Better living can only be paid for with more 
production. And we can only get more produc- 
tion by increasing productivity — by each one of 
us producing more for each hour of work. 

The first thing is to get the production — in 
peace and in war — for better living — for se- 
curity. Industry is planning to provide it — and is 
using $13 billion of its profits this year to improve 
and expand its facilities. 


The only sensible, the only safe national policy 
is to make it possible for American industry to 
do its job — not to terrorize private industry with 
proposals of ruinous taxation and paralyzing con- 
trols and threats of nationalization. For Ameri- 
can industry is not a thing apart from the 
American people any more than is government. 
American industry is the lifeblood of the Ameri- 
can people and whatever makes industry do its 
work better contributes more to the common 
welfare than a bureaucratic government can ever 
hope to do. 









































DEPENDABLE 


ENCLOSED SWITCHES 


FOR MAINTENANCE-FREE 
PERFORMANCE 


No. 27162 

New line Main and Range Service pull-out type. For 
series or parallel wiring. 4-, 6- or 8-branch circuits. 
Raintight model available for 4-branch circuits. Built 
with tough bakelite interiors; light, easy to install. 
Plenty of well-spaced knockouts and terminals. 
Pull-out — 31-60 Amps. — 250 Volts 

Branches — 0-30 Amps. — 125 Volts 
Deadfront construction for complete safety. 


No. 27010 


Raintight, general purpose units, with or without hubs. 
Boxes are weather-resistant galvannealed steel. In- 
teriors are typical Arrow-Hart quality construction. 
Fusible models available with unfused switching neutral. 
30 to 100 Amp. ratings, for 115, 125, 230 and 
250 Volts. 


No. 27200 


For industrial applications. Quick make, quick break. 
Interlocking cover cannot be opened when contacts are 
in “ON” position. Fusible models available with un- 
fused switching neutral. Available in 30 to 1200 Amp., 
250 to 600 Volt ratings. For A.C. or D.C. applications. 





These are but a few of the complete line of Arrow-Hart 
Enclosed Switches. Write today for your copy of 
Catalog No. C-10 — giving you full specifications on 
the entire Arrow-Hart line. 


PROMPT SHIPMENTS FROM A-H BRANCH STOCKS 


AT Syracuse, Cleveland, Detroit, Chicago, Dallas, 
Philadelphia, Boston, San Francisco, Los Angeles. 


THE ARROW-HART & HEGEMAN 
° ELECTRIC COMPANY 
HARTFORD 6, CONN., U.S. A. 
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The Cincinnati Convention = Yes, there were over 2,000 
electrical men in town, over 1,500 who registered and ovet 
500) who didn’t bother to do s And through a large portiot 
avs it looked as it the whole 2,000 were 
is-looking lobby and = ad 


jacent lounges of the Netherland Plaza Hotel. You couldn't 





e lob © another meant bucking a mill 

ing mass of humanity that was unwilling to “give” so that 

the “gains” for each push could be tigured only in inches 
Aside from minor changes such as the name of the hotel, 


the foregoing paragraph is a repeat of what we said last yea 


i 
about the Buffalo convention and our excuse for the repeat 
g is that we couldn't possibly give a more vivid description 
{i the convention hotel scene no matter how we might re 
< thle the rds 


Actually the doings in the Netherland-Plaza lobby were 


reproduced on a smaller scale mn at least 4 other conventior 
Cel lled otels, mal me thre \ le s] OW somewhat ol a 5 
ringed attan Five ringed” being a circus term, we suddenly 
selves te iprte t t sy nb il review otf the 
convention in sort of a circus jargon, pitching in such c¢ireus 
press avents s iperlatives i supel Collossal ol (slittering 
(salaxy but, then we fou uurselves thinking of the convet 


tion as an Awe-inspiring Aggregation of Dashing Distributor 


Delegates, we thought we had better quit that nonsense and 
get back to a more conventional reporting job. So—here goes 
Credit must go to the program committee of N.E.W-.A, for 
the tact that that milling mass of humanity previously referred 
to did not d ill of its milling in the same place We reall 
think that that committee must have spent hours and hours 
g out a schedule I t members that vould leave 
tew idle moments | lact the time our editoria ar 
photograp ic statf had overed” the last of that ingeniously 
irranged 5-day schedule of meetings and “conterence boot! 
periods, we were rea to inge that “ingeniously arranged 
to “diabolically arranged” and if any N.E.W.A. member had 
¢ along t ther i ¢ ed crabbing ibout no vet 
ti mvthing out of the a itlo he most probably would 
have been made t ‘ that 5-day progra 

\\ i i pl 4 itl ’ 

\londay and Puesd t ( full fledged sessions Of the 
\pphance Division, serving up nationally known speakers 
top executives of well-known apphance manutacturers, who 
gave those apphance distributors plenty of dope and thing 


to do. A panel discussion, with W. G. Peirce, Jr., chairman 
of the Appliance Division acting as moderator, committee re 


small apphances, store 
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anagement, service functions, ete., topped off by a_ skit 


entitled Lets Go After It” M C’d by Henry Czech 


chairman of the Rural Markets Committee and ably executed 


by committee members, Messrs. Titus Schmid, Tom Schmid, 


(;aughan and Long 


Phen or Wednesday that big (Gseneral Sessiot crammed 
full ot action, President | B. ohh graham’s addres \lanagineg 
lirector Charles G. Pyle’s report; presentation of honorary 
membership certificates to a group of old-time, now retired 


stalwarts of N.E.W-.A.; presentation of the James H. McGraw 


\ward and Medal to president E. B. Ingraham; reports ot 


' 
the Association's counsel, the finance committee, the reso 
lutions committee; and for dessert an inspiring talk by youth 


ful Dan ()’ Keete that brought the cre wad to its teet tollowed 
by an equally inspiring and thought-provoking ta 
Collins 


And that mght the official Cocktail Party! Boy, Oh Boy! 
The crowd was jamming the tover of the Hall of Mirrors 


long betore the doors pened When we tried to wiggle our 


i FT 1 ie nutes alter the ope ne ( iln t lost « 1 
icket—and « patience. Jammed is a gentle te ompared 
to the realities of the situation hie ll lengt of that large 
oom: on one side bar facilities, bar tenders galore, drinks 
ditto, but vou couldn't see either except trom the balcony, 
because that millmg mass blotted out the view-—unless vou 


stood at least 6’ 4” in vour bare feet Then, on the othe 
side, also the full length of the room, food, mountains ot 
food, lobster, shrimp, turkey, baked ham, salad, sandwiches 
We staved just long enough to take a good look around 


and decided to col bac k lol ur $5 wortl altet the crowd 


had thinned « i we thought And we did come back some 
time around 7:15 or 7:30. Well, the crowd hadn't thinned 
out so that we still had t houlder our way through, but 


how the food and drink had thinned out 


Phat block-long array of tasty tidbits ha di ippe ared 
as if an army ot starving \rmenians had been around. Ther 
wasnt even enough left for a sandwich and as we finally 
managed to get across thre square t the “dru side, triend 


Charlie Pyle had already rung the bell and all we could get 
vas soda water 

Catching up with two member t our statt (both from 
trugal New England stock) thev all wed as how the lobster 
salad was s Iper d Iper, and that turkey am couldn't be beat 
ind the scotch was excellent bv proxy we know evervthing 


must have been good 
And don’t think that that program: committee neglected the 
members of the \pparatus and Supply Division! They too 


ier tull quota oft pane] discussions and committee re 








Write down the Name... 
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BARN WIRE 


every farmer will want 


Varmers do worry about barn wire. But they don’t need to worry any 
longer, now that they can get Anaconda Durall Cable, the new, Under- 
writers approved, completely reliable barn wire. 


Durall is a non-metallic-sheathed wire with a rubber-like insulation 
of Neoprene and a heavy protective jacket of the same tough, flame- 
resistant material... with no fibrous coverings to rot or fray. 


Durall is strong electrically and physically. Both insulation and 
jacket are highly resistant to moisture, mold, rot and animal wastes. 
Durall will not support flame, is proof against most acids, alkalis and 


oils. This is a truly fungus-resistant cable. 


The Underwriters’ Laboratories, Inc. have approved DURALL as a 
“Non-metallic-sheathed cable having adequate fungus-resistant, and 
other necessary properties for use in cow barns and other locations 
v here it would be subjected to conditions of heat, cold, moisture, cor- 
rosive fumes and fungus.” Anaconda Wire & Cable Company, 25 


Bro dw ty New York Sy N. Y. syaes 
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ports i Wispirit Mmessav I kd Potte: (; | Vice Pres anv Low ) nt fat lI t t ‘ is 
dent nd that mos 1 demonstration” on the why’'s hooting cant colle mone 

and wheretore’s of Ad i Wiring by Carl Christine f S let’s take a look at the leaders 

ot | 1 Wd offered t ece ae re Statice to nel ( 

ary ray eae ; ea fee 4 Random Records 

t } | , ( lent ( ! s ppl Corp ( onst t \ ling t ( truct | t | 
ition that gave t ‘ sal listribut s enough tact Cs ) lished ) lea eering News-Ree I ti s 
iid things to chew or practice 1 ne more than pa share of national income \ ich 10 percent for 1949 
lor coming to Cincinnatt vith p tb lie Idings pd 1x ent ove 1048 lustria 

When earlier we complimented the program committee but buildings up 8 percent and commercial buil p 28 pe 
ised the term “diabolically arranged” we had in mind_ par cent, over the same period of 1°48 
ticularly that time table ror “conterence booth” activities ()1] heaters sales are expected to top the 1948 e bh 
They just weren't satistied to dish up a full schedule of least 20 percent, says the Oil Institute of America 
official meetings, a schedule that made those who sat throug! Kodak sales for the first quarter of 1949 topped e 1948 
it approach those rock-upholstered chairs with an inward rst quarter total, and that’s a luxt 
groan and most emphatic aches and pains in the posterior Washing machines sales in) Mat 1949 wert Dp Ze 
regions of their anator No Sir! That wasn’t enough percent over [february 1949 and climbing 

\fter every meeting, members were lured just one short Studebaker sold more cars at retail in April 1949 thar 
Hight up to visit 116 Manufacturer’s Conference Booths In any previo month in its entire history 
manned bv the c1 in » Ss manutact irer’s sales staff, ill Philco Is pushing pl d tion of tele wk sets bevor $i 
primed 1 cocked t 1 » ¢ r\ ustomer past present of ( week, in expects to t i substantia wher cet 
future, that hove wu iul him into the boot fo i tal by Fall 

nrerence anit sa ec! t t there 1 ti! him t rest \dn I! il the higvest ile ov endu 

is weal nes P e of those on Ip olstere S71 200.004 1 \la i ‘ , ye ose ‘ P ‘ ind j 
( ill making sales make that )) 

It is indeed a tribute to the physical endurance and i Compared wit L948, | wr ( 0 percent 
testinal fortitude of the e'ectrical wholesale distributors, that higher in) Mag 1 \pri i efrigerator iN ( 
those booths were well patrot ‘ and that both manutacturers lines 
ind wholesalers endorsed the plan as something that will help Hudson reports April 1949 new car sales 34 percent beyond 
to make ture convent idedly more useful to all e 1948 mont 
CONCETIN 1 | Ie Wistira ¢ Saics In \p ] } Vere ” ent 

We congratulate | it is board of governers helow the same month of 1948 

1S committee chairmet the } ohly elhment headquarters Farmers cas receipt in the st five mont ! 1049 yere 
staff of N.E.W.A, and members of N.E.W.A. on having only 5 percent below 1948 
nded the tw ears the Ingraham administration with a National income for 1949 is not expected t e thar 
Convention that n 1 estionabl go dow i istory 10 percent be v 1948 
the greatest and most setul convention so tar held { nemploy nt vhi hit the w nter low n \la nce 
o the new president of N.E.W \.. Dave Salsbury presi back so that e Federal Security Agency’ | ‘ ot ten 
lent of Westinghouse Klectri il Supply (©... to his “cabinet pl yinent reports obless bene t pavinent \p JO4! r 
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Federal sales gains outstrip the industry 


A RFEFCENT SURVEY shows Federal 
Noark sales the fastest-growing in the 
field—and still gaining speed! This 
means more and more business for 
Federal wholesalers, and there are two 
reasons for it: 


First, there’s the Federal sales policy 
as related to wholesalers... to maintain 


competitive, profitable price schedules 


—@ FEDERAL ~canx 





. make the name Federal Noark mean 
quality, always and everywhere ... assure 
prompt and full deliveries at all times 
... back up wholesalers with powerful 
advertising, and with sales and service 
help from field men and technicians. 


Second, to manufacture a complete 
line of equipment for the control and 
distribution of light and power and, 


through constant improvements, keep 
it outstandingly ideal for wholesale dis- 
tribution. A few very popular items are 


shown on the facing page. 


For our mutual growth and profit, let’s 
talk things over. Simply write or call 
Federal Electric Products Company, 50 
Paris St.,. Newark 5, New Jersey. 





CONTROL AND DISTRIBUTION EQUIPMENT 
Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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FEDERAL NOARK TYPE NTPS PANELBOARD 
today's lowest priced, smartest looking toggle switch 
panelboard. Made in 4, 8, 12 circuits; provides ample 
wiring space; just the right depth for 4-in. partitions. 





FEDERAL NOARK CONTROL CENTERS — Have 
unequalled combination of features: ‘‘Plug-In"’ starter 
units... guide rails for accurate positioning... silver- 
plated busses front and back-to-back mounting. 


FEDERAL NOARK MOTOR STARTERS — have ball 
bearings, frictionless action, freedom from trouble, longer 
life. Coils changed in 46 seconds. The mere turn of a 
knob gives automatic or manual reset. 
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FEDERAL NOARK BUS DUCT — outlets every foot; 
insulated openings for plug-in safety; sides, top and bot- 
tom are rigid. Adjustable hangers reduce installation 
cost... Full line of Noark Feeder Duct also available. 





FEDERAL NOARK MULTI-BREAKERS ~— a type for 
every purpose. Safety, convenience, fingertip control and 
smartest modern design. They provide manual disconnect, 
and automatic overload protection for branch circuits. 


FEDERAL NOARK SAFETY SWITCHES — come in 
full range of sizes from the 2-lb. Pony (30 amps., 125 
volts) to the 750-lb. switch (1200 amps.). Arcing practi- 
cally eliminated by Rolare or Nu-Blade with Klutch-Klip. 








for added protection 


For any indoor or outdoor location subjected to heavy concentra- 






tions of non-flammable vapors, gases, dusts or moisture, Pyle sup- 
plies a complete line of the highest quality industrial lighting 
fixtures delivering dependable and efficient illumination, Under 
these conditions vaportight lighting Pylets have an exceptionally 
long service life due to their heavy duty construction and especially 
eflicient sealing features. 

Bases are available in galvanized cast iron, aluminum alloy and 
bronze. Receptacles in porcelain and heavy duty molded bakelite. 
The bases have a large wiring chamber which remains vaportight 
even though the glass vlobe is broken or removed. The heavy 
guards, with or without shields, snap into a taper on the base and 
may be turned and locked in any position. 

The superlative Pylet line for lamps from 10 to 200 watts ineludes 


a complete selection of hub arrangements, with or without a switch; 





varied types for conduit, outlet box, surface, wall and handrail 


mounting; single, two and three gang fixtures; four reflector 


styles; portable hand lamps; and midget fixtures for 10 watt lamps, 


Consult your Pylet catalog 1100 for complete listings. 





Vum 2HE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


District Offices and Representatives in Principal Cities of the United States. Export Department: Internationa 
Railways Supply Co., 30 Church St., New York. Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS AND RECEPTACLES e FLOODLIGHTS e¢ TURBO-GENERATORS e CONDUIT FITTINGS e MULTI-VENT AIR DISTRIBUTION 
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Reeord Turnout For Annual ier ees @ 


tion and service was announced here dur 
” 7 bd ‘N TT] ine the conventiot1 
Convention of N.E.W.A sa laa nace | 
+ e e/ e You hav received an equally 
varehousing pr edure manual tl it, hy 
il account s Viat h doct« 
} ] ’ ' } 1 . 
Members of National Electrical Wholesalers Association at scone! ee: — pe Mie 
tw in teppe Ip em ney 
Cincinnati, Ohio, are urged to make use of sales aids and pro- ‘During the past four months a sern 
a ; 3 P f committee meetings has developed 
grams developed by the association for use in buyer’s market I I re ee Ae 
g those tor a number of programs that 
\ henelit the entire membership 
- Dilga INNATI talline the record a program to meet what businessmen t Our sales booster program is beg 
A attendances t 200 it last cars da\ conside i ce! tou! situa 1 Ea he ed more is its need and 
winiversary conventior vholesaler mem “Through your as lation Mr. Pyle elptulnes me more evident 
hers and guests invades s city re t said, “you set up a complete program t ‘We know,” Mr. Pyle continued, “that 
tor the annual convention of the National inswer the four fundamental tore the more than 300,000 different produc 
I ectri¢ il W he le aiers \sso la n cruiting more salespe pie select ne the if hh trv ] d ri romot and sells 
It was a story-n convention more scientifically, giving them bette e, in tota he very rm and su 
vii saw the intro t 1 proposal training and lastly, enthusing them to d stance of r .\mericat te—from the 
t ange the issé i i © Na i il 10] farm to the tactory, t Main Street anna 
t il Associat t s (ut ng thre it | i able t to eve n¢ Year after ear we have 
witnessed the presentation of life men the members, Mr. Pyle said seen the utilizati of electrical power 
erships to 28 oldtimers im the electrical lor more tha a vear vou have had r living and workin teadily increase 
vholesaling industt eard the members the advantage of an excellent television Phat elecirical horsepower that turns the 
yage i 1 ira lo qs Ss anual prepared for distributors 4 See \ cls I i ‘4 nomic machin 
f various wholesalit erations te 
to some power-packed addiesses by n 
dustry leaders and agre t Id thet 


1950 meeting in Atlantic Citv, N. J 





N rea sellit y | 
vranam, preside t I ( sso it 
ind president « Pin \ppliances | 
Inc., New York, said iddressing the 
members and guest Price a price 
ilone is he y des eratel ed t O¢ t 
siness. There is an vidence that 
itting of prices unde " conditions 
benefits 1 ne. It deterrent 
to sales, does not turnover and 
| entive t ( rea 2 
Mr. Ingrahan ( Let’s cut 
the essure sai 
ne As dis > buy 
te gent Let's re il ( mers 
( denee ets get ba t ( il S¢ 1] 1 
ite : we 
aneenie dima + som N.E.W.A. OFFICERS ELECTED AT CINCINNATI—D. M. Salsbury 
ae center), president, Westinghouse Electric Supply Co., was elected president 
In present oie port to t of the association. R. M. Johannesen (left), president, Johannesen Electric 
members, Manas D Charles ( Co., was elected vice president and chairman of the apparatus and supply 
Pyle pointed tt ( \ division. W. G. Peirce, Jr. (right), president, Peirce-Phelps, Inc., was re- 
eg through the . it id set uy elected vice president and chairman of the association's appliance division. 
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ABC 


12 


@ Permanently low armor resistance is provided in sizes 
No. 14 and 12 AWG by use of a flattened, bonding 
wire which is in contact with the under side of each 
convolution. 


ta Vie p\ i 


The Cut Mark (at 1!/,"" intervals) shows the location of a 
prefabricated breaking line inside the armor. Only a 
few strokes of a file or saw guided by the Cut Mark are 
required to cut through one outer ridge, and a bend by 
hand severs the armor. This results in a clean separation 
with no sharp edge—a safer, easier and faster job. The 
prefabricated breaking lines are so designed that there 
is no reduction in tensile strength, bending quality, crush- 
ing resistance and electrical conductivity of armor. 





rr Soe ee sat wecemennr ect ee . ee SS me EN A eT 


In the last 20 years alone, over SIX BILLION FEET of Armored 
Cable have been produced by the industry. Armored Cable 
provides the only general purpose, factory-assembled and 
tested, metal protected wiring system. 











CRESCENT 


WIRE & CABLE 





TRENTON, N. J. 


a4 ELECTRICAI 


CRESCENT 


ARMORED CABLE 


Has These Improved Features 
Which Make Installation 


FASIER — QUICKER — SAFER 





OVER 
60 


YEARS 


CRESCENT INSULATED WIRE & CABLE CO. ~~ 
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er. In other words, in this settling 
transition period we might. slide 


wn too far and create some real want 


ourselves, if we don’t remember 
vorking dav that we are the want 

ators, that we are the sales boosters. 

e only fear about the present situation 

is bee <pressed by leading busi 

ness. advertising and economic authori- 
s is the fear { d think our 

\ if i le ess | mt believe 


McGraw Award 
| B. Ingraham, president of N.E.W 


received ( James H \MicGra \ . d 
FIRST NIGHTERS—Attending the recent New York Premiere of the 


d Wholesalers Medal for 1948, “for IGH" ew Y m of th 
See ae General Electric Lamp Department's new moving picture, “The Light in 
spiring leadership of his industry ora : ; ; Leite 
- i _ pe Your Life,” were the following men (reading clockwise, starting with man 
a oe ee ee ee with napkin in lap): F. J. Petura, of Electrical Advisors, Inc.; G. Trumbull, 
ision of the National Electrical Whole of E.E.1.; R. S. Traver, H. A. Olson, and P. H. Ganther—all of G.E. Lamp’s 
i 
, ee oaal : Co acreiah aiins f : : . ; f . a : . 
let \ssociatt ind Ss vigorous ¢l New York sales district; R. C. Kinney, of Graybar Electric Co.; J. Powell, 
rts to advance the econor position of of G.E. Lamp; J. F. Dickerhoff and F. S. Koons, of Long Island Lighting Co. 











electrical w ilesaler \\ | stuart 
1; ] { vi? f ad Vlain 
nace t ¢ la O Mr 
n rease the ov conomic performance t trv.” Mr. Potter concluck 


t ] il t i the ime ot We must tind more efhcient wa 1VIs wa nelucde vith thr 
E.W.A. 1 t Association of distributing ) Is d giving ett resentation of a special re t on mod 
ect il 1) t t i Sessio se 1c¢ 1 net ds t mve Or control y | | 
at [ Visi It seems to be the tashion today Naske chairma of the vare sing 
( ler cé iv that Ve ire getting nt i eT himiittec 
eT! ( is da d I irket | lon't ivre¢ | tl t it \¢ \\ t 1) M Salst \ i 1 I¢ its 
( | are really cetting into a salesman’s mart thie tollowing committee chairmet pave 
Hlor rary lite member ps ll thre as- et From here ol there's gomg to be briet reports and then Vere callec upon 
atiol vere presented to 28 tormer plenty of competition for most markets to answer questions trom the member 
tive esal members in “grateful Keen competition is typically American n the convention hal }. P. Hamblen 
gnition of meritori ve have thrived on it. We are apt t fan and ventilating committee ( | 
S selfis] ly forget that there are thou ands ! voung \ asol lamp comniuttec Marti Le 1¢ 
thro ohout inal years of met who ha r onl recently disce ered | sidential lhehtn gv committee | | 
rly is association.” that the primary function of a salesmat Latham, conduit committee; R. A. Stott, 
) ()' Ke ( ( i CHiCt is to sell goods onduit fittings and boxe committe 


lon ( lit Publicity “WN should hegin to reeducate these Ik Ml lol annesen, madustrial electronics 


tor, City National Bat ind Trust voungsters who have never taken part ommittee KB. Merritt, industrial and 
Kansas City, Mi ere guest speak in a competitive training program. We commercial lighting committees i: = 
thre Ven i Sion et the must teach then the know how We must ] tchtield, apparatus and ontrol com 

t Mr. O’Re ed an in attract them to our business of selling miittes Ik. R. Eiseman, St wires and 
resting d inspiring talk in behalt of We must be alert now and keep everlast cable and armored conductor committe 
( mor Achievement grouy the only ingly at it to avoid the trend toward RK. W. Kimberlin, wiring devices com 
sines in’s youth program in America socialism,” Mr. Potter warned, “other- mittee: L. W Taylor, outside construc 

4 \t a later convention session it wise it must be assumed that we like a tion materials committee 
that the association id planned state and a totalitarian f I Carl H. Christine ecretary-manayet 
| rite - \ é ent Commit government ot the St. Louis Electrical Board f 


() Kee fe government 1s going to do for us, and is ture-demonstration entitled I Can't 
| al i 1 e a tool tnat az y ft gpive wu Is this hecause \ \fford It Ca Yo Mi Ch tine s 
t the reatest st reduction re don't do enough talking about what i talk and demonstration emphasized the 
s eater indat tor every dustry can do And let's jut talking mportance ot adequate wiring 
t] v| { I | 101 I more about. the capitalisti System Let’s tal Two resolutions were presented to and 
: more people at less cost,” § about what the issues are really about adopted by the members during the con 
Pott ce president, General Elec ompetition and enterprise vention Phe rst resolution provided 
‘ t t s€ a e attending “T believe that more competition i that the association would appear in favor 
ratus and sup] ( sion meeting going te es ul f our whole ec omy ot i bill that may be introduced in 
EL ‘ t CSE Nant and Anvthine that ect t mpetitior ¢ ( onere to repeal ¢ ise. taxes [he 
eml npared mi erta point t t long econd resolution provided it the a 
vit u t eople ive veriod of tim dangers t r ¢ t d appea it a ( yre 
I ilready on Iting ards 1\ ly spite of the grow vy mora ( ona Cal re | commectio vit i 
‘More ¢ methods of distribution government regulations and controls, we bill designed to prevent the defacement 
sellin; ire essential 11 rder to 1 still have a highly competitive economy) of serial numbers 
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A Time-Tested Switch that’s... 





insulation and mechanical 








SHUTTLE MOVEMENT, the still-new but time-tested feature found only in @ Shutlbrak Switches, 


XP) 
continues to provide safer, sounder switching for industry 

fA) Shutlbrak Switches embody the latest in design and construction... with such features as a 
barrier between the line and load contacts that resists arcing at all times... quick make and break 
connections ...and heavily silver-plated copper contacts which actually improve with use. 


It's an ideal switch for motor control, for service entrance, for any industrial job that de- 
mands safe and dependable switching. And, of course, it is approved by Underwriters’ Laboratories. 


Write for Bulletin No. 501 or see your nearest Represent- 
ative (he’s listed in Sweet's). 


Frank (dam Glectric Co. 


ST. LOUIS 13, MISSOURI 


» Makers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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Salsbury, Johannesen and 
Peirce Elected by NEWA 

CINCINNATI—D. M. Salsbury, pres- 
ident, Westinghouse Electric Supply Co., 
New York, Was elected president o! the 
National Electrical Wholesalers Associa 
tion during the 41st convention of that 
organization held here recently. 

Also announced at the close of the 
luncheon and organization meeting of the 


board of governors was the election of 


k M Johanne sell, Johannesen Electric 
Co., Greensboro, N. | 
and chairman of the apparatus and sup 
ply division. W. G. Peirce, Jr., Peirce 
Phelps, Inc., Philadelphia, was re-elected 


as vice president 


as vice president and chairman of the 
appliance division 

George F. Hessler, Graybar Electric 
Co.. Inc... New York, and C. E. Mason, 
Novelty Electric Co., Inc 


were elected to the executive committe 


Philadelphia, 


} 


The following members were newly 


elected to the board of governors: R. A 
Stott, Tri-State Electric Supply Co., 
Hagerstown, Md W. H. Butts, Butts’ 
Electrical Supply Co., Charleston, S. C 

K. J. Rueth, Frankelite Co., Cleveland, 


Ohio & M Mackev, 


Klectric Supply Co., Dallas, Texas; 


Westinghouse 


Krank Argast, Farrell-Argast Electric 
Co., Indianapolis; W. FE. Guy, Graybar 
Electric Co., In Chicago, and Titus 
B. Schmid, Crescent Electric Supply Co., 


Dubuque, lowa. 





Dealer Training Emphasized 


At NEWA Appliance Sessions 


Industry leaders speaking at first two-days” meetings of 


convention agree that if 


‘ ; 
appliance sales are to be main- 


tained and increased, “the wholesale men must lead the way” 


- igtgee \TI—"Nothing either novel 
A or trightening” was the way Ross 
1). Siragusa, president and chairman of 
the board of the \dmiral orp., Chara 
terized today’s market in his speech at 
the opening Apphance Division meeting 
of the National Electrical Wholesalers 
\ssociation’s 41st annual convention re 
cently held at the Netherland Plaza 
Hotel here 

The keynote speaker at the first appli 
ance session, Mr. Siragusa spoke on 
“1949 Battle Plans for the Consumer 
Dollars.” He stressed the fact that 
although competition was back in full 
force, the consuming public is in a strong 
position relative to employment, incomes, 
savings and installation credit 

“The big question ot 1949." said Mr 
Siragusa, “is not whether business gen 
erally is going to be iW d by anv Trea 
sonable standard, but rather what indus 


tries an 


1 what compames are going te 


make the most of the favorable situation.’ 


He concluded: “The market is present 
fhe man who goes after it intelligently 
and vigorously with good merchandise, 
properly priced, will do well. The weak 
competitor will do poorly or fail as he 


1 J ’ 
always has 


Wholesaler’s Responsibilities Cited 


W. G. Peirce, Jr chairman of. th 
\pphliance Divisior tf N.ELW.A ind 


president t Peirce-P ely Inc., ited 
the wholesaler’s obligation to both man 
ufacturers and dealers 1 is report cle 
livered at the initial meet f the a 

] + 

plance section 


“We have a reat ore ibility te 


our manutacturers,” said Mz Peirce 


great numbers of people will be without 
wages. Let us be spasmodic in our put 
chases and they will fail to give steady 
employment to these people. Our re 
sponsibilities are to organize ourselves 
» a specialized sales and merchandis 
ing job intelligently, enthuse our dealet 
personnel and see that our products are 
properly serviced.” 

Mi Peirce reminded the wholesaler. 
of the necessity for them to act as local 


market analysts for their manufacturers 


“Individual distributors must get back 
into the habit of telling the facts of life 
to their suppliers,” he said. “They must 
he the antennae, the feelers, that tell thei 
manufacturers accurately and fairly what 
the public wants, how much it will pay, 


how much it will buy 


In regard to the wholesaler’s responsi 
bility to the dealer, Mr Peirce said 
‘Probably the distributor’s highest func 
tol Is to keep the small ind pence it 
dealer pre sperms ? 


Panel Discussions Stir Interest 


Reports were delivered at the opening 
\ppliance Division session by Harry 
Alter, chairman of the radio, television 
and tube committee; and J. A. Vassar, 
chairman of the service and repair parts 
committec Eugene A. Anthony, chair 
man, subcommittee on television instal 
lation and maintenance of the service and 
repair parts committee, addressed — the 
conferees on the subject, “Servicing Tele 
vision Receivers.” 


_ | 
oth tl 


e second and nal A pplianee 








THE CHAMPS—Henry and Norman Krug, partners in the Reliable Electri- 
cal Supply Co., electrical wholesaling firm in Newark, N. J., hold the first 
place trophy recently awarded to their winning bowling team by the Academy 
Zusiness Mens’ League. Team members (from left to right) are: Jerry 


Gunther, Jack Tarchis, Russ Goldstein 


Fischtenbaum. 
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Individual single-pole units... 
easier to add, remove or inter- 
change than multiple units 


featuring 


PUSH-BUTTON CONTROL and 
AUTOMATIC PROTECTION for | ! 





N°“ BuLLDoc’s revolutionary, new Pushmatic gives you 
LN positive finger-tip control and automatic protection 
against overload and short circuits! 

A push of the finger makes or breaks the circuit. There’s 
no resetting manually when the circuit is broken by short or 
overload. Just PUSH—and service is restored. 

Pushmatic is compact, sturdy, simple... the most versatile ‘ 
and flexible unit available today. It will meet every new or 
changing load condition. ‘ 

And Pushmatics are easy to install. There are no compli- 
cated group mountings .. . individual single-pole units make 
additions and changes a simple matter. . 

There are four types of Pushmatics: THERMAL ONLY, . 
THERMAL MAGNETIC, or either of these types with ° 
AMBIENT COMPENSATING FEATURES. All are identical 
in size and contour, in ratings of 15, 20, 30, 40 and 50 amperes, ‘ 


120 V., 1 pole, or 120-240 V., 2 poles, AC. All are interchange- 
able for rating and type. 

Find out about Pushmatic’s outstanding features before 
you specify or buy any circuit breaker. 
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NEW, BEAUTIFULLY STYLED LINE OF PROTECTIVE 
CONTROL CENTERS 


HESE sensational, new ELECTRI-CENTERS, featuring 

Pushmatic, provide electrical control centers that are 
the last word in efficiency and protection. 

They are attractive, compact, simple . . . easy to wire. 
There’s plenty of gutter room even in the smallest cabinets. 

With ELECTRI-CENTERS there are no fuses to buy, 
no complicated operations or installation techniques to 
remember. You get versatility and adaptability, ease of 
installation and operation never before obtainable in any 
panelboard. 


See the new ELECTRI-CENTERS at first opportunity, 
or send in the coupon today for Pushmatic Bulletin #493. 
This descriptive bulletin, liberally illustrated, contains 
complete information and prices on BullDog ELECTRI- 
CENTERS and the new Pushmatics. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN e¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


these NEW Features 


rire ¢ i 


®@ Positive protection against overloads 
and short circuits 


@ Push “ON” and “OFF” for norsaal 
manual switching. Push “ON” after 
automatic tripping—no so-called reset 
position 


@ Trip-free of the handle 


@ All types and ratings interchangeable, 
quickly, easily 


@ Permanent calibration by amperes in 


one precision-formed part 
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HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 





Street Address —— _ _____Jone 


eS 


» a 
; t 
- BULLDOG ELECTRIC PRODUCTS CO. i 
i Detroit 32, Michigan | 
i 
: Please send me your Pushmatic Bulletin #493 giving full infor- 
' mation and prices on your Pushmatic ELECTRI-CENTERS. 
' Nome — ' 
, ' 
- Company — ———— - | 
b 

i 

i 








1e Provinee of Distribution 


Selling More Goods, 
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convenience 0 
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qualit vy. the low 


standard of livi 
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By John L. Busey, president 


General Electric Supply Corporation” 


only e count 1 See weheve lat We electric al 
vhere it Is poss esal (is tors have been 
to buy itever the | | st ental in achieving this 
yr they Walt I | tunate si atl l am and have 
Want L hat « lwavs ee 1 ( the fact that 
se United States. | | i clistril professiol 
QO peo} le have the \s stripu STOW ha | 
of merchandise, ( AVE eel { \ ku lv link im the 
buving, the hig! chain tron ducer to consumer. In 
price ind the sel ng the m ufacturer, the re 
ng that is enjoved ( il the public | know. that 
stributor has constituted and 


ELECTRICAI 


does tod rOnY 


pillar 


social 


ay constitute a st 
and 


he se be 


supporting the econonie 


stability of this country 


liefs form the basis of the things | 
am going to talk about today 

We know that the American peo 
ple are deeply attached to their way 
ot life We also know that. the 
high standards of American life have 


not been achieved without struggles 


to accomplish changes for the bette 
We all know that with progress 
comes change. [Everyone connected 


i any wav with the electrical in 
stry is aware of this fact 
Phe whole electrical industry 1s 
ult on the recogniton of the prin 


iple that there is always a newer 


a more modern way—of doing things 


faster and better and at less cost 
(Jur industry has striven success 


fully over the years to produce more 


goods for more people at less 


cost, 


and in carrving out its enlightened 


approach to progress it has created 
vreater convenience, greater sanita 
tion, and new products such as re 


frigerators, television, automatic 


elec tric blanket S and radios W hole 
new industries—to improve our way 
ot life 

It is a great industry, this industry 


of ours It has been dynamic. 


changing and unafraid. We must not 
fail to keep it dynamic, changing 
i! a COUTaALYCOUS and consequently, 
We lust subyec Ct to constant criti 
cal analysis If we fail to do this 
It may become unable to defend it 
selt om the sometimes moderate. 


sometimes attacks directed 


VICIOUS, 


at it and at us—its members—and at 
all business for that matter, which 
attacks seem to come from many 


quarters with greater trequency than 
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In This 


Salesman’s Market: 


To More People, At Less Cost 








they ever did in the past. 

Probably no one segment of im 
dustry has been subjected and is be 
ing subjected to more questions and 
criticism than the business of the 
wholesale distributor. You have all 
heard the 
middleman” and “Distribution costs 
* Should you—the middle- 
eliminated? Are the costs 


phrases “Eliminate the 
too much. 
man—hbe 
of wholesale distribution unwar 
ranted and disproportionate to the 
benefits derived by manufacturers, 
by retailers and by the public ? These 
are the questions which we must 
answer definitely and positively 

Most of the criticism leveled at 
the wholesale distributor—regard 
less of the motives behind the criti- 
cism—clearly indicates that the crit 
ics lack a_ basic knowledge of the 
\merican system of distribution. 
l‘urthermore, they have tailed to 
present any workable substitute for 
the present system. Indeed, it some 
times seems that instead of spending 
time learning something about dis 
tribution those critics apparently de 
vote all their efforts to magnifying 
the imperfections of the present sys 
tem of distribution and ignoring its 
benefits i 1s 2 part of our job to 
inform uninformed critics of the 
facts. 

We should 


critics that distribution as such 1s 


point out to all such 
the complete flow of the finished 
product from the end of the assem 
bly line to the consumer and the 
care and maintenance of that product 
in the hands of the consumer. It 
is important that it be borne in mind 
that distribution costs are shared by 
the manufacturer, the wholesaler 
and the retailer. 


Phe manutacturer must move thi 


boished product from the assembly 
line, must establish and service his 
wholesale distributors, must create a 
public acceptance for his product by 
advertising and publicity, not only in 
medias which reach the general pub 
lic but also in trade journals, and 
finally the manufacturer must con 
duct market researches to determine 
public need and preference. All 
these things are necessary and ex 
pensive and the cost of them 1s a 
part of the over-all cost of distribu 
tion. 

If the manufacturer is to main 
tain large scale and low cost pro 
duction he must have customers who 
are financially able to purchase larg 
quantities of finished products and 
who are also skilled in selling those 
products in large quantities 

The average retailer cannot pun 
chase in large quantities. It is only 
the wholesaler who is able to ordet 
in large quantities from the manu 
facturer. The 


wholesaler | as the 


warehouse facilities and the neces 


"7 : i » 
sary financial resources. By making 


large purchases the wholesaler en 
ables the manufacturer to concen 
trate his capital in manufacturing 
investment. 

substantial ware 


house stocks locally, the whol salet 


By carrying 


makes available the finished product 
at the place where and at the time 
when it is needed. He establishes 
retail outlets and his trained techni 
clans and sales personnel train thi 
retailer {n product performance, 
product servicing and selling 

In addition, the wholesaler main 


tains locally stocks of parts needed 


in the servicing of products in the 
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hands of consumers lle extends 


credit terms to the retailers, thereby 
enabling the retailers to concentrate 
their capital in retail selling facilities 
and organization 
] + 
\] these 


which are done by the wholesale 


enumerated — things 
are also expensive and the cost of 
performing these things is a part of 
the overall cost of distribution 

They are not unnecessary costs, 
for if the wholesaler did not exist 
the retailer would have no alterna 

e but to order the needed product 
in small quantities from the remote 
manutacturer and the result would be 
protracted delay before the customet 
received the pre <luct he needed Phe 
continuous manufacturing process of 
the manufacturer would be greatly 

‘tarded and the cost of the product 


consequently greatly increased. Fur 


1 
} 
I 


lermore, the customer would not 
he so well and so promptly served. 
It is a fact that distribution is a 
chain consisting of three major links 
the manufacturer, the wholesale: 
and the retailet If one of these 


] 


links were to be removed the chain 


would, indeed, be shortened but. it 
would be so short that it would not 
connect the manufacturer and the 
consumer, Such a chain would be 
comparable to a sixty-foot bridge 
over a hundred foot gorge It 
would not and could not fulfill its 
basic purpose, 

Just as our great Anglo-Saxon 
common law system has evolved 
from the experience and wisdom of 
centuries, so also has our system of 
distribution developed from the cu 
mulative experiences of hundreds of 
thousands—indeed, of millions—of 


merchants and traders all through 


61 





the course recorded history 

In a never ending process the 
uneconomic, the wasteful and the 
cumbersome methods have been di 


‘ irded and m their places have bee 


substituted less and = fastet 


Cll a 


] +] ] 
made m the long 


methods Phere has reason 


| 
Chaly¢ 
] 


tor every 
ind romantic history of distribution 
a history of constant nnprovement 
in the general welfare of man 
When vou hear people 


the costs m\ 


argue that 
olved in moving prod 
ucts from the factory to the cus 


Lome have become CNCECSSIVE 1 


let's tell them 
number of set 


downright exorbitant 


about the growime 


vices that distribution is called upon 
to render 
warehous 


advise them how 


y and transporting an 


let's 
i | selling and 
distrib 


ervicing and tinancing—all 


utor functions—are making possibl 
more efficient mass production, and 
that mass production helps lower the 


unit price of the many products peo 


ple need to live more comfortably 
more happily, and to enjoy more 
satistving lives 

let's tell them more—that money 


for distribution is a 


part ay) 
total cost, not added t 


Distribu 


something 


Inanulacturimg expense 


tion is a matter of economy It 1s 


the best way of getting certain things 


done It is nota useless, wasteful 


luxury 
let 


us combat those false econo 


mists who use an apparent increase 


m the cost of distribution services 


as a rallying point for their tavorite 
political or economic theory 
Let us show | 


OW Ncreased costs 


of distribution are essential to as 
sure the development and cultiva 
tion of wider markets which, in turn, 
implements greater production— bet 
ter quality lower manufacturing 
Costs 

Phe public wall put less credence 
in frantic cries. to 


the 


“eliminate the 


nuddleman ’ il under 


public 


stands that this “middleman” 1s pet 


forming functions that customers de 


mand and that = manutacturers 
know are vital to ethicient operation 

Now, [| am quite ready to admit 
that, while mass distribution is an 


essential 
that 


he EXPE’ ted, 


part of our economy and 


high proportionate costs are to 


it does not necessaril\ 


follow that everything we do in the 


name of distribution is essential o1 


even desirable leach one of us must 


discover and develop 


be alert to 


e over-all distribution 


specitically im 


eCCOoOmOMMesS mt! 


function and our own 


areas Of activity 


het Is Olle Warhiny, howevet 


that | urge vou to observe 
Be sure that you analvze the whole 
picture before you subseribe to any 
ruthless removal of a 
It's 
one thing to have a bothersome ap 


plans for the 


particular distribution service 


pendix removed; quite another 
thing to have your legs cut off be 


cause someone has told you that that 


might be a good way to save the 
COst Ol shoe lac es 

The point to remember is that the 
economies we do achieve must make 
possible the cost 


reduction of unit 


not just the cost of retailing, o1 
wholesaling or manufacturing. 
\What can we do to strengthen out 
vstem of mass distribution and in 
sure its continued efficiency ° 
What can we do 
voods to 


Without sacrificing quality, 


lo bring more 
Cost, 
convenl 


pe ple, atl 


less 
| I 


More 


Cres. pl we O] 


What can we 


Opm1on of 


reliability 
do to justify, in the 
skeptics and critics, our 


ontinued existence as an integral 


part of our nation’s economy ? 
answer is simple and direct: 
\Ve must continue to fulfill the func- 
tions we now fulfill, with a keen eye 
to) new improvements and new eff 
1ICNCes 

We fulfill our 
distributor functions with a broader 


must continue to 


social outlook, with an awakened 
consciousness of our place and our 
uMportance in the complete distribu 
tion system 


We must promote and assist in 


the development of new markets 
and new products 
We must make certain that we 


obtain a fair share of the consumer's 


dollar 


other industries 


agallst the competition ot 


\bove all, we must sell—for in 


selling, we make the wheels vo 
‘round in this country. 

If there is one thought you carry 
away trom here today chiseled in 
it should be this 
If the American way of life is to 
exist in our struggling, chaotic 
world—we must sell as we have 
never sold before. 

In order to do our best we 


1 1 


kill the ghostly apparitions haunting 


your memory, 


must 


many of us and our salesmen, which 


apparitions have been conjured up 


by some present day dabblers in 


pseudo-economics and necromancy 


ELEC 





to frighten and discourage us. 
In omy conditions, far 


heing bad. 


opinion, 
from 
and | 


ohy mts 


are actually good 
have figures and facts—not 
to prove my point 

Figures obtained from the United 
States Department of Commerce, 
otficial, show 
1949. 
Using the years 1935 to 1939 as 
LOO, note that in 
dustrial production in 1940 was 125 
percent. 1948 was 194 percent. 1949 
187 


which makes them 


what faces us in 


a normal base of 
estimated 1s Sure, 


we're off from 1948, but we're still 
way, way ahead of 1940 1040) 


percent 


and 
Was a good vear. 

1949 is 
two-and-a-half 


bad ¢ i a ks 


Total spending in esti 
about 


1940. Is that 


pretty good to me. 


mated to be 


times 


Sure, cost of living is up 68 per 


cent above 1940-—but, remember, 
people have more than twice as 


much money to spend. 
estimated new 
more than twice 1940 


construction 


LO4S, 


Below 


ves, but barely 

\\ holesale prices down from 
1948—we expected that. 

Retail trade—down just a frac 


tion from 1948—and still three times 
1940. Is that bad: 
pretty food. 


I'd say it’s 


Personal imecome—in 
sonal 
dollars 


1940, per 
totaled 78 billions of 
estimated 1949) personal 
215 billions of dollars 

almost three times as much 


income 


Income 1s 
only 4 
less than the record-break 
g vear of 1948. 


billions 

ing 
\WWages and 

1949 as 1948 


same in 
three times 1940 


Salaries 


Corporate profits—a_ little less 
than 1948—but more than three 
times 1940—and 1940 was a good 
year 


12 million 
more people emploved than in 1940 
\verage Hourly Earnings of fac 
tory 
1940, 


‘arm 


Civihan Employment 


workers—more than double 
( ash Income 
three times 1940. 

Just before i came here to Cin 
cinnati | 


more than 


: a . 
was able to get some tig 


Washington on 


ures from recent 
purchases by the American people 

our potential customers—of 
Bonds, and 


redemptions of Government Savings 


(aovern 
ment Savings also on 
Bonds 
Here they are: 
In the month of March 1949 the 


\merican people bought 414 million 
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dollars worth of Series [. Savines 
Bonds. That is nine percent mor 
than they bought in Mareh 1948, 
when only 383 million dollars ot 
Series . bonds were purchased 

In the month of March 1949 the 
\merican people redeemed 304 mil 
lion dollars worth of Series [i Sav 
ngs Bonds, ten percent Jess than the 
amount redeemed in) March 1948, 
which totaled 340 million dollars 

In brief, purchases of Series | 
bonds were up nine percent, and 
redemptions were down ten percent 

Our potential customers have 
money ! 

In the April 24th issue of the 
Nex York 


news story—and | quote 


limes appeared this 


“Savings Bank Deposits Up 

“Rise of 290 million dollars in 
quarter reported for nation 

“Deposits in the 530 mutual sav 
ings banks of the nation increased 
290 million dollars during the first 
quarter of this year to reach a new 
high total of 18 billion, 690 million 
dollars, William 1. Maude, presi 
dent of the National Association of 
Mutual Savings Banks, announced 


vesterday 

The Wcrease, he said, Was 17 
percent greater than the gain fot 
the like period in 1O48 Phe gain 
mm March was 110 million dollars, 


_ 


or 3/ percent above that in March 


1948.” 


\ll the figures which | have pre 


sented to you prove one pomt—that 
although 1949 may not be quite as 
good as record breaking 1048—it’s 
going to be a very good year by all 
past standards of national produ 
tion, employment and earnings 
Let's bamish the eight Prophecies 
of Despair! Our markets still exist 
and the consuming public has plenty 
of money to spend. It is up to us 
to make the public spend its money 
tor the products we want it to 
buy We are not, however, going 
to be in the right frame of mind to 
permit us to do the job we must do 
unless we realize that we no longet 
have an economy of scarcity, no 
longer a seller's market. We must 
remember that we are right square 
in the middle of a salesman’s market 
It will be up to each and every 
one of us to demonstrate more sales 
ingenuity and greater tenacity than 
ever before. Qur work hours. will 
not be from 9 a.m. to 5 p.m. Our 
job was not a9Y to 5 job when sales 
men built the refrigerator business 
to where it is today by actually 
following the ice wagon down the 


street, entering the houses wher 


ce Was delivered and selling and 
1 mean really selling—refrigerators 
to the oc¢ upants 

\s salesmen we should and do 
welcome the challenge offered by 


this salesman’s market If we are 
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to make the most of our oOpportunt 
ties, However, We Hust Mot permit 
ourselves to believe that our way ot 
doing business is necessarily pertect 

\\ Wlust, as have said before, 
constantly analyze our methods ot 
business and be vigilant to recognize 


detects and to remedy those defects 


possible. We must be careful buver 


and must tram our emplovees more 


cient as we were pre-wat hing 
have been too easy lhe vears to 


come will not be easy but, in my 


OpM1ON, they will be good Let us 
face the fact that we will have to be 
a Jot smarter, more skillful, more 
determined — and hardet work 


ing in 1949 than we have been ever 
since 1940 if we are gomy to, as we 
must, ethiciently fulfill our essential 
function of distributing more and 
More goods too more and more peo 
ple at less cost 

More and more goods to more 
people at less cost Phat's our job 
lt we do it well. we need fear noth 


ing in the vears immediately ahead 











] Simply remove large-headed set-screw 
* from transformer and— 


? Slip the lip over the edge of the metal 
* of box or cabinet knock-out. 


Then replace set-screw from inside of 
3. box or enclosure and make electrical 
connections. 


Design Covered by U. S. Patent No. 2433511 


All Types of Installations 
Possible with NEW 
Jefferson Electric 
Universal-Mounting WIZARD 
Door Bell TRANSFORMER 


, Attached to round 
outlet box 


; =e ‘ : a 
"i : ra 4 
Mounted on side of 
( round or square outlet 
> box 
Mounted to wall of e | 
y xs 


Attached to square \} 
outlet box 


fuse or switch cabinet 


Can also be mounted inside cabinet or in other 
locations by means of the mounting feet. 


fA 


JEFFERSON ELECTRIC COMPANY 


In Canada: Canadian Jefferson Electric 
Co., Ltd., 384 Pape Ave., Toronto, Ont. 


Jefferson Electric WIZARD Bell Transformer 





Ideal For Close-Quarter Installations 


This new compact and sturdy transformer, for 
operation of door bells, buzzers, annunciators and 
door openers from 115V line, has a 10V Secondary 
and is rated at 5 watts. 

Designed with lip and set-screw for clamping 
to edge of the knock-out of the metal cover, box 
or cabinet, with primary leads for connecting to 
circuit and terminals for bell wires. Mounting feet 
are also provided for open wiring installations. 

The one Jefferson Universal-Mounting WIZARD 
Bell Transformer replaces THREE models— 
No. 230-101, No. 230-111, and No. 230-141, thus 


making it possible to reduce stock and increase turnover. 


Catalog Sheet No. 471-BT 
sent on request. 


Bellwood, Illinois 
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Electrical Wholesalers’ 
BUSINESS INDEX | 
SALES INVENTORIES WITH WHOLESALERS SALESMAN 


wal 650 a (ta 


600 











550 Business Index 


Be For the Month of Mareh 1949 





a , 
MAR. 1949 \ 450 SALES \ seasonal pu Kup Ol 13 percent Was re 
tered in the March sales of electrical goods wholesalers 


the second nN onth ail) 11h rease has been re ported 





L SINICE 

the decrease in January 
400 By class of house, March sales of full-line wholesalers 
increased 14 percent over the previous month, wiring 


supplies-construction materials distributors up © percent 
and appliances-specialties distributors up & percent 


However, all classes reported decreases below March 


350 


cic 
1948 with full-line houses down 3 percent, wiring sup 


plies-construction materials distributors down 9 percent 
300 and appliances-specialties distributors down 11 percent 
Cumulative sales for the entire group for the first 


quarter of 1949 were 3 percent below the corresponding 
period in 1948. 

250 Phe March 1949 panel on which this data is based 
included 617 firms with total sales volume of $119, 
819,000 


200 






O 
1939 1939 INVENTORIES \t the end of May h. mventories val 
>t AVERAGE AVERAGE ued at cost) were reported to have increased 3 percent 
MONTHLY MONTHLY above the previous mont! 
SALES INVENTORIES By class ot house inventories of full line whol salers 


were up 3 percent over February while both wiring 


supplies-construction materials distributors and apph 











ances-specialties distributors reported decreases of | 
oy percent 

1s © Phe increase is much more pronounced when com 
parison is made with March of 1948. lor all houses 
r. : = = reporting, an increase of 36 percent 1s shown with 
full-line wholesalers up 39 percent, wiring supplies 
construction materials distributors up 7 percent and 

appliances-specialties distributors up 23 percent. 
SOURCE The figures we use as basis for these monthly In terms of weeks’ supply of inventory at current 
comparisons of perforn ance in the electrical wholesaling rate of sales, March mventories repre sented approx 
field are collected and compiled by the Bureau of the mately 9.4-weeks’ supply compared with 6.5-weeks’ 

Census of the U. S. Dept. of Commerce. supply for the corresponding period a year ago. 
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SHERARDUCT—Full weight, threaded, rigid steel 
conduit fortified against rust and corrosion by the 
“Sherardizing” process for life-time protection. 


NATIONAL FlexsreeL 





FLEXSTEEL—Galvanized, flexible-steel conduit. 
Continuous runs from outlet to outlet reduce installa- 
tion costs. Provides an economical “pull-in pull-out,” 
grounded system. 


LO-LOSS FEEDER BUS 
Highest transmission efficiency due to low voltage 
drop with all types of load, Recommended for long 
feeder runs. 


FOR ALL SYSTEMS 


* 


NE insulated building wires 
and cables, connectors, 
boxes and accessories to 

meet the requirements 
‘A of any wiring job. 





NATIONAL ELECTRIC 


CONDUIT SYSTEMS 






A 








XDUCT JUNIOR—Electrical Metallic Tubing. Ele< 
tro-galvanized, then further protected inside by a 
smooth, lustrous coating of clear, durable enamel. 





NEPCODUCT—The sfee/ underfloor duct system that 
provides convenience outlets at the floor surface. For 
power, lighting, telephone and signal service im any 
type of floor construction. 
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STANDARD FEEDER BUS 
TYPE ‘‘A’’ HOUSING 





For normal runs between transformer bank and switch- 
gear equipment. Housings for both indoor and out- 
door installations. 


I. P.I. ‘““PLUG-IN’’ BUS 
For branch runs from feeder bus. Plug-in openings, 
staggered on 15-inch centers on two sides, permit 
insertion of devices every 72 inches. 













that 
For 


WIRED 


NON-METALLIC SHEATHED CABLES 


v 2 . rs) 
mie 
= PASS cant J 
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CANVAS BACK LOOMWIRE—A new, small di- 
ameter cable for dry locations—normal requirements. 
Each conductor carries full insulation to terminal 
screw. Has a saturated, fire-retardant, moisture re- 
sistant, cotton-braided sheath. 


MAMMA 


MOT —— 


Yaesshhhaaet. 

















oe 
A. B.C. ARMORED BUSHED CABLE—Com plete, 
ready-to-use grounded wiring system. Sizes 14 and 12 
have low-resistance grounding strip. Furnished with 
“Dilec Safecote’’ insulated wires. 

| 


PLUG-IN STRIP—'Constant Service’ 2-Wire and 
“Switch-controlled” 3-wire multi-outlet assemblies. 
Outlets every 18” or 6”. For residential or com- 


mercial use. 
provides wa/l-switch con- 

















__ 








NE-0-PRENE LOOMWIRE —The first Neoprene- 


sheathed Loomwire to be listed by U L. For wet loca- 





3-Wire PLUG-IN STRIP 


any 


tions, stables, farm buildings—where rot, fungus, 
moisture, ammonia-laden air and drastic weather 
conditions are destructive to other approved wiring. 





a trol for lamps, plus con- 


stant service for clocks, radios, electric blankets and 


s 


itch- 
out- 


ngs, 
rmit 



















appliances. Each receptacle—a choice of two services. 
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RACEWAY SYSTEMS 





XTENSIONDUCT — For extending circuits along 
walls and ceilings. Made with the “lay-in” feature. 
No wire fishing necessary. Attach the base, lay-in the 
wires, snap on the capping. 





FLORDUCT 





For across-the-floor service. Bump-proof, mop-proof, 
trip-proof—another NE raceway with the “‘lay-in” 


principle. 





SURFACEDUCT—A 2-piece, all-purpose industrial 
“lay-in” raceway for every type of service up to 60 amp. 
Accommodates all manufacturers’ approved devices. 


4x4 WIREWA—A hinged-lid 
steel wireway for feeders, branch 
circuits, control and signal wir- 
ing up to 600 volts. Speeds power 
rewiring. Eliminates exposed 
wiring hazards. 


METAL MOLDING—For main lighting distribu- 
tion and multiple branch circuits—also has the “‘lay- 
in” principle. 
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REGIONAL ANALYSIS MARCH, 1949 - 
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les increases ove © previous mo Were Figures in this table apply to the geographic divisions ppro 
reported in every division varying from 9 percent in the as outlined and numbered in white on map above. 
Middle Atlantic to a ligh of 23 percent in the Moun 
tain region bes 
Cumulative figures for the first quartet Janu: 
peach S07) compared to the corresponting period im SALES INVENTORIES 
1948 showed decreases in all regions except the Middl March 1949 March 1949 
\tlantic which reported an increase of 7 percent and Compared in °/, with Trading Compared in °/, with 
the West Sout! Centra Wit — ene is¢ = “t perce Feb. Mar. Region Feb. Mar. 
On a comparative basis with March 1948 an overal 1949 1948 (See Map) 1949 1948 
decrease of 5 percent was reported with two regions, +14 —|4 +39 AF 
the Middle Atlantic and the West South Central, show +9 + 4 +35 173 
’ } +37 Bran 
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ing mereases of 4+ per nt and the West Nort Central +10 —_ 

an icrease of 1 percent: all other howed decrease +16 — +39 

with the Pacific area recording 20 percent +13 — +42 
Inventories, on a regional bas contormed to the +20 —_ +35 

national average with the West North Central area +14 + +44 

reporting no change trom the previou nth and the +23 cam +20 

Mountain area recording the top increase of 10 percent +16 —2 
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STATES COMPRISING GEOGRAPHI DIVISIONS N. C., S. C., Ga. Fla.; REGION 6—Ky., Tenn., Ala., Miss.; 
REGION 1—Maine, N. Hamp., Vt : mg. i... €or REGION 7—Ark., La. Okla. Tex REGION 8—Mont., 
REGION 2—N. Y., N. J., Penn.; REGION 3--Ohio, Ind., HI Idaho, Wyo., Col N. Mey \riz., Utah, Nev REGION 
Mich., Wis.; REGION 4—Minn., | i lo., N. Dak., S. Da 9—Wash., Ore., Calit 


Nebr., Kans.; REGION 5—Del., M 1 Va. W. \ 
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0ALOWE 
Delivery 


Outlet Boxes of Every Type for Every Requirement 

























Shown here are onl epresentative few 
Lf the 15,000 expertly designed electrical fittings 
manufactured by Appleton. A wide range of 
sizes, plus a high degree of specialization makes 
the Appleton line complete —a single source 


you can depend on for prompt coverage of your 





ustomers’ requirements. 


Products of Appleton’s own foundries and 
Couplings and Connectors, Entrance Fittings, Clamps — Every Requirement 


abricating plants, Appleton Electrical Fittings 

2 ; for Electrical Metallic Tubing 
are made to meet rigid standards of quality. They 
re designed for quick, easy installation and to 
provide a lifetime of dependable performance. 
Sell Appleton and be sure you're selling the 


best. Complete catalog information always 





available. 


SOLD THROUGH ELECTRICAL WHOLESALERS 


prs wesnere ELECTRIC COMPANY 
A 





1734 WELLINGTON AVENUE + CHICAGO 13, ILLINOIS 
ranch Offices: NEW YORK, 50 Church Street « DETROIT, 3049 E. Grand 
vd. *« CLEVELAND, 1836 Euclid Avenue « SAN FRANCISCO, 655 
no Street « ST. LOUIS, 420 Frisco Bldg. * LOS ANGELES, 100 North 
ntc Fe Avenue « ATLANTA, 724 Boulevard, N. E. «© BIRMINGHAM, 
Brown-Marx Bldg. « MINNEAPOLIS, 305 Fifth St., S. ¢ PITTSBURGH, 
Bessemer Bldg. © BALTIMORE, 100 East Pleasant Street « BOSTON, 
Q 









Resident Representatives: Cincinnati, Dallas, 
Houston, Indianapolis, Kansas City, Milwaukee, 
Seattle © Export Representotives: Interna- 
tional Standard Electric Corp., 67 Broad St., 
New York 4, .N. Y. 








Straight and Angle Connectors for 
Armored Cable, Flexible Conduit, Etc. 





FITTINGS + LIGHTING EQUIPMENT « OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITES 





In a specification, it denotes the exact 
kind of lighting performance desired. ‘““G” stands 
for General Diffuse lighting distribution; “45” for 
45° side shielding; “30” for 30° end shielding; 
“2” for a brightness in shielded zone of not more 
than 2% footcandles per square inch; “P’’ means 
Pendent mounting. 


For a fixture, those symbols mean that Electrical 
Testing Laboratories, Inc., after photometric tests, 
find it has those performance characteristics. 
Thus, it is now possible for the specifier to express 
simply and precisely the lighting performance he 
wants. And the buyer can now buy fixtures and 
know in advance how they will perform when 
installed. For, in addition to the Index System 
rating, complete photometric data, together with 
coefficients of utilization are supplied for each 
Fleur-O-Lier fixture, 


And the Fleur-O-lier label certifies that the fixture 
is ‘“right’’ mechanically and electrically. 
Fleur-O-Lier Gives Complete Information — 


All the data needed to make an intelligent choice 
of fixtures is provided by Fleur-O-Lier. You get— 


1. An Index System Rating 
2. Photometric test data 

3. Coefficients of Utilization 
4. Certification 


You're sure when you insist on Fleur-O-Lier. 








FLEUR-O-LIER 
Manufacturers 


2116 Keith Building ¢* Cleveland 15, Ohio 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any manufacturer who complies with Fleur-O-Lier requirements. 


CERTIFIED 


m occordance 


Specifications of 
Fleur-O-Lier Manufacturers 


ELECTRICAL TESTING 
| LABORATORIES. INC 
NEW YORK NW OY 
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1949 





Highlights and Sidelights 


of the Conven 


tion 





1 1 


HE first of the more than 2000 

people attending the Forty 

First Annual Convention of 
the National Electrical Wholesalers 
\ssociation checked in at the Neth 
erland-Plaza Hotel in Cincinnati at 
high noon on May Ist and registra 
tion on the third floor continued at 
a steady rate during the balance of 
the day. 

Certainly a high decibel reading 
could have been taken anytime on 
the third floor fover of the hotel from 
there on for the rest of the week, 
indicating to the listener that the 
electrical wholesalers, members and 
guests were anxious and willing to 
discuss the various and vexing prob 
lems of distribution that confronted 
them in 1949. 

Summer put in an unexpected 
and early appearance in Cincinnati 
and old Sol cocked a kindly eve on 
the convention goers ‘Sweltering’ 
was the only word to describe the 
weather for the entire week lor 
tunate it was, too, for it made travel 
between the various hotels and head 
quarters at the Netherland-Plaza a 
relatively simple affair—no_ rain 
drops to dodge or time lost vainly 
waiting for cabs 


Registration a Busy Affair 


Promptly at nine o'clock (Monday 
morning, that is) the registration 
queues formed and from then on 
the babel of voices and mad clacking 
of typewriters was proof positive 
that registration was well under wav 
and that a new convention attend 
ance record was in the otting 

Indefatigable workers Rose M. 


Cleary, N.1E.W.A. treasurer, and 


lLlelene Stachler, secretary to th 
managing director, efficiently ran the 
registration desk where registrants 
were processed and pinned in pra 
tically nothing flat 

Long distance attendance record 
\nder 


son, vice president of the [lawanan 


was established by Paul H 


electric Co., Ltd., of Honolulu, who, 
accompanied by Mrs. Anderson, flew 
all the wav to the convention \ 
wonderful trip he reported, but so 
unbelievably quick that he hadn't 
had time to draw his breath until hi 


arrived at the hot 


New and hichly 


commendable 
feature this vear was the Conference 
Booth Center on the Netherland 
Plaza’s fourth floor which received 
its baptism on Monday morning. 
Since “Open House” at the center 
was scheduled only when convention 
sessions were not m progress a con 
stant flow of conventioneers kept 
things rolling at the booths. Here 
the wholesaler had an ideal oppor 
tunity to “hash” things over with his 
suppliers 1n a semi-quiet atmosphere 

Business started in earnest) on 
Monday afternoon with W (; 





HONORARY LIFE MEMBERS attending were (seated I. to r.): J. C. Schmidt- 


bauer, W. E. Robertson, L. T. Milnor; 
J. G. Johannesen, W. I. Bickford. 
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standing): W. R. Herstein, J. I. Colwell. 














CONGRATULATIONS are given by E. B. Ingraham (left POPULAR FEATURE of the Forty-First Convention was 
retiring N.E.W.A. president to D. M. Salsbury, newly-elected the Conference Booth Center which drew a capacity crowd 


sati after each session. 
prexy of the association. er e 


tenance and repair of television re in attendance checked in and made 
ceivers. Complicated to look at, too, ready for the general convention ses 
but a necessity in the successful sell sion on the following day 

ing and servicing of television. re Wednesday was a day replete with 
ceivers for, as J. A. Vassar so aptly activities of all sorts and descrip 


put it, “If the set doesn’t function tions. Opening the general session 


youve not only got a dissatisfied of the convention in the morning was 
, 





customer, but he’s got a lot of dis the Honorable Albert DD. Cash, 
satisfied friends, who are potential Mayor of the City of Cincinnati, fol 
prospects.” lowed by the address of President 

fuesday brought with it a con IX. B. Ingraham and the report of 
tinuation of the Apphance Division Managing Director Charles G. [yl 


B. MERRITT (left), Mill-Power Sup. 


. . ; ; sessions with outstanding < "esses 
Co., chats with Al Byers, ass’t managing : ns with outstanding address 


director and secretary of N.E.W.A. by \W \. Blees. vice president and Retired Members Honored 
y ral calec ) over ( asle ivy , : . 
seneral sales manager, Crosley Diy \mong the highlights of the ses 


sion, AVCO Mtg. Corp.; John | 


: j ' sion was the pre sentation of the 
’ 4 ] 
ysusev, president of the (General 


" Honorary Life Memberships to 

le 1¢ SNT77T)T)>/ 4 { ort) ° ] ‘ 1 . 
Islects PP" 3 _— M. 1 those men who were now retired 
Cotes, executive vice president. Duo 


Ms from active participation in the in 
Pherm Div., Motor Wheel Corp. : 


dustry but who had worked so long 
and diligently to raise the association 
Panel Sessions Hold Interest 
and the industry to its present-day 


I 
Panel discussions in both A.M high standards The certificate of 
and P.M. proved highly interesting award to each so honored read: 


and the microphone operators were “IN GRATEFUL APPRECIA 
kept busy scurrying around the Hall TION AND RECOGNITION 
of Mirrors to pick up the thousand OF MERITORIOUS SERVICE 
and-one questions the wholesalers GRACIOUSLY AND UN 





FROM HONOLULU came the P. H. had ready for the panel to answer. SELEISHLY CONTRIBUTED 
Andersons. At right is L. A. Russe Seats in the hall were a Ittle on THRUOUT MANY YEARS OF 
of Westinghouse. the hard side for most of those at ACTIV] VIEMBERSHIP IN 
tending and a cushion concession THIS ASSOCIATION.” 
would have cleaned up a nice bit of Vhose honored were: 
change by Friday noon It was ‘rank M. Bernardin, B-R Electric 
Peirce, Jr, vice president ot shightly on the comic side to see the Co., Kansas Citv, Mo.: Warren | 
N.FAW.LA, and chairman of the Ap look of complete comfort on the Bickford, Iron City Electric Co., 
pliance Division, pounding the gavel faces of some at the end of the ses Pittsburgh, Pa.; Thos. Christianson, 
for the opening session of the Appli sions as they hurriedly left and sank = Ikast Coast Elec. Sup. Co., New 
ance Division where television re blissfully into the over-stuffed chairs York, N. Y.; J. Irving Colwell, 
ceived its full share of attention and sofas with which the foyer was Graybar Elec. Co., Inc., Seatth 
and then some! liberally sprinkled Washington; Walter M Dick, 
Keen interest was shown in the Registration took another zoom Westinghouse Elec. Sup. Co., New 
fover exhibit of essential facilities upwards as the Apparatus and Sup York, N. Y.: Walter J. Drury, 
and equipment for installation, main ply Division members not previously (gravbar Electric Co., Ince., New 
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York, N. Y.; Harry M. Gansman, General Elec. Sup. Corp., New 
Westinghouse Elec. Sup. Co., New York, N. Y.; Jacob A. Kahn, Gen 
York, John a (sleas nN, eral Elec Stun, Orp., Salt lake 
Garavbar [Electric Co., Inc., Chicago City, tah: Manuel, 
[ll.; Ik. C. Graham, National Ele Westinghouse Electric Sup. Co., 


tric Supply Co., Washington, 1D. ( Los Anveles, Calif. ; A. R. Mavnard, 


J 


A. L. Hallstrom, Graybar Electri Gravbar Elec. Co., Ine., Chicago, 
Co., Ine., Philadelphia, Pa.; David Hl.: Harry R. Noack, Greneral Elec 
Harris, General Electric Su Sup. Corp., San Francisco, Calit 
Corp., San Francisco, Calif.; le. .\ Clarence B. Peck, Charleston [le 


Hawkins, Gravbar Electric Co., Inc.. trical Sup. Co., Charleston, West 
New York, N. Y.; Wm, R. Het Virginia; Wim. I. Robertson, Rob 
stein, General Elec. Sup. Corp.,  ertson-Cataract Itlec. Sup. Co., But 
Memphis, Tenn.; Walter P. Hoag falo, N. Y.; John C. Schmidtbauer, 





land, Graybar Electric Co., Ine., Chi Westinghouse Elec. Sup. Co., Cli 
we “a. 2 ie a ‘ . ; > Thomas. Get 
, ‘ ; : 1] < caso arr, homas, Gien 
HONORABLE Albert D. Cash, Mayor ©#80: HL; R. J. Holtermann, West igo, Ill; Harry | 7 * 
of Cincinnati, welcomed members and inghouse |: ec. Sup. Co... San fran CTal | lec Sup ( Or} : Ni W York, 
. E ‘ ’ 1 
guests. cisco, Calif.; John G. Johannesen, N. \ Ie. | Podt, General Ele 





James H. McGraw Award Citation 


Leadership demands of those who carry its responsi- and upgrading of personnel, more practi: training i 
bilities, a capacity for seeing beyond immediate indus- basic selling principles; more etlicient warehousing 
try objectives, for appraising them, not only in terms ind stock control methods, better warehouse design 
of present goals, but in terms of their influence on the incentive approach to greater sales volume by means 
larger objectives and progress of the industry through of Sales Boosters for wholesalers’ salesmen, a greatet 
the course of time. And the quality of perspective is nderstanding of service responsibilities of television 
often a critical measure of the quality of leadership. distributors by publication of a special technical man 
With exceptional foresight and inspiring leadership, al and recommendations for more simplified reportins 
monthly sales statistii to manufacturer 
EDGAR B. INGRAHAM 

His unfailing graciousness, intelligent leade i} nd 

pre sident of the Times Appliance Co., Ine., and presi long indust1 experience have on man on sior 


dent of the National Electrical Wholesalers Associa- made possible the achievement of what often appeared 


tion, organized the Appliance Division of the National to be unattainable obiectives for the industrv’s welfare 

Electrical Wholesalers Association, making this im For these contributions to the progress and welfare 

portant group n integral part of the Association of the electrical wholesaling industry The Committers 

Upon the inception of the new division he carried out of Awards, upon the recommendation of the Judge 

its difficult and exacting administrative work s it has awarded to Mr. Ingraham the 1948 Wholesalet 

first chairman Medal and Purse given under the James H. MeGravy 
Aw rad 


Admittance of the newly organized division required 


malwor changes in the policies nd programs of the 
Association The sound judgment and contidence he 


exemplified brought about a strong spirit of coopera 
tion throughout the membership. The Appliance Divi 
sion was launched upon an ambitious and successt 


impaign designed to promote more efficiency and 
economy in appliance distribution, a project which h 
contributed materially to the benefit of all appliance 
distributors, manufacturers, dealers, utilities, contrac 

tors and the consuming public. Through many months 
of study nd effort necessary to accomplish the change 
Mr. Ingraham proved himself an able and stalwart 


worker as well as an understanding and considerate 
lender. 
His energeti leadership of the Appliance Division 


led to his election to the presidency of the Association 
in 1947, and his re-election in 1948 

During Mr. Ingraham’'s presidency he even furthe 
expanded his activities and personal contributions to 


} 





idvance the economic position of electrical wholesa 


ing by initiating constructive industry programs to be 

carried out (‘ommittees of both Divisions of the . ; 

Association. The effects of these efforts were industry PRESENTATION of James H. McGraw Wholesalers 

wide. Award for 1948 was made by W. T. Stuart, secretary of 
Award Committee (left), to E. B. Ingraham, retiring 

Among them were programs for the better selectior N.E.W.A, president. 
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rT 


Wet 


Sup. Ce \ngeles, Calif.;  ernot lis] 


ec 





erland-Plaza was flanked on one side 
by a line of well-patronized bars and 


a N.E.W.A. Ju 


ay Se more, \Wetmore-Sa\ nor Achievement Committee for 

age Co., Boston, Mass Clarence the purpose of fostering the move on the other by a beautifully deco- 
Wheeler, Wheeler-Green Electri ment in-_ relati to the industry rated and lavishly stocked buffet that 
Co., Rochester, N. Y.: Walter Wil throughout the count: was equally as well patronized, The 
liamson, Westinghouse Elec. Sup. (Concurrent with the election meet concerted attaek for refreshments 
Co., New York, N. Y.: Lee T. Mil ings for members in each of the nine both solid and = liquid—was rem 
nor, Milnor Electric Co.. Cinecin NEW .A. zones Wednesday iniscent of the storming of the Bas- 
nati, O tternoon, the convention tille and by closing time both bars 


\ppointment of Alfred Byers as 


assistant managing director in addi 
tion to his present position as secre 
tary of N.Ie.W.A. was announced at 
the session. his twentieth 
\] 
has played an important part as a 
He 


1930. 


Entering 
he 


vear of service to the association 


staff member over this period 
N.E.W.A \pril 1, 


ypomnted secretary in May, 


joined on 


and was aj 


} 
I 


Award to Ingraham 


Ingraham, president 
Electrical Wholesalers 


for the ps two 


McGraw 


Edgar B 
the National 
\ssociation 
esident 


ot 


ist vears 


and pr ot limes 


\pphan S 





and buffet were completely barren. 

* \ had 
all. ) 

\pparatus and 
Phursday 
were led D. M. Salsbury, presi 
dent of Westinghouse Electric Sup 


S eood time was by 


Supply Division 


on and Friday 


SesslOns 
1 
\ 


1 ] 1 


Piy CO Who Nas as 


served 
N.ELW_A, vice president and chat 
man of this division for the past two 
vears and who ts the 
N.E.W.A. 
\ttendance at all meetings filled 


' —_— 
Lilie all 


1s newly-elected 


president 

and a continuing barrage ot 
the floor the 
embers on their toes \bly 


] 
i 


from kept 


questions 
panel n 
tributed to the meetings were t 


CO 


Co., Inc., received the James H. Me- terse comments of Ken DeBevotse, 
(graw Award Wholesalers Medal ssociation counsel and legal guard 
for 1948 ; il 
; N.E.W.A. workers Helene Stachler . 

This award is one Of tour estab left and Rose Cleary relax before \s the last few strag lers left the 
lished twenty-four years ago by the bridge hall on Friday noon and the fovet 
late James H. McGraw to encour revistration desk closed down an at 
age constructive thinking for the of quiet, unknown all week, descend 
advancement of the electrical 1 ed and then the rush for train, plane, 
dustry. card party to ests was held and car was on 

Presentation was made by W. 1 wit 1 goodly number attending l'rom remarks, snatches of con 
Stuart, editor of Electrical Con Prize { he winner at each table versation and the keen interest evi 
struction and Maintenance and sec was a lovely Rookwood pottery vase denced on all sides in the meetings. 
retary of the Committee of Awards from. the world l Rookwood the consensus seemed to be. that 

So much enthusiasm was genet Pott n ( N.ELW.A.’s Forty-First will go 
ated as a result of the presentation Winding up tl ivina va\ lown on the records as one of the 
of the Junior Achievement Move vas the mammoth co arty for best to date—highly informative, 
ment by Dan O'Keefe, 21-vear-old I] embers eulests vitl constructive and a tribute to those 
editor of clc/ievement magazine. N .Ee.W.A. as the ¢ host who worked so long and patiently 
that the newly elected Board ot 1O\V lhe Hla loft Mi the Net] mo set 1t up 





BRIDGE commanded the attention of the ladies on Wednesday 
afternoon, while N.E.W.A. elections were in progress. 
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RECORD 


sessions and panel conferences for both divisions. 


CROWDS were in attendance at the N.E.W.A. 
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By E. B. Ingraham, President 


National Electrical Wholesalers Association* 


KEEL that it has been a great 
honor for me to have served as 
your president for the past two 
vears, Following so distinguished 
a president as John Busey, has been 
no easy task. However, his vision 
and foresight laid the foundetion 
for much that has been accomplished 
It has been a pleasure to work 
with the members of the Executive 





Committee and the Board of Gover 
nors. [| have enjoved watching the 
smmooth-running = staff organization 
under our competent and genial di 
rector, Charles Pyle. I have learned 
much from this experience. What | i \ L k at 
ever I have given of time and effort a <n? Z OO AN 

to the association has been returned 

many fold. It is unnecessary for 

me to detail the many things out e — \ | 
association has accomplished — this ur Business L n¢ 
vear. You are all familiar with the 

progress made. This over-tlowing 

convention Is evidence of your 


Mo a aaa What’s Ahead for Us 


prepared. Speakers of outstanding 
prominence and ability have been se 
cured. The panel sessions have been 
scheduled to induce free and open 
discussion of many important issues 


} ibatt to 
by members and our guests fromthe — then project what can happen if we and expected the iy clisti butors 
manufacturers who have shown their do not take present day conditions take thi _ cag it -Uy merchandise 
interest in the welfare of their seriously along with the short me¢ marae 
wholesalers by attending personally. \s we all know, on V-J Day the While t is was not exactly a oe m 
I hope that every member has taken country was short of practically all sale, the distributor who : Int — 
advantage of the opportunity pro- — electrical products factories €X his caught up mer oe wens 
vided by our conference booth inno panded their facilities, newcomers with is Ss or ~— handise — 
vation to consult with their manu started up, and all poured out prod ikely to tind his allo ations on short 
facturers. \VWe hope next vear large ucts in ever increasing quantities t merchandise either delaved, cut 
facilities will be available so that meet the clamoring demands of th down, ot cancelled es . 
more manufacturers may participate customers. Black markets flourished we ware — 3 pile . Ip pony 

I want to speak on a subject that in almost every lin Soon some cau t-up me rchandtse, nost «is- 
f am sure will be of interest to products caught up with demand tributors worked ¢ si shape ding 
evervone in this room. Itis. “What and were produced in surplus quan caught-up merchandise along W - 
is the state of our business today tities short merchandise. In time, - 
and what is ahead of us?” First. All this time the manufacturers, dealers became loaded with caught 
we must start with V-I Davy and in order to be tair to their distribu up mere anclise lt was not long 
trace our course up to today, and tors. instituted an allocation system fore the seller’s market passed 
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away and all electrical products be 
You 


two 


came caught-up merchandise. 

ay be able to think of one or 
short 
merchandise, but that’s not the 1m 


portant thine Phe important thing 


is that for the most part manutla 
turers continued their allocation svs 


tem and pressured their distributors 


Many 


to place orders accordingly 


distributors took these allocations 
and gave a false inpression to many 


manufacturers of the quantities | 
eacl product that the, could sell 
\ll the time this was voing Ol 


we had an I.E.L.-N.E.W.A 


Sales Training Course 


Basi 
Literally 


+} , ] f 
OuUsanads Ol 


speeches were made, 


tens of thousands of articles were 


written, all proclaiming the funda 


mental need of more and more sales 


training to get ready for the buyer’ 


market. Manufacturers made 


es and sound. slide films, an 


on meetings all over the country to 


stimulate sales training. N.E.W-.A 
got out many Sales Boosters to 
help = distributos salesmen — teac] 


dealers and contractors to learn the 


old and proven methods of 
the public 
Now this has not all 


and | am sure that in many parts of 


veel! Ih Vall 


the country, particularly away from 


the large centers, good wholesome 
selling 1S be Wye done by t] e distri ) 


utors and their customers 


Che pressure of manufacturers o1 


distributors to place orders in quan 
tity on a semi-allocation system gave 
rise to the distributor's use of pres 
sure selling of caught-up merchan 


lise In more than one case a 


loading technique was used, stimu 


lated by heralded price increases and 


followed shortly afterwards by price 
decreases far below the original 


prices 


Loading was also stimulated 


by CTUISeS, spits, sphi cars, contests, 
oy} 2 


t 
sitll ps Ee 
and other questionable practices, 1n 
cluding key city ads by manufac 


turers featuring the phrase, “Lib 
eral Trade-In Allowance.” with no 
plan for appraising or disposing of 


lis 


thre traded 1 merchan 


With all 


what did the distributors’ franchised 


this pressure on them, 


dealers do [hey transshipped to 
non-tranchised customers, thev cut 
] es, they otfered elaborate trade 


in allowances on an unsound 


basis. 
ind they ld at larr 

and sold at very narrow mat 
vins—-too narrow to permit them to 
build up their capital base necessary 


tor conducting the enlarged business 


they were doing at that time. 


Television probably is the worst 
example of all. Manufacturers from 
the outset allowed entirely too short 
that 
their 
manufacturers to take the responsi 
bilitv of installation and service for 
found the 
Fortunate is the 


a margin for distributors so 


those, who were forced by 


their dealers, have not 
business profitable 
his installation 


distributor who has 


and service problems under control 
so that he 
rhe 


ave been unable to cope too suc- 


doesn't lose his. shirt 
1 


dealers on the other hand 


cessfully with the rapid increase in 
the television business because, when 
added to their other they 


found they )} more 


business, 
were doing mucl 
business than their capital allowed. 
In order to get money to pay bills, 


1 


they not only cut prices on white 


goods and radio but also cut prices 
on television as well. 
Phe result of all this, 
to its conclusion, 1s chaos 
lo illustrate what I 
like to tell vou 


if Carl ied on 
logical 
mean [ would 


about a_ situation 


which developed recently on the 
West Coast [ understand that 
several dealers have gone in exten 
sively for auction sales, auctioning 


off as many different brands of 


apphances and other merchandise as 
get, with considerable pub 
connection with such auc 
rstand that they 
rchandise for this 
only from dealers who 


ire overloaded but. that 


purpose not 


some dis 





tributors have also supplied them 
with merchandise. 
Che more immediate result 


serious No 


done 


1S most 


selling is being 


real 
Price and price alone is being 


desperately used to get the business 


lhe people are no fools. | hey catch 


on quick. Thev sav. “I guess I'll 
| : S 


walt—mavbe prices will be lower 


next month.” They are right. They 


will be. Unfortunately, there is am 
ple evidence that cutting of prices 
under today’s conditions benefits no 
deterrent to 


one. It is a serious 


sales, does not increase turnover, 
and kills incentive to do real selling 


Where do we here ? | 


am reminded of a story of a 


eo from 
man 
who was driving along in a fog try 
He could hardly 
see ten feet ahead of him, so he de 


cided to follow a Cal 


ing to get home 


ahead of him 
that he thought sure knew where he 
The car ahead turned 
right and then left and came to a 
sudden 


Was going. 


stop. The fellow who was 
following banged into his rear end 
He got out and started 
bawling out the fellow he 
He said, “Don’t you know where 
Why didn’t you put 
ut your hand?” The fellow he ran 
into said, ““Sure, I know where I’m 


with a crash 


ran into. 


you re going ? 


going. This is my garage.” 

us knows 
Maybe I have 
drawn an exaggerated picture. How 


ever, | would like to hazard a guess 


[ doubt if any one of 


what is ahead of us 


that, unless a lot of these bad prac 


bove Art 


tices I have enumerated 
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curtailed, we are headed for liquida 


and tor ftaiuures 
held, and 


1 1 
OLlre~saleTrs ane 


tT1ons of stocks, Ya- 


lore in the dealer plenty 


f trouble for wl 
ufacturers as well. 
Let's cut out tl 


loading all up 


ie igh pressure 


and down the line. As 
distributors, let’s buy 


let's 


intelligently 
regain the consumers’ confi 
dence. Let's get back to real selling 
effort outside | 


selling in the 


selling as well as 
stores 

his? Your 
| | 1 
Nas been in the 


of developing a sound, 


How are we going to dot 


association process 


intelligent 
Personnel Selection, Sales Training, 


and Dealer Cooperation program 
ever since V-] Day Phat program 
is. virtually complete The an 
nouncement of this rounded pro 


gram was made vesterday, and here 


it is under one covet 
Sales Manual). We all know that 


a lot of our programs, Sal 


( Appliance 


es Boost 
ers, etc., were actually produced 
ahead of the 
field. That's 


bers did not make use of t 


need for them in the 
why so many 
Booster. Is there anyone here who 
will say that the situation isn’t cry 
ing for real selling in the field todav : 
Now is when we need all this mate 


rial, and thank God, we have it all 
ready to use. 


Most of the leadit 


ers 1 


manufactur 
fair-traded 
retail and 


hey spend real 


housewares have 
their products at both the 
wholesale le vels 
and 


time money on enforcement 


\s a result thev havea steady twelve 


months’ business profitable to both 


1 


distributors and dealers. 


he customers’ 


They ] ave 
confidence It seems 
to work. 

\ situation 


that in the appliance 


somewhat similar to 
business has 
been developing for some time in 
the apparatus and supply business. 
\t the close of the war a great 


1 


many people thought that the elec 


trical business was a Utopia—all 

they had to do was to get into it 

either as a manufacturer, wholesaler, 

or dealer, to make a lot of money 

and live happily ever after. This 

erroneous idea brought many new 
1 ] 


comers into the field who have beet 


manufacturing and distributing all 


g 
kinds of electrical devices and who 
are, at the present time, encounter 
ing serious difficulty. We are bound 
to see liquidations of many of these 

os 


inexperienced concerns, but whil 


their products are being dumped, 


older and more. stable concerns 
sultet 

In order to strengthen the situa 
tion for their customers, some manu 
facturers on apparatus and supplies 


and appliances have offered price 
protection plans to protect wholesale 


and retail inventories. A chaoti 


situation can result only in serious 


loss and. difticulties for all in the 


business. Constructive selling can 


he carried on and developed only to 
the degree that stable conditions 


permit 


I can call attention to what was 


lone recently in Rochester. New 
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York, in connection with a planned 
This 
activity was reported in great detail 
in the March issue of ELECTRICAI 
\WHOLESALING. The editor 
good friend, red. Rost ) character 


lighting campaign. industry 


{OUT 


ized this program as ‘“‘an outstanding 
example of business-building coop- 
eration in a city where all branches 
of the 


companies, 


electrical industry—utility 


manufacturers, whole 


salers, and contractors, plus local 


architects and  engineers—pooled 
behalf of 
planned lighting to more stores, of 


institutions, 


their efforts in selling 


fices, commercial build 
ings, and industrial concerns in 
Rochester, New York.” 


standing example of good selling 


[t is an out 
by 
all branches of our industry. 

the National Security 
Resources Board is writing out pri- 


Right now 


regulations, 
put into effect 
immediately in the 


orities, freeze orders, 


etc., which could be 
almost event of 
another National Emergency. The 


1 
} 


directors of the various divisions 


are inviting the help of industry in 
writing these orders and regulations 
so that as few mistakes as possible 
will be made. Our association will 
be active with vour assistance. 
Many prospective members have 
asked why they should join this as 


sociation. Charles Pyle will tell you 


many sound reasons for member 
ship, but this work with the Na 
tional Security Resources Board 


alone should justify membe rship, if 
what we went 


you. remember 


through during the last war. 

Many thanks for your support and 
cooperation during my term of office 
You have 


as your president treat 


ed me lerfully and I will never 


WoT) 


forget my past two vears. If tin 
pernutted | would like to tell you in 
detail of all the wonderful work that 
has been done by all of the members 
of the Ik 


Board of 


xecutive Committee, the 
(,overnors, the various 
. the statt 
this 


in the past 


(‘ommittees, and, 
Whatever 
] 


association has achieved 


ot course 
measure OF SUCCeSS 


two vears has been due to. thet 


etforts and has made my job a 
pleasure 


Many thanks to everv one of you. 


rpts Pron 1) fd) § di lt ered 
} e 41 {nunual Convention of tl) 
\ nal Ilectrical Wholesalers As 
f ) é d it the \ ene rli na / la a }] fé 
nomnatt, Ohio on May 4, 1949 
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» everyont here knows, out 
association has achieved 40 


percent of a century Vhat 


40 percent is not a discount If it 


were, [| couldn't mention it un 


40 percent of a century represents 40 
vears ot development, 40 vears ot 
rrowth, and 40 vears ot ever-in 
reasing service to its members 


ind that | 
I want to refer 


can talk about! 


briefly to some 
# the important things we have a 
omplished together during the past 
vear. However, | shall do that pri 
marily as a quick look at the 
‘Vhat you and your 

staf! are more con 


about is the nature of the 


othicers and the 
headquarters 
cerned 


+ 1 


problems our industry will have to 


deal with in the immediate future 


First, let me sav that evervthing 


said during this convention since 
our opening session two days agi 
has dealt squarely and constructive 
ly with the distributor's problem in 
We have heard 
al space We have 


been told the facts of our 


the buyer’s market 
a spade called 
business 
as ot the present an received SOE 
real inspiration from what has beet 
said about the future of our busi 
ness 

Che buver’s market 1s nothing 


new to us 


we are, a little old to it lhe point 
1 want to stress is that this cor 
vention and the complete printed 


report of its proceedings you will 
shortly receive is an excellent blue 


print of the business building 


all face in common 


Preparation for Buyer's Market 


In the matier of vetting ready to 


meet the buver’s market, every mem 


74 


ber of this association was an acces 
sory before e fact. You will cet 
tainly agree hen | recall the sin 
ple . ve fundamental approach Wwe 


made during the past three vears to 


What is to many Dusiness men 


a very tough situation 


Phrough yvour association you set 
up a complete program to answet 


the four fundamentals of recruiting 
selecting them 


~ 


re salespeo} le, 


more scientifically, giving them bet 


1 | 
ter traming il istiy, enthusing 
them to do a real job Phat pro 


cedure, in terms of your associa 
Was completely cle 
‘ J 
Pro 
t 


SUpPpPOs¢ al 


tion s activities, 


scribed in the booklet called 
Progress.” | 
the time—about two vears ago—the 


order taking 


Was progressing so well 


at very Tew companies 


, or individ 
cessary to do 
portions of 
that “get ready” program 

[ think we can all take pride in 
that N.E.W.A. called the 
like that sales manager I met 


on a southern trip who expressed his 


the fact 
turn 
reading: “To 


ideas on a large sign 


the road, to the road 
Yes, 
did much more than call the 
out 
member sell his 


Competition 


] 


is coming.” with vour help we 


turn 
we turned a program to help 


every solidly 


into the 


Way 


buver’s market; and I am 


happy to be able to report that much 


quicker progress has been made dut 


ing the past veat 


y 
-~ | 


lelevision 1s a hot number now, 


and is getting hotter Kor more 


> ~ 


} | 7 
than a year vou have had the advan 


tage of an excellent 


lelevision Man 
ual prepared for distributors 


\ sec 
} 


md publication, helping to solve 
the dealer's problems in television 
and service, 


installation Was an 


nounced here Monday 


You 
Warehousing 
that. 


have received an equally nne 
Manual 


Vv all accounts, is Just what the 


Procedure 


1 
} 
! 


doctor ordered tor greater economy 
in Operation and stepped — up 


efthiciency 


Committees Set Up Programs 


During the past four months a 


series of committee meetings has 


developed many practical recommen 
dations including those for a number 


1 | - 


that will benefit the 


of programs 
membership. The 
for moproved trade relations, 


entire program 
which 


cis ¢ 


utlined by Herb Metz. chairman 


Planning Committee, will 


Ob yout 


he started with the publication of a 


comprehensive booklet on electrical 
distribution, is an activity much 
1 


and one hundred 


ieht at this time That 


needed percent 
program, 
needs the active support 
of every member. Its effectiveness 
and increased scope in future years 
is entirely in your hands. 

[ can also report that our Sales 
Booster program has been gathering 
speed and strength. In other words, 
the Sales Boosters are beginning to 
be used need and 


evident 


more, as their 


helpfulness become 
I 

When | 

speech 

[ thought he 

mail. If 

] 


more 
first read Ross Siragusa’s 
go, | told him 
had been reading my 


a few weeks a 


you recall the basic points 
and then check 
f contents of 
the Appliance Sales Manual we will 
shortly that 


subjects CcCOV- 


ie made on selling, 


them against the table 


publish, you will see 


those points and the 
ered in detail in six of our Appli 
ance Sales Boosters are identical. 
Just for the record I want to say 
that and 
electrical leagues have done much 


manufacturers, utilities, 
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Managing Director 
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more than express a passing interest 
Sales 
using them. 
pany 
Booster on Home Freezers for dis 


in the Boosters. 
In fact, one big com 
ordered 8,500 


tribution to all its dealers. 


in point of electrical interdependence 


in action, we recently issued a Sup 
ply Sales Booster on time switches, 
with the cooperation ot the 
Switch Section of Nie MA. 
Your Sales Booster program has 


‘Time 


made its mark, and will be continued 
in your interest to the best of our 
ability. I just want to underscore 
he forth 
coming Appliance Sales Manual is 


what Jim Peirce said 


a complete “how - to - boost - sales” 
package. You can help your dealers 
and yourselves boost sales—if you 
will use it. 

Speaking of committee activities, 
the panel discussions certainly offer 
the best opportunity of reviewing 
the important conclusions reached 
on a great number of vital subjects 
and, at the same time, of gaining 
new perspectives and new ideas. We 
found that true at Buffalo last year 
and, with that 
sure you are finding that the panels 


this year are even better 


experience, we are 


N.E.W.A. Answers Four Needs 
Before | conclude, I should like 
to ask a direct question and attempt 
to answer it directly. The question 
is: Why does the electrical dis- 
tributing industry need a 
association? I think 
swer would be 
cal distributor : 


national 
that the an- 
if | were an electri 


First, my membership in the na- 
tional association would give me an 
opportunity to express my views in 
my own industry just as I express 


They are 
copies of the 


\s a case 


: 
t 
3 


omen tent ae aa 
mare 


igoooe oo now Pa er HM 


4 


them when I go to the polls to vot 
I would consider that a moral re 


sponsibility I could not ignore, and 
it would certainly be an opportunity 
to help my industry and consequent 
ly my own business ; 

Secondly, | would need such an 


association to keep posted on iM 


portant matters of direct concern to 


my work and the conduct of my bus 
iness affairs; 


Thirdly, [| would want to be 


active member so that my 


associa 


tion could constructively present the 


thinking and viewpoint of my indus 
Washington other 
branches of our electrical industry 


try in and to 


and, by no means least, to the buy 
ing public ; 

\nd finally, I would expect that 
the national association, to which 
[ paid dues and in which [ took an 
active part, would certainly be able 
and competent to make my brancl 
of the 
more prosperous 


industry more efficient and 
because [ simply 
couldn't do it alone. 

That, 


would answer the question if | were 


gentlemen, is the wavy | 


a distributor. I will add one more 
thought. If 
association, [ would resolve to pull 
otl eC! 


[ joined the national 


my weight in the boat. In 


words, | would not just pay my 
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dues, like putting a coin into a juke 


box and then wait around for the 
bright lights to go on and the music 
to come out ln mv own self-inter 
est, | would consider my dues as a 
business investment and make it my 


business to help my association pay 


Phe Apparatus and 


\pphance Division are 


Supply Divi- 


national associa 
Kach 
is more effective as a principal part 
of the greater N.E.W-.A. than they 
would be 
both practically 
We will 


either division, any 


ictually individual 


tions of these two industries 


as separate associations, 
and economically 
welcome, as a member of 
distributor eli 
le under the by-laws In fact, 
we urge their participation in and 


W.A 


In conclusion | 


support of N |; 
! want to recall a 


phrase we heard three years ago at 
“Red” 


and | am sure many 


Chicago 


our convention mn 
\otley 


of you here today heard and remem 


said it, 


called us the 
We know, 
more than 300,- 


bered, as I have He 
\merica 
that the 
OOO different products our industry 


want creators of 


] ] 
as he does, 


1 roduc es, promotes, and sells are, 11) 
total, the substance 


very form and 


from the farm 
to Main Street, and 


of our American life 


to the factory. 








rc every home Perhaps, of all in 


dustries, we have achieved the most 
for 


pliance 


\merica. And we electrical ap 


distributors, we electrical 
the 


boosters of our great industry. 


wholesalers, are sales power 
seen the 


for 


Year after vear we have 
utilization of electrical 


working 


power 
living and steadily in 
creased. 
that 
lous econom 
high 

I submit to you that the only thing 
the 
our 


lhe electrical horsepower 


turns the wheels of our fabu 


a 
machi 


e 18 at a new 


we have to fear in foreseeable 
lack of 


head-power to match our incompar 


future might b own 


able performance in horsepowet 


In other words, in this. settlir 


down transition period we might 


slide down too far and create som«e 


real want for ourselves if we don’t 


remember every working day 


we are the want creators, that we 
are the sales boosters Phe only 
fear about the present situation that 


has been expressed by 


ness, adverti 


leading busi 
sing, and economic au 
thorities is the fear that we could 
think our wav into a depression. — | 
don't believe ve WI 


The 


healthy enough 1 


pre sent price 


tal Caretul, sensible 


manufacturers will bi 


healthy condition. However, care 


less analysis and poor judgment cat 


be very unhealthy lor « 


take any electrical item that has been 
priced at $12. A manufacturer de 
cides he can reduce the price to $10 
He 
ers that he cannot make a profit at 
that 

done, 


does that, and very soon discovy 


figure lhe damage has been 


because his competitors fol 
lowed suit and evervone got into th 


same boat 


Interdependence in Practice 


1 


and rathet 


Chat is 


simple example of our interdepend 


just a single 
ence and the absolutely fundamental 
truth that profit is the life blood of 
uur free enterprise system. If that 
7 blood count 


eCCOnNOMIM 


kind of 
and | know what happens 
Phe 


thre red tape 


down, you 
next “planning doctors” an 
medicine men turn out 
in force to administer a horse pistol 
injection Of cultivated liver-taxation 

| 1 ° 


extract in the place it hurts most 


, 
If we are listening at the time, thi 
V1 ¢ Cl) tel] LIS t] it We isked + 
if 
1 , 
) COUrS¢e ( eV ¢ Will as 7) 
t it ind ( | \Ve Live li ed 
] 1 ] 1 
Wd Workes ( New Deal. and 
sont, 1 | 
ect \ ( ers MutICal L] 
ved a fair Dea [ submit that 
ul OWn account as bdDusiness 
Men lll all industries ve should 


under a Square 


interdepend 


juarely uy t 


Phe 


sound 


time has come to give some 
attention to the 
the Golden 


The Golden Goose, gentle- 


and careful 


care and feeding of 


(,00se 
men, has produced the fabulous 
| 


hat 1s \merican 
That is no myth, 


eolden egg t our 
standard of living 
the 


most easily 


but we forget 


Oy) 


greatest reality 
let's stop pulling in 
directions, and let’s stop kicking our 
(golden Goose around. Right now 
“(oldie is in fine shape except that 
is breath- 


she has lost a little weight, 


and shows a few 


ing more rapidly, 
minor bruises. Don’t worry about 
that. As you will recall she nearly 


died in the early Thirties, but being 


a tough bird—lke the tough and 
sound nation that created her be- 
cause it wanted a better life—she 
will be as good as new and live 
forever, if we want it that way. We 
do—so let’s get on with our inter 


dependent job of care—by thinking 


and of feeding—by selling. 


Your 


every effort, with you, on your be 


trade association will exert 


half. [ earnestly request vour full 
cooperation Phis is not just an 
other plea for teamwork. We have 
ong since entered into a new kind 


f world that demands of each one 


of us that we take the pledge to 
ovet a little less. to work a little 
harder, and think more clearly If 


ve do that, nothing can stop us for 


we will be and we shall remain a 


tree per ple 
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By William A. Blees 


Vice President, Avco Manufacturing Corp. 


General Sales Manager, Crosley Division* 


WANT to thank Mr. Ingrahan 

for inviting me to talk to vou 

today. | appreciate the opportu 
nity to frankly discuss a few of thie 
many problems that confront us and 
[ hope that what I have to say will 
prove to be helpful to you and _ to 
the industry. 

My subject is—*Working wit 
Dealers for Profits.” It is impossi 
ble for me to cover all of the things 
we must do to help make our dealers 


successful I sat in vour meeting 


vesterday and heard Mr. Peirce ad 
dress this convention and I endorse 
everything he had to say In fact, 
after his splendid presentation of the 
problems, I don’t see why I was 
asked to talk to vou | was very 
much interested in the fine address 
made by Mr. Siragusa I agree 
wholeheartedly with his analyzation 
of the business situation and the 
recommendations that he made to 
you 

Because during this convention 
every phase of your business will 
be discussed, I will only touch upon 
a few of the things that I think need 
special attention by you and by us 
if we are going to have profitable 
dealer operations in this business. | 
am going to talk about over-produe 
tion, discounts, price protection, 
management and accounting, and 
retail selling. 

I believe that | may be in a little 
better position to objectively view 


and discuss some ot these problems, 











Working With Dealers 
For Profits 


because | came back into this busi 
ness only five months ago when it 


was evident t 


the management of 
\veo that the days of easy selling 
are ove [ am grateful that I 
escaped the three vears of “‘lus 
selling in the allocation period whicl 
caused so many salesmen to get into 
bad habits 

Phere isn't a man in this room 
who 1s not deeply concerned about 
the appliance business today and 
wondering what is ahead of us 


has always been 


()ver-production 
and always will be the most destruc 


tive thing that can happen tO any 


husiness When we have excessive 
inventories everything 1s thrown out 
of gear. We get over-productior 
primarily because all of us have a 


tendency to over estimate what we 
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are able to sell and under-estimate 
the strength of our competition 
ales managers, like myself, are the 
inain cause of over-production. We 
refuse to heed the signs when they 
pomt to trouble 

Not long ago | saw a cartoon in 
the newspaper which gave me a 
laugh. It depicted a sales manager 
vho evidently had been called on 
the carpet to report to the board of 
directors on why the sales curve 
was falling This sales manager 
said, “Our competitors are grossly 
unfair. They persist in cutting prices 
instead of cutting production.” 


| don’t know whether you will 


agree with me or not, but it has 


been my observation over thirty 
vears that basically most of the trou 


t 
\ 
} 
t 


les of business stem from overt 


77 








production. Too much inventory 


often breaks companies, ruins dis 
tributors and dealers. ‘Those com 
panies who can and do manufacture 
in line with actual sales are always 
in a position to move quickly in any 
direction and usually end up in sell 
ing the most goods and making the 
biggest profits. 

How can a company control pro 
duction ? to do, but 
it can be done if you get the cooper 


It is not easy 


ation of dealers and distributors, and 
secure from them the current infor 
mation on sales and inventories. | 
know one thing, no sales manager 
is smart enough to sit in the home 
otfice and accurately estimate the 
requirements of a selling organiza 
tion without the continuous fore 
casting and reporting by every dis 
tributor. 

One of the first things | did when 
I came to Crosley was to install a 


forecasting system with all of our 


distributors and we will continually 
control our manufacturing based on 
our distributors’ 


reports 


Is the system working? Our in 
ventory on refrigerators in the hands 
of distributors is less than a 30 


days’ STON x. and we have less than 
a 30-days’ stock in our own factory 
While we 


trom) out 


inventory. do not have 


accurate reports dealers, 


we know from the sales that we 
have made to them, that they hav 
less than a 30 days’ stock 

We are now in the process of get 
ting the dealers to help us in this 
system 


reporting and forecasting 


Yes, I know dealers won't send in 


have been 
of the 


| helped re-organ 


accurate reports | 
through that problem in five 
companies that 
case we got the 


\nd 
[am proud to say that those com 


ize, and in each 


dealers to cooperate with us 


panies are all very successful today 

No company has ever increased 
its total business by loading distrib 
and 
inventories. In my 
have found that 
volume 
ume. 


utors dealers with excessive 
experience, | 
it actually 


than 


reduces 
rather increases vol 
In this business where dealers 
are carrying several lines of com 
petitive merchandise, | find 
men believe that they will sell more 
goods by getting the dealer heavily 
stocked up on their line, so that he 


SOC 


can’t do business with other com 
panies. Sometimes it does result in 
that that 


company 


dealer giving 
a little 


particular 
more volume tem 


porarily, but for the long haul such 
practice always gets companies and 
dealers into trouble. 

Whenever you get too much in- 
ventory in the hands of factories, 
distributors or dealers, it invariably 
results in doing damage to 


Many 


is drastic and dis 


great 
everybody in that business. 
times the result 
orderly price cutting. But even if 
that 


inventory places an extra heavy bur- 


does not occur, the excessive 
and interest 
costs which eats into the profit of the 
The 


money that must be paid for ex- 


den of warehousing 


business and reduces volume 


cessive and interest 


could be used for increasing the dis- 


warehousing 
tributors’ or dealers’ profits, or in 


promoting the sales of more mer 


chandise 


Balanced Inventories Needed 


Now 


utors or 


I do not mean that distrib 


dealers should not carry 


adequate stocks. Many dealers make 


] 
+} 


he mistake of having too low inven- 
tories. [Enough inventory should be 
carried to make quick deliveries to 
customers and to stimulate sales ac 
tivity on the part of the distributors 
and dealers 

You may not agree with me, but 


I am sure that it is old-fashioned to 


think that loading dealers results in 
more sales. I'll bet that when the 


smoke clears away, the company 
and the distributors who properly 


handle stocks and work with dealers 


to help them get reasonable turn 


over of merchandise in this highly 


competitive business, will end up 


with the goodwill of the dealers and 
their enthusiastic 
his, 
helping dealers make more money 
be sure that your dealers get the 


pi Ope } 


support. 
then, is my first point in 


turnover of merchandise. 

\When I talk to dealers in meetings 
throughout the country, | am advis 
ing them to never carry over a 60- 
days’ stock of refrigerators and try 
to control their inventories to around 
30 days The amount of stock which 
they handle, depends upon the sea 
son of the vear. In the spring they 
should carry a little more and in the 
fall on refrigerators they should 
carry less 


lhe 


television inventories. The fall stocks 


reverse 1s true in handling 


should be higher as that 1s the selling 
season. [| am also saying to them 


that if anv wholesale man tries to 
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load them up with excessive inven- 
tories, to politely tell him “to go to 
hell.” 

One of the ways that distributors 
and dealers are trying to protect 
themselves against over-production 
by factories is to insist upon price 
protection. I believe in price protec- 
tion, but I don’t think that it 1s the 
answer to over-production. I also 
feel that there is a responsibility for 
distributors and dealers to carry a 
reasonable stock of merchandise. 

There is a feeling, however, that 
it is the sole responsibility of the 
factory to take all inventory losses 
when price adjustments are neces- 
sary. That I do not believe is fair. 

Price protection should be a “two- 
way street.”” Each of us should bear 
our share of inventory losses, the 
same as each of us get our share of 
profits when increases in prices take 
place. 

[ have searched the records for 
the last three years and I do not find 
that as prices of merchandising were 
rising, that any distributor or dealer 
sent any checks to the factory to pay 
the increases in the values of their 
inventories when 


those rises oc- 


curred. I am sure that distributors 
and dealers would think the factory 
man would be a little bit crazy to 
even suggest such a thing. 

Now all of us knew that in the 
“lush” years after the war, that some 
day adjustments would have to take 
place and many good business men 
made provision for these inventory 
Most of the dealers did not 
make such provision. I merely point 


1 
LOSSES, 


this out to you, because while price 
protection helps, it is not the answer 
to the problem of over-production. 


Help Improve Dealer Operation 


Yesterday, Mr. Peirce made the 
point that we must do more to help 
the dealers properly manage their 
business. I subscribe to what he said 
100 percent. I have had much expe- 
rience in helping dealers learn how 
to keep books and use the informa- 
tion in the management of theit 
business. It 1s the most difficult job 
that any company can undertake but 
it will pay greater dividends in the 
long run than almost any activity in 
the business. 

What is the use of spending large 
sums of money with dealers in train- 
ing them, teaching them how to be 
good sales managers promoting the 
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business with heavy expenditures in 


advertising, if the dealer is going to 
go broke and you have to start all 
over again to teach another dealer 
the right way to manage his business 
and sell goods? We are always 
going to have dealers go broke in 
this business, but we can stop a 
lot of their losses by proper ac- 
counting and good management. 

And in connection with good ac 
counting, I can tell you from expe 
rience that many distributors do not 
have adequate records in their busi- 
ness to be good managers. We are 
working aggressively with all of our 
distributors to get good accounting 
into their business. 

We are also developing a simpli 
fied accounting system which we will 
offer to appliance dealers and we 


will teach them not only | 


ow to keep 
the books, but how to use the infor 
mation in managing their business. 
Most dealers keep books because 
they have to make an income tax 
return. That kind of business opera 
tion is about as safe as flying an air 
plane without any instruments. If 
you are lucky, you may get through, 
but the chances are you will end up 
in a crash. 

[ have had many people in this 
business tell me that it won't do any 
good to try and straighten out some 
of these things with dealers. I have 
been told repeatedly that appliance 
| 


dealers are different. That's bunk! 


[ have been selling goods for thirty 
years as a salesman, as a retailer and 
at wholesale. The men and women 
in the appliance business are no dif- 
ferent than the people in other busi 
nesses or the men in this room 

Certainly we have some “sharp 
shooters,” but every business has a 
few. By and large, the people selling 
appliances are good solid Americans 
They are in the business for the same 
reason that you and I are in it. They 
want to make some money so that 
they can do the things for their fam 
ily that you would like to do for 
yours and they want to end up with 
a profit so that they can have secur 
ity in their old age. They respond to 
fair treatment just like the rest of us. 

Why are dealers suspicious of dis 
tributors and factories? I.et’s be 
honest about it. 

Have we handled dealers since the 
war in a way that would create con 
fidence and loyalty? In the alloca 
tion period that we have’ been 
through, there has grown up an ar 
rogance and disrespect for the rights 
of others. I know that factories have 
arbitrarily handled distributors and 
done many things that they shouldn't 
have done in this period; and I also 
know that distributors have arbi 
trarily handled dealers 

No, the dealer is not guiltless 
either—I have been successfully in 
sulted many times by a dealer when 


1 


I wanted to buy something. Now 
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that business is getting a little tough 
and competition keener, I find deal 
ers calling on distributors and on 
factories to change our ways. I know 
that distributors are calling on us to 
get us to change some of the things 
that are wrong in the business. The 
thing that I don’t like about the sit 
uation is that each group seems to 


be blaming the other group 


Improvement Can Come Only Through 
Cooperation of All Concerned 


Changes are needed at the factory, 
in the distributorships and in the 
dealerships. I also believe that all 
of us want to sit down together and 
talk over these troublesome things 
and as partners solve the problems 
that confront us. I think we will get 
them solved quickly if we will keep 
in mind the primary reason why all 
of us are in business and that is to 
make some money out of it, and 
whatever is done must be fair to the 
factory, to the distributor and to the 
dealers ; and may I add with a great 
deal of emphasis, to the man who 
buys our goods 

So that brings me to my _ next 
point about helping dealers make 
some money Factories must do 
something about discounts in this 
business so as to assure a reasonable 
and satisfactory profit being made by 
distributors and dealers 


l am deeply concerned about dis 


79 





counts. As long as we were getting 


fast turnovers and we did not have 
any selling expense, small margins 
did not make much difference. Fast 
turnovers assured us of high profits. 
But that the 


ventories has reached a normal rate 


now turn over of 1n 
and we must go back to doing more 
to sell merchandise, the 
discounts that we have in this 
business I am afraid are going to 
prove to be inadequate. 

This situation 
overnight, but it requires the imme 
No lis 


mnethicient 


thing's 


cannot be cured 
diate attention of all of us 


count can offset bad o1 
management. 

In trying to find an answer to this 
problem, I have encountered a dis 
thing. It is 


impossible to get any real informa 


couraging practically 
tion from our distributors or dealers 
about the cost of doing business. We 
get a lot of argument, but we don’t 
vet the facts 

It is grossly unfair for a distrib 
organization to ask 


make decisions 


utor and dealer 
a factory to 
vitally affect the 


body in the business without giving 


which 
welfare of every 


the management at the factory the 


tacts upon which to make those de 
We 


business on hunches and opinions 
We are not afraid to meet the 


cisions cannot operate this 
issue, 
but we must have accurate informa 
that 


FOr «1 acct unting 


tion and Call only come from 


both in distributor 
ships and dealerships 
Now 


tors to protect 


I want to urge you distribu 


‘ 


vour dealers and no 


over-charge them on the merchant 
the 


discounts 


tory may have 
What 
battle of discounts 


Now 


rather unusual for a 


dise because fa 


short vou should 
do is to hight the 
[ know it 1s 


with the factory 


sales manage 
thinks dis 
vet 


he 


only way we will ever cure the ills of 


to openly admit that he 
We 


the 


counts are wrong. won't 


anywhere dodging ISSUt 
this business is to frankly discuss the 


things that are wrong and do some 


thing about them 


At the 


and dealers are clamoring for more 


same time the distributors 


discounts. 
lowet 


tactory for prices and more 


advertising. Now the cost of doing 


business is not any lowe1 
factory than it is for you. Every fac 
tory 1s spending a lot more money t 


advertise and promote its products 
It is going to be quite a trick, gentle 


men, to lower prices, increase advet 


80 


hey are also asking the 


for the 


lising, mcrease discounts and_ still 


end up with a protit for the manu 
facturer 

In spite of tl 
which are now in 


if the margins 
the 


inadequate for distributors and deal- 


business are 


ers to make profits with reasonable 
management, the factories are going 
to have to do something about it SO 
the distributor can quit taking it out 
of the hide of the dealer 
must 


Disce unts 


be adequate if dealers are to 


make profits! 


Dealer Must Learn to Sell 


increase dealet 


aler himself 


next point 


\ly 
profits is that the de 


must sell merchandise 
It is the responsibility of factories 
_ 


to have good advertising and sales 


promotion, but no factory can make 


and close the sales on the dealer's 
hoor, oO 1) his neigl borhood That 
is up to the dea Phis subject ot 
elling, [| unde is being coy 
ered thre IIs It Ss convel 


it other 


, "1 
not dwell upol 


to make one point that concerns 


you rvanization 

Your wholesale men who are call 
ng on dealers must stop being “or 
der takers” and become retail sales 


[ said, “retail salesmen.” 


larm 1 


‘ina while 


What I am tryin y to get over to 
vou is that they must work witl 
dealers to move the goods off the 
dealer's floor 1 e hands of cus 
omers. They must do those things 
that wall elp the dealer sell 

you are gomyg to ask your 
\\ ole sale 11 t lo this kind ot 


sales promotion 


anc hye bette 
number 


In 


must reduce the 


dealers on whom they call. 


many distributorships today, district 
managers have many dealers to 
call on to pick up orders that they 
cannot spend suthicient time at eacl 
dealers] Ip to really vet something 


7 | 
acalel 


better. 


talk about get 


to make the 
We heat a lot of 
more selling activity oul 
We will never get it by lit 


done 


ting trom 


cle alers 
erature and conversation 

The wholesale men must lead 
the way and teach the dealer by 
demonstration what to do and 
how to do it to increase his sales. 
Many of our wholesale men are 
not competent to do that kind of 
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work. Some of them have gotten 
to the point on account of their high 


earnings in this “lush” period, that 
it would hurt their dignity to put in 
a show window or go out and make 
a retail sale. 

It has 1 
studying this problem that our com- 


been my observation in 
pensation plans may need to be re- 
viewed and our men paid for the 
do the 


volume which comes out of the ter 


work they well as for 


as 


ritory. I urge you to look into this 
subject carefully and objectively. 
make more 


It wall help dealers 
l 


] 
| 


money if they sell goods properly. If 


they know how to sell the goods and 
understand the features of the mer 
chandise, we will have less price cut 
this 


destructive to dealers’ profits, 


ting in business which is so 


Intelligent Selection of Dealers 


pomt—there are two 


schools of thought in this business 


about dealers. One 1s to let any deal 


er who wants to, sell youn merchan 


dise. The other 1s to try to set up a 
deale organization so that each 


deale1 has enough potential to make 


profit, if he will do a 


a satisfactory 
work. I sub 
| don't 

You 


it if vou are going to sin- 


reasonable amount of 


scribe to the latter method. 


believe in packing territory. 
can't do 
cerely work with dealers to help 
them make money 

Phi re are so 


| have sald enough 


+ 


ManvV Ct 


1 
} 
! 


er things that I would like 
to discuss with you, but I can sum it 
that to help dealers 
(1) stop 


help them keep 


up by saving 


make money we must: 


overselling them and 


control ot Mventories ° (2) see to it 
| 


that they carry adequate but not ex 
(3) help dealers t 


cessive STOCKS: gel 


ounting and management 


(4) 


discounts and re 


ood ral 


~ 


into their Operations ; 1mme 


study ou 


diately 


view them in line with the present 
day cost of doing business; (5) get 
our wholesale men to become more 
retail minded; (6) not pack terri- 
tory with dealers. 

If we do these things, we will 


build confidence in the minds of om 


dealers and have a prosperous o1 


ganization 
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By E. E. Potter. Vice President 


General Electric Co., New York* 


\M not gomg to look into any 

crystal ball this mornin » and tell 

vou what's ahead. I'll leave that 
to the economists and the MWOT 
polle s and the forecasters I dor 
ispire to be an expert, or to le 


known as doctor so and so of the 


electrical industry. -\ll my business 
| 
carried a sample case 


not a crvstal ball. Mv stock 


life I have 


in trade 


, 7 7 | 
has been my steadfast beliet in the 


things | sold and the land I sold them 
nm. Andif there 1s any value in what 
| have to say it is based on the tl mys 


1 1 
} 


| learned the hard way 
During the past 
wht new 
Nobody was 

very specific about the exact way this 


new world 


heard a lot about the bi 


world of tomorrow 


bright Was to come to 


fruition. When pressed they usually 


vaguely about plastics and 


spt Ike 


electronics. Today we are beginning 


to realize that 1f we are to have this 
bright new world 153 20° vears 


hence, we an’t afford to overlook 
vredicnt ol 


old fashioned 


tiie most priceless 11 


progress pers] 


pire 


tion. | have alwavs liked Gene Sara 


zens statement that he had won 


most ot his championships when he 


was hungry. Contrary to the Parson 
storv, | think if we keep our 
up and chins out and are 
enough for a bright future, we can't 
fail 

lo a certain extent, it is possible 
how what can happen, and maybe 


1 
} 


tos 
ought to happen, if we know what is 


\nd 
different 


happening and has happened 


sometimes we gain a little 
perspective for our daily problems 
by looking at them long range 

My chief concern this morning is 
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ur Future Is Now 


because | 
believe that what we are today, what 


av, and what we do today 


will help to determine ou 
ture, the future of our communities, 
and perhaps the future of thi 


History repeats itself wl 


do not know enough history to pre 
vent it. Looking backward, with the 
vision. of hindsight, we can see the 
origin of many of our present-day 


problems, which are not the result of 


things which have 


just happened 


porn 10; £5. 


20 vears ago—our present tax struc 


but things which were 
ture, inflation, the growing trend to 
socialism, etc. 

What then was happening a de 
the kind of 
living in and 


ade or two ago to shay 


world we are doing 


business 1n today 


Well, for one thing, there was a 


downswing in the business cycle 


tor which we are still paying, not 
only economically but in terms of 


prestige and public confidence. Co 


mcidentally, there came the sup 
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posedly stop-gap measures—lederal 
Rehet, Price Support for Crops, 
Public Works, the RE Bank De 
Dosit (aula ces thie NRA, th 
Plowing Under of Cotton and. thi 
Slaughter of Little Pigs, ete., all of 


Which add up in retrospect to what 
e dominating economi 


the Welfare 


has become tl 
conception Of our tim 
State 

\t the 


gold standard 


went off the 


Regardless of the 


same tine, we 


advisability O1 the necessity of such 
a step—and in many respects gold 
had proved an unsatisfactory credit 
base for the 
mate effect 


Our economics even 


modern world—the ulti 


was inevitably to make 
more sensitive 
politics. It 
opened up new fiscal and economic 
least 
It enabled the government to 
jobs and relief on a large 


scale It 


to the influence of ow 
opportunities—at to govern 
ment 

provide 
enabled the government 
to enter into public works on a gi 
PV A, for flood control 


whi h leads. by aie) 


> ] 
vantic scale 


OL 1 except the 


$1 








law by which governments tend un 
ceasingly to expand their functions 
and controls, to steam turbines fot 
New Johnsonville. 

Again, looking backward, even the 
expenditures of the 1930's now look 
like very small potatoes indeed. Our 
wartime fiscal experience, as one 
writer has pointed out, has in effect 
taken the brakes off government’s 
inevitable inclination to spend and 
spend, until today the total tax bill 
for 1948 in this country for taxes of 
all kinds—National, State, Local 
was $53 billion, or 25 percent of th 
whole national income. 

let me make it plain, here and 
now, that I am not decrying the 
many real technical and social and 
made in 
10 or 20 


economic gains we have 


this country in the past 
vears, nor am | underestimating ou 


many commitments for national cd 


VOdk 


fense and world recovery. The 


security Lol 


of security ot real 


every man—is desirable, but it 
should be a security he himself has 


} ] 


made possible by his own imitiative 


and imagination—not the sort of sé 


curity which breeds 
and the 
owes everyone a living 

In the future 


near 


complacen \ 
idea that the government 
perhaps in the very 
to decide 


proceed through 


future—we may have 


how far we can 
taxation 


much 


It is not a question of how 


security 1s good or bad, but 


simply of how much security we cat 
afford. 


In other words, how hi 


can you raise the floor before the 
supports collapse—or the — tus 
blows? The example of Ingland 


82 


suggests that the road to collectivism 
is always paved with taxation 

But the taxes themselves may not 
How much 
afford, 


] 
ow that young people are 


be the greatest expense 
security can we morally : 


Surveys sl 


very modest in their job ambitions 
today. They want security above 
almost any other thing \re such 
modest ambitions in our young men 


and women a good thing in a coun 


try as big as ours—with as many big 


jobs that need to be 


1 


peel) © 


done? Or has 


versold, and things 


~ 


security 
like opportunity 


which they 


undersold in the 


period in were growing 
up 
helpful, 


Post-mortems are rarely 


but there may be a lesson for us mn 
(ld age pensions antedate 
there were 17 states 
with old age pension laws then, and 
many compames had set up pension 
much 


plans for their employees 


earli Yet the New Deal adminis 
tration gets thie credit for old age 
pensions and social security. Private 
power companies started many vears 
earlier and electrified many times as 
many farms as RIle.\ Yet mention 
rural electrification, and most people 


think of the 
ment-financed Rural Electrit 
\dministration 
Mavbe we've 


govern 


ication 


quid issume that the pertorm 
ince of « obs was suthcient publy 
and yp cal justification of them 
We have not done a good job of 
educating the publi lo be sure, as 


a recent issue of fortune magazine 


points out, the purpose for which 





Corporate Enterprise was devel- 
oped, and its first duty to society 
But, 


in addition, to being businessmen 


still, is economic performance. 


and managers, the times 


present 
make other demands upon us. 

In speaking to the American In 
stitute of Electrical Engineers in 
New York early this vear, Mr. Wil 
son, president of General Electric, 
said (and [| quote): 

“The issues confronting this coun- 
try are plain, the stakes are high and 
danger 1s 


the degree of apparent. 


The situation demands intelligent 


expression and action. It is unsafe 
for you to delegate the duties of 
citizenship to others because of your 
rule 
lo withdraw into the protective and 


preoccupation with the slide 
respectable cocoon of your immedi- 
ate task is to assume the spurious 
mantle of a protected class.” 

Mr. Wilson was speaking of the 
engineer as a citizen, but the same 
thing applies to every one of us. It 
is something we all can and should 
We must not 


they say being busy 


do something about 
he too “busy” 
is a pleasant illusion of being im- 
portant 

In a sense, much of what I have 
said so far is only looking backward. 
But not all of it 


right—that 


Because 1f I am 


our present problems 


(and you know them all) were born 


of old mistakes—it follows I think 
that tomorrow's problems are al 
ready in today’s incubator And 


what are we doing about it ? 

First of all, and most certain of 
all, will be 
effect of our expanded research and 
\We tend to think of the 


work of scientists and engineers as 


the greatly increased 


technology. 
leveling off in this country 


perhaps 


because we are all so conscious of 
their great achievements in the past 
few decades, there seems nothing 
left to do. Phe is nothing 


could be further from the fact 


truth 
(ne 
of our engineers has compiled an 
impressive list of some of the techn1- 
cal achievements that industry ex 
pects of young engineers, in the one 
field of 


It POeS like this: 


electrical apparatus alone. 


Big steam turbines, so far, have a 


top efficiency considered very good, 


and we are now building one for 


higl 


ier efficiency than we today think 
he future we 


must 
We 


want turbo-jet engines for air trans 


possible, but in t 


get even higher efficiencies. 


portation to drive planes so fast that 
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they will be places almost as soon as 
they start on their journey. 

We need heat pumps with motors 
and controls for heating commercial 
buildings and homes so that build 
ings will be totally electrical. In this 
connection, the adequate 
wiring bureau opens up great possi 
bilities. Also, the EEI Proclama- 
tion by Mr. Acker, establishing “E”’ 
Day, and the aim of that proclama- 
tion is to have the entire electrical 
industry unite behind the 
“Of Course It’s Electric.” 

We must have new electric equip 


national 


slogan, 


ment for manufacturing processes 
to increase production per man-hour 
of labor. The motors we make must 
run faster, they must run more auto- 
matically, and we must produce them 


We must 


thetic material to make equipment 


at less cost. have syn 
less subject to damage by heat, oil 
or acid, or mechanical and electrical 
stress. 
And many more could be added 
Bear in that things 
are not in the field of prophecy ; they 


mind these 
are actual engineering goals which 
we can see from here. And because 
undoubt- 

Just as 
any good production man could have 
predicted 20 years ago, when all the 


we can see them, we will 


edly reach most of them 


basic chemical processes of the rayon 
industry were in use, its present out 
come—the multiplied output per 
worker through innumerable small, 
anonymous, on the 
ments, without being 
what the 
would be. 


If we are far 


site improve 
able to specify 
specific improvements 
from reaching the 
leveling off point in science and en 
gineering, we are just as far from 
any plateau in plant mechanization 
and mass production. Though, once 
again, we tend to think of the U. S. 
as being the land of mass production 
and almost complete mechanization. 
As a matter of fact, we have never 
in this country reached the point 
with any product, even automobiles, 
where we could not cut the cost of 
the product if we could only make 
and sell more. 

these 
brought to a very fine point. 


Sometimes savings are 
There 
is a tiny pin that goes into a small 
electric device. It is about the diam- 
eter of one of the slim leads used in 
a mechanical pencil, and in length it 
is something under an inch. At first 
glance, the opportunities for saving 
in a part as small and simple as this 





eee anger mee gE ee co 
ee ee ow i he 2 Me oe 


dont seem 


Iipressive But auto 


matic machines and improved meth 
od succeeded in reducing the cost a 
very small fraction of a cent per pi 
Phe 


pressive 


saving still doesn’t seem im 
until I tell you that we us 
millions of these pins each year. The 
total potential saving all along the 
line in our economy through bette 
mechanization is a staggering sun 

These then are some of the things 
we can look forward to throug] 
ence and technology equally im 
portant, | believe, and perhaps re 


tively of greater importance, is the 


coincidental development of mor 


scientific methods of distribution and 
sa 

selling 
\\ e have nade some progress ol 


course, but in order to increase thi 
overall economic performance of oun 
business system, we've simply got to 
supply to every step of distribution 
kind of 
and the 


the same Waginative in 


genuity same niucroscopt 
cost accounting that effected a sub 
stantial saving in the case ot the 
small pins. This is anothet 
saying that we must find more ett 
cient wavs of distributing goods and 
and how 1m 


item of good Service 


giving better service 
portant is the 


to customers It pavs large divi 


dens in strengthening relations witl 


old customers roducinge new 


and | 
customers 


It seems to be the fashion today 
to say that we are getting into a 
buyer's market. I don’t agree | 


o 
think that what we are really in is a 
From | 
out there’s going to be plenty of com 


salesman’s market. here on 
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Cs he 


\nd 
Kee 1 
COMM tition is 


we have thrived on it 


when sales talks were verbal wres 
thing matches every dav of the veat 
But we are apt to forget that there 
ire thousane { men who 
ive only ecently discovered. that 
the primary function of a salesman 
st sell goods Is this bad I don't 
think so. In fact, we should begin 
t reeducate these \ Ingsters who 
have neve en pat a compet 
ve tran r program We must 
teach them the know-how het keep 

to ourselves \Ve must attract 
them to our busine of selling, and 
about our methods 

Statistics show that about 3,000, 
(KK) peo] le reach working age every 
eal lt is an obligation we should 


sladly to teach young 
is the 


promoted and that 


assume very 


sters that our way of lite best 
| the, 
be proud of the opportunity to 
and be count 
\met 
\nd, 


speaking 


follow im our tootsteps 
ed as wanting more power for 
ica and what it has stood for 
1114 dentally, While we are 
of training what about us old timers 


doing a little orienting of ourselves 


the condi ns ahead \re we as 
ft for the new problems in the new 
period of competition as we once 
were or now think we are Perhaps 
some of you are having the same ex 


perience | am having with myself 


there when | thought | 


knew quite a bit about selling, but 


Was a time 


during the last ten years so much 
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f my time has been 


taken up with 
expediting, etc., that | am afraid | 
have lost some of my competitive 
selling ability. I assure you though 
that | am trying hard to get it back 


best 


ind am reorienting myself as 
| Call 
Nationally w 
ind keep everlastingly at it to avoid 
()ther 
wise, it must be assumed that we 


must all be alert 


the trend toward socialism 
like a planned state and a totali 
tarian form of government. We all 
hear too much about what gover 

ment 1s going to do for us—is going 


tO give Us [s this because we don't 


do enough talking about what indus 
try can do? And let's quit talking 
about the capitalistic system. Let's 
talk about what the issues are really 
ibout competition and free entet 


rl 


s~{ 
1 1 
[ beheve that mor competitiol 
VOmMY to be Pood tor our WOOT 
economy \nvthing which restricts 


vel | i period of time Is 
dangerous to our economy. In spit 
i the growing ! LSS I gover! 

ment regulatior ind controls, we 
still ave a hig ( npetitive econ 
my in this count It is ( 
ompetitive than most other co 

temporary economics, or than thos 


of earlier times 
lhe public, or government, may 
sometimes act as t ough they didn't 


know that our larger companies 


have competitors, but | can assure 
vou that some tt out rger con 

manies are vel COl ous of the ict 
that they ive real competition in 
every field It is one of the things 


that keeps us firmly fixed on out 


voal ot getting to the customer first 


est and with the mostest, at less cost 

But while we can foresee even 
better economic performance from 
our corporate enterprise svstem 1 
he future, and while it is our firs 
duty to secure and improve that pet 
tormance, that alone may not. be 


enough 


There is much contuse Inking 
now rampant throughout the United 
States and espe ially in the present 
administration Lhe peopl ure 
plagued by an inability to segregat 


issues and to act out of clear and 


detinable motives In this situation 


the business man, who is entrusted 
not only with much of the real plan 
ning tor the future, but also wit! 
the responsibility of making these 


plans work has a special 
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bility. I believe we are making a 
start with some of the people in 
Washington, some of whom have 
shown a real interest in finding out 
about the problems of industry. 
Following the present trend, in 
the future—perhaps in the near fu- 
ture, business men may well have to 
face the 
bility of not only making a profit, 


; 


double-barreled respons! 


but also of arguing before the bar 
of public opinion their right to make 
it. Profits are the means, the only 
means of supplying the tools that 
will supply the still further tools 
\nd why should 
any American manufacturer feel it 


1 


that will be needed 


necessary to explain to the public 
What’s 


wrong with making a profit? Again, 


the function of profits? 
of educating to do 

Speaking of responsibility, we 
have a civic obligation which brings 
to mind the fact that out of a total 
of 95,000,000 people entitled to vote 
in the last election only 47 million 
took the trouble exercise that 
ereatl privilege 

It is interesting to note that in 
the past 20 years kw. hours used by 
workers grew from 6,500 in 1929 to 
11.200 in 1948, and MeGraw-Hiull 
stimates that in the electric hght 


industry alone private 


ind powell 


ry 
companies are planning to spend pl 


illion for new plant and equipment 


Ss yCa 

The future of industry 1s rich with 
promise for the American people 
nd, moreover, they are promises 
hat can be kept \ny universal, 


long-range security for the individ 


h taxation leads ultimately 


ual throug 
to the kind of financing that the re 
ent Pyramid Club craze was built 
upon, whereas the steadily mereas 


ng productivity and abundance of 


industry can be achieved at expense 


no one. It is implicit in compe 
tition and continuous technological 
vals 

(here are many examples and 


any surveys which show plans of 


I 
idustrials employ 


4 


ng niullions Ot people who plan to 


spend many hundreds of millions ot 


dollars for new plants and equipment 


i { : cll 
ver the next five years 


\s long as the \merican economic 


system can continue to provide a 


full abundant life for 


er and more 
ever-increasing numbers of people, 
| 


he people themselves will insist that 
the system be expanded and con 


tinued—but thev’ve got to know the 
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facts. As long as we have people 
with vision who are willing to work, 
the future of America is bright. 
When we ask the question as to 
what is happening today, you gain 
[ think a new perspective for your 
daily job. Some of the “‘little 
for example become pretty 


things” 
important in the long run. The re 
sponsibility of American business 1s 
not just to move $200 billion worth 
of goods a year. It is rather as 
someone else has said to sell and 
service into consumption this stag 
gering dollar volume of goods and 
Services, 

You distributors or wholesalers 
with your contractors and dealers 
play a very important part in this 
scheme of things. You are good 
salesmen, and in the period ahead, 
\merica—and the World—are 
ing to need good salesmen. We have 


or) 
s 


had too much controlling of men 


_ 


and the controlling of things, and 


too little persuading, which in the 


I 
last analysis is selling. 
But I think we all have a little 
more than a product to sell these 
days—let’s say, a product plus 


since by definition « 


t our jobs the 
product must come first. I believe, 
as do most people, that this country 
faces great Opportunities and great 
responsibilities this year and in the 
next 10 to 20 vears, but I also be 
leve that whether we adequately 
live up to these opportunities and 
responsibilities depends primarily, 
on how fully we are able to develop 
our business enterprise today. 

Paul Hoffman, who is a very good 
salesman, has a definition of selling 
which I like. He calls it “The Prog 
ress of Transferring a Conviction 
from the Mind of the Seller Into 
That of the Buyer.” If you men have 
any convictions, not only about your 
products and services, and | know 
you have, now is the time to speak 
up for the future’s sake 

We already know by example in 
I:ngland some of the alternatives. 
lidn't speak up 
until, one day, they suddenly dis 


These businessmen « 


covered that they didn’t have any- 
thing left to talk about. We should 
realize that our future is now. 


*Excerpts from an address delivered 
efore the 41st Annual Convention of the 
wtional Electrical Wholesalers Associa 
mm, held at the Netherland Plaza Hote 
Cincinnati, Ohio on May 5, 1949 
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By Ross D. Siragusa 
President and Chairman of the Board 


Admiral Corporation, Chicago, III.* 


HE outstanding business fact 


of today is that competition Is 
back. That is why, when I was 


asked to talk before you here, | 





chose as my subject, “1949 sattle 

Plans for the Consumer Dollars.” 
That title has three implications 

which together cover my ideas of 


what we face 1n business, and what 


our course of action should be ’ D 
| rhe first sherds I | aa dl | Q) 19 — Battle I lans 


Competition is back; the postwar 


honeymoon for sellers is over, | 
don't think I need to present any 


1 
} 
| 


proof for that point before this Fr e ‘ ee 1) II; , Yan 

audience OF ONSUMEF VOLAFS 
The second follows logically from 

the first. Competition is just a po 

lite name for a free-for-all battl 

\nd in a battle the fellow with the 

best plans and the best execution is 


a very good bet to win know the kind of wages they are versonal mecome ran at an annual 
The third implication of my title drawing—the highest im the coun rate approximating $220,000,000, 
is that the consumer has dollars try’s history. There are some 3,000 UU 
plenty of dollars. The stakes are 000 to 4,000,000 unemployed, count Phose figures mean to me that ot 
there, and they are high ing normal seasonal unemployment the basis of current mcome, Ameri 
I’ve read and heard for months This amount of unemployment = can families represent a terrific may 
now so much about recession, de scarcely does more han put the la ket right no 
pression, buyer's market and so — bor market out of the acute shortag When you | t savings figure 
forth that I would like to discuss stage it was in from 1941 to 1948 ou vet. thr rie pression of 
this third point at some length. Do — [ won't bother you with figures con strengt K\inericans added the tid) 
the basic facts square with the pes paring today’s situation with the one sum oof about S135,000,000,000 — to 
sinus so general in business senti pre vailing immediately before thi their savings last veat Lhis was a 
ment todav? In my opinion they do war, let's say 1939 Phe employ very sharp merease over the first 
not. Here are a few of the reasons ment and unemployment figures for two or three postwar vears, whet 
why I believe the facts don't support that year are probably still fresh in every family was bent on ecatchin 
a pessimistic viewpoint your minds up on the urgent needs that accumu 
a : Last vear, personal income in this lated durine the wat Phat S15, 
The Record Is Good country reached a new all-time higl (UK) (OOK) OOK igure compares” wit 
The latest figures show that we of $214.000,000.000. That compared savings otf shehtly under S1O,000, 
have approximately 57,000,000 peo with $95.000,000.000 in 1941. when  O00.000 in 1941 and $3.700,000,000 
ple working in this country today we all felt business was quite good in 1940. To me, savings such as last 
You fellows who meet the payroll For the first three months of 1949 — vear’s should be challenging to a1 
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LX€S t was freely predicted lished lines in which capacity 
it the start of the current congres- been expanded tremendously. Other 
sional session may not materialize. old line products have moved up 
Congress is showing a strong dispo into much higher price brackets 
sition to go slow about taking a because of improvements. The auto 
irger share of consumer income matic washing machine, now selling 
or taxes. Second, the recent down as high as $300.00 is a good exam- 
irdsprice adjustments in many ple. In the new product classifica 
lines mean that in total consumers — tion, probably the hottest contender 
will he able to buy an appreciably | for the American family’s dollar to 
larger quantity of goods than they day is television. But don’t overlook 
would have been able to buy only a electric dishwashers, disposals, ot 
( ie : even electric blankets 
| ne all of these statistics add \s I said earlier, consumer in 
( strong picture In my come has risen tremendously since 
11 e current pessimism is no before the war—from $95,000,000, 
ore than one « he last phases Ot OOO in 1941 to $214,000,000,000 in 
e readjustment from a war to a 1948. It has outpaced the rise in 
peacetime economy. It springs from — prices and taxes too, so that actual 
he fact tha siness 1s off som buying power is far greater than 
vhat fre he postwat peak, when we would have dared predict less 
( ole economy was_ literally than ten years ago. But when you 
stack the dollars available up against 


h up with the needs 
' 


t {t acct nulated = di ring the war, 
{ ne and abroad 
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the kinds and quantities of goods 
\merican industry can produce you 
can foresee, without the aid of 
either an economist or a crystal ball, 
the makings of a competitive battle 


fully worthy of the 


\tomic Age. 
Phat is why, although I am very 
the prospects fora 


fav ( rable 


optimistic about 


continuance of conditions 


| have illusions that 


generally, no 
is going 
life that 
to 1948. 


of the 


industry or company 


the 


any 
and easy 


1945 


will be a case 


to enjoy free 
from 


Was Common 


(Once again it 


devil take the hindmost and | SuSs- 


pect there may be quite a few hind 
MOSLS 


\s long 


garded the 


as | have already disre 
caution and 


let 


dictates of 


redicting, me do a 


done Some ~P 
little more for whatever it may be 
worth 

l‘irst. unless there 1s war or the 
(government embarks for some 
other reason on a new _ inflation 


creating cycle by resuming deficit 


spending, we are going to see a 
trend toward a bigger dollar for 
the consumer Kither prices will 
gradually tend downward as com 
petition ] roduces more effic ient 


manufacturing and selling; or prod 


ucts will be improved at no increase 


in prices; or wages will tend up- 
ward while prices hold steady or 
eradually decline. Probably all three 
of these trends toward giving the 
consumer more buying power will 
operate simultaneously. If you re 
call, that is what happened in the 


1920's when the country enjoyed a 


long period of high emplovment and 
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gsood business 

Second, more people and better 
trained peop'e are going to be en- 
gaged in distribution in this country 
than That will not 
represent inefficiency either. The 


supply of goods has increased, the 


ever before 


market has increased. So it is sim- 
ple logic that to bring 
balance will require a 
by more 


the two into 
bigger effort 
Selling—and | 


don't mean order taking—is coming 


pes D| le. 


back into its proper place in out 
mass production economy 
Third, some of the older indus 


tries are going to be extremely hard 


pressed to hold their former share 
of the total income spent by con- 
sumers. The impact television will 


have on the amusement industry 


movies, theaters, night 


taverns, 
spots, and what not-—-is an illustra 


tion. We 


which for years before the war con 


may see the automobile, 


sistently ranked first in survevs of 
1 
buy 


Number 


television, Pe 


what consumers planned to 
next, pushed out of the 


(ne preference by 


haps it may be topped, too, by some 
of the new or greatly improved 


electrical applances that can make 


the homemaker’s job so much eas‘er 


The Wholesaler’s Opportunity 


except for the one or two percent 
of American families that are able 
to buy anything they 


time, all 


Want at any 


families are constantly 


having to choose what they will buy 
first. In think elec 


this respect, | 


trical wholesalers are particularly 


Not only do vou 


the new pri mlucts 


favored right now 
handle several of 
that have greatest family appeal 
VY and dishwashers, for example 
but vou also handle lines that, com 
pared with automobiles or practi 
cally anything else, have been most 
improved, and therefore can be sold 
easiest 


for replacement The new 


refrigerators are, in my mind, an 
excellent illustration in point 
lo win against the kind of com 


petition I expect, you distributors 
are going to have to build much bet 
ter dealer organizations than were 


the rule in the past. You're going 
to have to give dealers more inten 
sive sales training, more promotion 
That is 


would 


al help and better service 
a challenging assignment. | 
be unrealistic if I did not point out 


that the whole merchandising’ set 


up, from manufacturer through dis 
tributor and dealer in our industry, 


got very soft in the years of a sell 


The tl 


er’s market. thing ox 
curred in other industries too. But 


Same 


lastest 


the industry that does the 
and best job of putting new muscle 
into its sales organization is going 


to have the best chance of keeping 


out of the hindmost class 
\nvone who is old enough 


have been a buver before the wat 


knows how retail selling has ce 


teriorated. lar too many. dealet 


mere order tak 


salesmen today are 
ers. [hey don't even know the fea 
tures of then 


lines, let alone how to 


] 


Sige (| up 


turn a prospect mto a 


| he old, 


fession of drumming up trade, trom 


customer, respected pro 


which salesmen get their nickname 
of drummers, is a forgotten art. Do 
vou know many, o1 anv, deal 
that 


the prewar practice of 


evel 


ers in our line have resumed 


door-to-door 


convassing 2 Do you think many 


have given a thought to developing 


Personally, 


manv have 


replacement business 


| have wondered how 


even consulted their old sales rec 
ords or made any kind of a survey 
] 


to determine the number of refrig 


erators ten or vears old in 
t. It 


go on with such 


more 


their marke would be easv to 
; 

criticisins Of the 

has become t] © Ture Wi 


electrical 


inertia that 
the retailing of 
need for me to carry 


New astle. 


There 1s no 


coals to howevet 
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know the situation tully as well as 


| do 
What Wholesalers MUST Do 


The question is, what can you 
wholesalers do to put the electrical 
equipment industry in front in the 


sorely needed rebuilding of. selling 


power’ Here is a six-poimt pro 
gram that I believe offers the an 
swer if vou put it into effect intel 
ligently and aggre sively. 


1. In any organization, sales en 
thusiasm and leadership must come 
from the top. During the past few 
vears, a good many distributor ex 
become glued to a 
Now 


lieve to get out in the trade and get 
the 


ecutives have 
swivel chai is the time I be 


pulse ot 


today's selling prob 


lems. leave the swivel chair behind 
for two or three davs a week and 
get out and talk to dealers. In this 


way. and only in this wav, will vou 
develop the knowledge and the ideas 
that will enable you to provide sales 


leadership in your organization 


2. Tune up vour staff for rugged 
1949 merchandising. Unless vour 
volume is exceedingly small, you 


] 


should have a stem-winding general 


sales manager, separate product 


managers for lines on which 


sales 
vou do a volume business, an advet 
tising and sales promotion managet 
who is not a transferred clerk but a 
seasoned promotional man, and a 
home With the 
right people in these key spots, you 


will] be 


direct the right kind of a merchan 


service director 


equipped to organize and 
dising operation, 


3. Build up vour sales organiza 


tion. Unless your case is unusual, 
your sales organization has two 


weaknesses, It isn’t big enough to 
provide the frequent and thorough 
which is 


retail contact necessary, 


and if 


contains deadwood—men 
who have forgotten how to. sell 
energetically, or never knew. Prune 


the deadwood now. Replace it with 


timber which 


strong, tough can 
stand the strains that are already 
present and can be counted on to 


mcrease 

4. Train your sales organization 
until its members are expert in 
every phase of product knowledge 
and salesmanship on the lines you 
essential. 


handle. This training 1s 


Even if vour men have all had ap 
pliance selling experience pre-1941, 


which is very unlikely, they are in 
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need of 


creat a thorough refresher 
course on how to sell appliances 
under competitive conditions. The 


try 


mut tried and rue tools ot ap 


rusty 
pliance selling need to be reburn 
ished and put to use 

organiza 


5. Rebuild vour dealer 


tion. The distributor who has a 
large list of good dealers will do a 


Phis 
truer as the selling job 
difficult 
dealers will not be 


vood business will be even 
becomes 
more Choosing the right 
easy. lhe mor 
tality in appliance dealers over the 
next loo 


many who are unqualified have got 


two years will be heavy 


ten into our three 
Your problem 
will be to select those who will sur- 


business in the 
vear seller’s market 


vive and grow. Organize a program 


for lining up such dealers, and a 
plan for helping them to merchan 
dise at a profit 

dealers for hard 
10 per 


cent of all appliance dealers have 


6. Train 


Vout 
selling. It is estimated that 


had no actual selling experience 
Chey came into the appliance busi 
times and have 
had to learn to sell 


of dealer salesmen without real sell 


ness in soft neve 


The percentage 


ing knowledge ot 


y experience 1S 
probably well over 50 percent 
Chere are still people who walk into 


an appliance store and ask for met 


chandise But there are no longer 


nearly enough of them to support a 


retail store or a distributorship 


Since most prospective customers 


will hot come to the dealer. the 


dealer must go to the customer 


()utside sales crews must be. re 


cruited, They must be 


trained so 
that they know every product vou 
handle well enough to take it apart 
and put it 
dark. They 


1 
to sell each product in terms of its 


together again in_ the 


must be trained in how 


benetits to the user and its advan 


tages over competing models 


They must be taught how to lo 


cate prospects, how to how 


canvass, 
to use the user They must be 


taught how to interest) prospects 


Chey must be taught how to close 


1 
a sale Your dealers and their. re 


tail men can get information only 


trom vou. If vou fail to train, they 
will fail to sell 

‘rom what I’ve been saving you 
that I think the burden in 
the battle for consumer dollars rest 


inay feel 
wholly on the shoulders of the dis 
tributors and dealers. Fat 
Manufacturers have 
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job if they are going to provide the 
right goods at the right prices, sup- 
ported by the proper amount of live 
promotion. 

First, | 


going to have to be more realistic in 


think manufacturers are 
their pricing. Real progress 1s now 
being made on this score 


Second, I think much more at 
tention must be paid to cost cutting 
by developing more efficient proc 
esses and by learning to employ 


The 


respects are 


more economical materials. 


possibilities in these 


almost limitless 
Television Et Al 


\ few minutes ago T said that 
television was the hottest consumer 
Per- 
haps that was dismissing the sub 
I believe TV is the 
biggest opportunity that has come 


along for electrical distributors and 


durable in the market today. 


ject too briefly 


dealers since the birth of radio. In 
1949 it will provide a $1,000,000,- 
000 volume at the distributor level. 

All of us, I should be 


thinking constantly these days of 


believe, 


ways to promote the older products 
on which our businesses have been 
built. We can do a wonderful job 
on TV without 
grossed with it that 


becoming so en- 
we neglect the 
great possibilities in white goods, 
radio and older lines. That is why 
I suggested earlier that wholesalers 
should 


managers on 


whose volume will permit it, 
have separate sales 
each major product classification 


and will 


There are, continue to 


be, big opportunities in radio, both 
\M and FM, and in certain radio- 
All have 


home 


phonograph combinations 


their specific place in enter 


] 


tainment and that piace, | believe. 


from fully exploited. TV is 


is tar 


an addition to entertainment facili 
ties not a replacement. Work on 
that principle now, and you and 


vour dealers will be well repaid by 


having a bigger, more balanced 


market, when the novelty impetus 


I< OO 
IS gone 


from television Don't for 


ret that 
oa 
graph 


people thought the phono 


was dead 25 vears ago but 


millions have been sold in the last 


15 yvears 


1 


Finally, on the 
1 


subject of TV, I 


that qualitv can- 


would like to say 


not: be overstressed \ television 
receivet 1S an imntri ate, prec ision in 
strument. Our vision 1s our most 
critical sense If we are to realize 
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anything like the full opportunity 
in TV, this fact must be constantly 
before all of us in the industry. A 
receiver that doesn’t do a good job, 
or that fails to stand up and re- 
quires constant servicing is going to 
hurt us all. I hope distributors and 
dealers, who can do so much to dis- 
courage the production of shoddy 
will 
a positive fetish in 
connection with every aspect of TV. 


or overpriced merchandise, 


make quality 


Go Out and SELL! 


In closing, let me return briefly 
to the general situation. 

I’ve given you my reasons for 
that very 
much overdone today. Actually, I 
think we should be thankful for the 
increase in the country’s productive 
capacity that has finally ended the 
seller’s market. Not only is it mak 


thinking pessimism 1s 


ing it possible for our economy to 
give more people more goods than 
any economic system ever provided 
before in history, but it has arrested 
the post-war inflation that might 
have bankrupted us all 

This 
shortages, nor on an economy based 
on the scarcity theory. Our stand- 
ard of 
world because we have succeeded in 


country wasn’t built on 


living is the envy of the 
maintaining free markets and free 
competition, encouraging men to 
produce to their fullest and to use 
every ounce of ingenuity they pos 
sessed in creating demand for their 
production, 

We are in that 
again today. There should be noth 


sort of market 


ing either novel or frightening 


about it. The period that was novel 
and threatening to all our traditions 
was the war born interlude of 
scarcity. Except for those few years, 
however, things are no. different 
now than they ever were in times 
of high employment, high personal 
incomes and sound credit conditions. 
high. The 


it intelligently 


The market 1s man 


who goes after and 
with good merchandise, 
The 


weak competitor will do poorly or 


vigorously 


properly priced, will do well 


fail as he always has 


*levrcerpts from a adaress detiverea 


efore the 41st Annual Convention of the 


Vational Electrical Wholesalers Associa 
n. held at the Netherland Plaza Hotel 
incinnatt, Olu n May 4, 1949 
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Annual Convention 
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Seen at 


. L. W. Taylor and H. P. Litchfield, both 
of Graybar Elec. 

. J. A. Vassar, Westinghouse Elec. Sup. 
. D. M. Salsbury, pres., Westinghouse 
Elec. Sup., and J. L. Busey, pres., G. E. 
Sup. Corp. 

. W. Frazier, G. F. Hessler and J. |. Col- 
well, all of Graybar Elec. 

. W. |. Bickford, honorary life member. 
. K. E. Green, Mt. Vernon Elec. Sup. and 
J. A. Witzman, Van Cleef Bros. 

. J. J. Kaske and D. M. Salsbury of West- 
inghouse Elec. Sup. 

. John M. Newton, Oakes Elec. Sup. Co. 
. Harry Alter, The Harry Alter Co. 

. H. J. Fullerton, Fullerton Elec. Sup.; 
B. Springsted, Jr., American Elec.; 
W. W. Menzenthin, Kansas Elec.; R. A. 
Peck, American Elec. 

. Lee Ficlds, Homer G. Maxey; W. F. 
Foley, W. T. Foley; R. Roberts, Roberts 
and Terry Co. 

. E. T. Summers, Summers Elec. and R. C. 
Moeller, Jr., Collyer Insulated Wire 
. F. R. Eiseman, Sr., Revere Elec. Sup. 

. E. W. Doherty, American Elec'l Heater 
and F. R. Eiseman, Sr., Revere Elec. 
. Mr. and Mrs. W. S. Griffith, Griffith 
Elec. Sup. 

. At the Thomas and Betts suite: Mrs. 
B. Benfield, Mrs. J. M. Supple, Mrs. J. 
Rutkin, Mrs. M. Heron and Mrs. N. J. 
MacDonald. 

. C. McKew Parr, Parr Elec.: S. J. Rale, 
Rale Elec.; G. M. Parr, Parr Elec. 

. Mr. and Mrs. Henry A. Popkin, Elec 
Sup. Co.; R. P. Connors, Sylvania Elec.; 
Mrs. and Mr. J. L. Popkin, Elec. Sup. 
. W. L. Perry, Perry-Mann Elec.; A. J. 
McGivern, Chicago Elec. Wholesalers 
Assn.; O. Fred. Rost, Electrical Whole- 
saling. 

. Lee Wells, Western Mdse. Distributors. 
. A. T. Gronenberger and W. T. Ham- 
mond, both of Eastern Elec. Sup. 

. J. Sonenklar, Madison Elec.; E. E. 
Ernesty, State Elec. Sup.; B. L. Corbett 
NuTone, Inc. 

. H. Hudson and W. A. Priem, mfr. reps.; 
J. H. Slocum, Slocum Elec.; H. Brodsky, 
Keystone Mfg.; N. Tarnow, Tarnow Elec. 
Sup.; H. Lusty, Lusty-Thomson Co. 

. W. G. Hills, Elec. Inst. of Washington; 
G. D. Rand, Sylvania Elec.; E. J. Me- 
Ginnis, Cincinnati Elec. Assn. 

. W. A. Card, H. E. Colliver, W. G. 
Barnes, all of National Elec. Prods.; 
C. P. Andrew, Noland Co.: W. E. 
Henry, Jr., National Elec. Prods.; L. M 
Lanford, Southeastern Elec. Sup. 

. J. E. Rehm, Sands Elec. and A. Byers 
N.E.W.A. 

. R. E. Martin and J. P. Martin, Martin 
Elec. Co. 

. H. Czech, J. 7. Urban and J. C. 
Schmidtbauer, Westinghouse Elec. Sup. 
. F. G. Goss, Elec. Supplies Dist.; J. E. 
Kitchen, Osborne and Kitchen; W. M. 
Jewell, Westinghouse Elec. Sup.; E. E. 
Buerkel, Incandescent Sup. Co.; R. G. 
Reiniger, Globe Elec. 
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. W. A. Treadway, Jr., Treadway Elec.; 
and Dail C. Adcock, O'Bannon Bros. 
. Sam Barmack, Columbia Elec. Sup.; W. 
Ross, General Switch; W. G. Meisel, 
Hall-Mark Elec'l Sales; S. Isaacs, Levi- 
ton Mfg.; M. S. Muller, General Switch. 

. R. M. Johannesen, Johanne-en Elec. Co. 

. E. T. Snell, Thomas and Betts; Alvey 
Reeder, Tri-State Elec'l Sup.; Geo. Thur, 
Enterprise Elec.; John Kuhn, Tri-State 
Elec'l Sup. 

. E. C. Hodges, Hodges & Glomb; J. J. 
Noble, Sr., National Elec. Sup. 

. ©. C. Vail, Mrs. C. E. Vail, Mrs. C. C. 
Vail, and C. E. Vail, United Elec. Sup. 

. M. S. Muller and A. Weingarten, Gen- 
eral Switch; F. B. Stern, Interstate 
Elec.; A. J. Weilbaecher, General 
Switch. 

. H. D. Roseth, Co-Op Elec. Sup. and 
Robert Reisman, Royal Elec. 

. J. J. Reilly, Walker Bros., and A. J. 
Musser, Dauphin Elec'l Sup. 

. Martin Levine, MarLe Co. 

. J. P. Hamblen, Southern Elec. Sup. 

. T. C. Treadway, Sr., T. C. Treadway, Jr. 
and W. A. Treadway, Jr., Treadway 
Elec. Co. 

. Melville B. Hall, Melville B. Hall, Inc.., 


and J. H. Brennan, Collyer Insulated 
Wire Co. 


. H. J. Fullerton, Fullerton Elec. Sup 
and W. W. Metzenthin, Kansas Elec. 
Sup. 


. Wm. G. Meisel, Hall-Mark Elec'l Sales 
and Robert Reisman, Royal Elec. 

. H. G. Black, Graves Elec. Sup.; B. Mer- 
ritt, Mill-Power Sup.; W. H. Butt, Butt's 
Elec'l Sup. 

. R. C. Bennett, Jr., |. A. Bennett Co.: 
L. E. Barrett, Barrett Elec'l Sup.; H. G. 
Carlson, Elec. Fixture & Sup. 

. N. P. Catlett, H. S. Johnson, Charleston 
Elec'l Sup.; C. B. Peck, Jr., Anaconda 
Wire & Cable; John T. Morgan, H. L. 
Lindsey, Charleston Elec'l Sup. 

. John L. Busey, General Elec. Sup. 

. Dan O'Keefe, Editor, Achievement 
Magazine. 

. W. G. Peirce, Jr., Peirce-Phelps. 

. B. Merritt, Mill-Power Sup. 

. A. S. Bross, Landers, Frary & Clark; F. S. 
Baldwin, Baldwin-Hall Co. 

. Martin Levine, Mrs. M. Levine, MarLe 
Co.; Felix Van Cleef, Van Cleef Bros. 

. Stuart E. Yeaton, John A. Roebling’s 
Sons; E. D. Knight, Virginian Elec. 

_H. J. MacDonald, U. S. Rubber; C. S. 
Grossman, T. W. Lauer, Rumsey Elec. 
.D. Ma Salsbury, Westinghouse Elec. 

Supply Corp. 

_ L. S. Ramsay, Vermont Hardware; F. E. 
Stern, Stern & Co.; J. H. Viele, Ver- 
mont Hardware. 

_ E. A. Anthony, General Elec. Sup. 






















































































Seen at 


. Part of the gang meets in the General 
Switch Corp. rooms after meetings. 

. J. J. Kaske, Westinghouse Elec. Sup. 

. R. A. Stott, Tri-State Elec. Sup. 

. W. G. Peirce, Jr., Peirce-Phelps, Inc. 

. Carl H. Christine, St. Louis Elec. Board 
of Trade. 

. D. M. Salsbury, Westinghouse Elec. 
Sup. 

. A. H. Jones, Madison Elec. Co. and 
P. D. Cornelisen, Curtis Lighting. 

. C. J. Klose, Peerless Elec. Sup.; C. A. 
Ottinger and W. W. Welch, Jr. of 
W. W. Welch Co.; H. E. Rasmussen 
Peerless Elec. Sup. 

. L. E. Latham, E. B. Latham and Co. 

. K. B. DeBevoise, N.E.W.A. counsel 

. Tom Collins, City Nat. Bank and Trust 
Co., Kansas City, Mo. 

C. E. Mason, Novelty Elec. Co 














. J. W. Saladine, Electrical Supplies, Inc. 
and T. F. McCarthy, Edwards and Co. 

. S. Kaplan, Tucson Elec. Sup. and N. H. 
Boynton, General Electric Co. 

. S. Segal, Consolidated Elec. Sup. and 
A. N. Anixter, Englewood Elec. Sup. 

. M. Abraham, N. J. MacDonald, Thomas 
& Betts; P. O. West, Doubleday-Hill 
Elec.; J. F. Goodman, Enterprise Elec. 

. S. R. Clark and E. E. Morton, WESCO. 

. A. S. Parr, Parr Elec.; W. H. Teegardin, 
Harvey-Hubbel, Inc.; G. M. Parr, Parr 
Elec. 

. R. A. Stott, Tri-State Elec. Sup. and 
C. G. Pyle of N.E.W.A. 

. L. W. Taylor, Graybar Elec. Co. 

. H. P. Litchfield, Graybar Elec. Co. 

. R. W. Kimberlin, Graybar Elec. Co. 

. W. C. Brown, General Elec. Co. and 
C. E. Mason, Novelty Elec. Co. 

. H. E. Hull, R. E. Martin and J. P. Mar- 
tin, all of Martin Elec. Co. and J. A. 
Becker, Becker Elec. Co. 


. Robert Fife and D. Lyle Fife, Fife Elec 
Sup. 

















. W. T. McNaughton, McNaughton-Mc- 
Kay Elec.; C. H. Porter, Anaconda Wire 
and Cable; C. R. Bull, McNaughton- 
McKay Elec.; R. B. Steinmetz, Ana- 
conda. 

. C. H. Blank and E. O. Cooke, Illinois 
So. Elec. Sup. Co. 

. H. T. Ross, Mrs. W. E. Tarrant and 
W. E. Tarrant, all of Standard Elec. 

. R. A. Stott, Tri-State Elec. Sup. and 
R. W. Corwin, Benjamin Elec. Mfg. Co. 

. C. W. Chapman, Fulwiler and Chap- 
man; P. M. Pritchard, Victor Elec. 
Prods. 

. A. Byers, N.E.W.A. staff. 


. D. M. Salsbury, Westinghouse Elec. Sup. 

. M. F. Cotes, Motor Wheel Corp. 

. E. A. Will, Allied Industries and R. G 
Reiniger, Globe Elec 





































































































Seen ar 


. W. M. Fenn, N.E.W.A. counsel; J. L. 
Busey, GESCO; J. H. Ward, Noma 
Elec. Corp. 

. W. M. Pinkston, Elec. Sup. and L. M. 
Lanford, Southeastern Elec. Sup. 

. L. H. Gross, Gross Elec. Sup.; F. A. 
DeWalch and J. P. Hamblen, Southern 
Elec. Sup. 

C. E. Mason, Novelty Elec.; L. E. 
Latham, E. B. Latham & Co.; R. M. 
Johannesen, Johannesen Elec. Co. 

. S. J. Rale, Rale Elec. Sup.; J. Tucker, 
U. S. Elec. Sup.; H. J. Baitinger, Bait- 
inger Elec. Co. 


. W. J. Kranzer, Crannell, Nugent and 
Kranzer, Inc. 


. Ross D. Siragusa, Admiral Corp. 


. H. Metz, Graybar Elec., and W. H. 
Robinson, Jr., General Elec. 


. E. B. Ingraham, Times Appliance Co. 
. L. E. Dickinson, U. S. Rubber Co., and 
E. T. Summers, Summers Elec. 

. W. A. Blees, Crosley Div., Avco Corp.; 
E. B. Ingraham, Times Appl. Co-; R. C. 
Cosgrove, Crosley Div., Avco Corp. 

. G. B. Albiez and A. N. Anixter, Engle- 
wood Elec. Sup.; D. O. Hollie, Midwest 
Dist. Co. 

. H. D. Roden, Roden Elec. Sup.; V. H. 
Branham; B. Merritt, Mill Power Sup. 
. C. T. Moates, Matthews Elec. Sup.; 
and F. |. Wilson, F. W- Wakefield 
Brass. 

. G. M. Parr, Parr Elec. Co.; H. J. Bait- 
inger Elec. Co.; L- E. Latham, E. B. 
Latham and Co. 

. K. E. Greene, Mt. Vernon Elec. Sup. 
and R. E. Wright, Cutler-Hammer. 

. A. J. McGivern, Chicago Elec. Whole- 
salers Ass'n and A. B. Conklin, Elec- 
trical Wholesaling. 

. R. Beller, Beller Elec. Co. and R. M. 
Johannesen, Johannesen Elec. Co. 

. L. D. Fromm, Hi-Fro Elec. Sup.; W. H. 
Bieringer, Plymouth Rubber; T. H. 
Wells, Jr., Wells Elec. Sup. Co. 

. B. T. Toney and R. R. Hill of Hawkins 
Elec. 

. W. G. Barnes, National Elec. Prods. 
Corp.; G. W. Glenn and T. H. Wells, 
Jr., of Wells Elec. Sup. Co. 

. W. H. Bieringer, Plymouth Rubber; 
H. D. Roseth, Co-Op Elec. Sup.; L. 
Stone, Plymouth Rubber. 

. H. Berlage, Richards Elec. Sup.; R. G. 
Jordan, F. D. Lawrence Co.; J. M. 
Supple, Eaco, Inc. 

. F. G. Goss, Elec. Sup. Dist. Co.; M. J. 
Whitfield, Appleton Elec.; W. M. 
Jewell, WESCO. 

. Honorary life members receive certifi- 
cates and ovation at Wed. meeting. 

. G6 W. Glenn, Wells Elec. Sup.; L. 
Stone, Plymouth Rubber; H. L. Wilson, 
Thompson-Wilson Co. 
























































NEW BURGESS 
FLASHLIGHT and BATTERY DISPLAY 
-A BUSINESS-BUILDER 

FOR YOUR DEALERS / 














—— Ce re TS eT a 
Turns a SQUARE FOOT of counter 
space into a stream of profits 


BIG PROFITS AHEAD! Here’s a fast-selling merchandiser that will 
make money for you! It’s a completely new display .. . a flash- 
light and battery department in one sturdy, compact unit! Deal- 
ers with crowded counters will really go for this new Burgess 
display because it uses less than a square-foot of space (actually, 
9 in. x 13 in.), yet displays 48 Burgess flashlight batteries and a 
complete assortment of Burgess flashlights in 5 best-selling models. 





YOU BENEFIT TWO WAYS with the new No. 134 assortment: 
1. Complete stock for your present dealers—a minimum as- 
sortment of select flashlights and batteries. 
2. Your salesmen will be able to open new dealer accounts— 


they can sell this new assortment to dealers they never were 
able to sell before. 


ORDER these hard-hitting No. 134 merchandising assortments 
now for quick sales and more profit! 


BURG ES BATTERY COMPANY 
FREEPORT, ILL. 
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(Continued from page 57) 


Division meetings were devoted in large 
part to panel discussions. Members of 
the first panel included: K. G. Gillespie, 
chairman, major appliances committee ; 
C, A. D’Elia, chairman, small appliances 
committee; F. E. Stern, chairman, legis- 
lative committee; Herbert Metz, chair- 
man, planning committee; and C. E. Ma- 
son, chairman, subcommittee on trade 
and industry relations 

Committee chairmen who made up the 
second panel were. P. D. Karsten, sales 
promotion and sales training committee ; 
W. J. Seemuth, store management and 
store arrangement committee; and Henry 
Czech, rural markets committee. Mem- 
bers of the rural markets committee took 
part in the special presentation, ‘“Let’s 
Go After It.” 

Many conferees actively participated 
in the panel discussions from the floor, 
asking questions and presenting views. 
One from-the-floor speaker, Ben Gross, 
of Gross Distributors, Inc., New York, 
critically examined the television indus- 
try, taking sharp issue with present dis- 
count and margin arrangements and the 
overabundance of retail outlets—a condi- 
tion which he termed a fundamental flaw 
of the television industry. 


Over-Production: Destructive Force 


“Over-production has always been and 
always will be the most destructive thing 
that can happen to any business,” Wil- 
liam A. Blees, vice president of the 
\VCO Manufacturing Corp. and gen- 
eral sales manager of that firm’s Crosley 
Division, told members attending the sec- 
ond session of the Appliance Division. 

Over-production was described by Mr. 
Blees as coming about “primarily because 
all of us have a tendency to over-esti- 
mate what we are able to sell and 
under-estimate the strength of our com- 
petition.” Controlling production is not 
easy to do, he said, “but it can be done 
if you get the cooperation of dealers 
and distributors, and secure from them 
the current information on sales and in- 
ventories.” 

With “Working with Dealers for 
Profits” as his subject, Mr. Blees went 
on to examine the ways by which the 
wholesaler and manufacturer can work 
toward greater sales on the retail level. 
Summing up his views, he said: “To 
help dealers make money we need to 
stop over-selling them and help them 
keep control of inventories. See to it 
that they carry adequate but not exces- 
sive stocks. We must help dealers get 
good accounting and management into 
their operations. We must immediately 
study our discounts and review them in 
line with the present-day cost of doing 
business. We must get our wholesale 
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men to become more retail-minded. We 
must not pack territory with dealers.” 


Mr. Blees stated that manufacturers CONTACTS JUST LOOK AT 
and distributors will never get more sell tinh cane emai 
ing activity from their dealers through ... Practically no volt- 
. : . as age drop. No addi- THESE FEATURES! 
literature and conversation. “The whole tional solder required. ® 
sale men must lead the way and teach 





the dealer by demonstration what to do 








and how to do it to increase sales,” he ] 
said SHELL | SCINFLEX ONE- 
. | 
High strength alumi- | | PIECE INSERT 
num alloy ... High | High dielectric strength 
Mutual Interests, Mutual Problems vaulshiiam tn, oamemina _— High ct so oa 
af! aoe P . with surface finish. resistance. 
lhe validity of the teamwork approach 


to appliance selling was noted by M. F. 
Cotes, executive vice president of the 
Motor Wheel Corp. and general man 





ager of that firm’s Duo-Therm Division, 








. 

in his speech, “Appliance Merchandising 
, in 1949.” Providing that manufacturers 
) start at the consumer level to analyze 
q their problems and establish their poli 
' cies, Mr. Cotes stated that “you will find 
4 that there is no divergent interest be 

tween the manufacturer and the distribu 
1 tor as they are both actually on the sam 


side of the fence working together as a 


team to produce a good result, namely 





the production and distribution of a vol- 
ume of merchandise at a profit.” 


‘ Successful operations in the present 
‘ buyer’s market for both manufacturers 
‘ and distributors in the appliance busi- = 
% ness, according to Mr. Cotes, will be 
Know- 


largely determined by one factor: 


how. “The companies that have the 


know-how based on their experience dur ELECTRICAL CONNECTORS 


ing the 1930's will not find it too difficult 


d to place themselves on an aggressive, 7 

: sound selling basis,” he said the Finest money can buy! 
|- “Musts”’ 

le 


eee : ; . Contacts that carry maximum currents with a minimum 
Mr. Cotes listed a number of appli- ’ 














1- int: Gdiiiias “ene Gear iene atesh voltage drop are only part of the many new advantages 
y ‘slats anth Gide saleaidia: i, sein didi you get with Bendix-Scintilla* Electrical Connectors. 
C- niiihin 1 Gilt “tite alas: tn hens ake The use of “Scinflex” dielectric material, an exclusive new 
n. halis ca inte isk ok dic ceatell Bendix-Scintilla development of outstanding stability, 
r. il he i he el ee increases resistance to flashover and creepage. In 
e Sinan: diciliadidly temperature extremes, from ——T r. to + 300° FP. 
A- gr eee ener a ae performance is remarkable. Dielectric strength is never 
id ne ‘ th : iii na oF ill a ' a less than 300 volts per mil. Bendix-Scintilla Connectors 
n- her = ee ee ee ee ee have fewer parts than any other connector —and that 
ot - Wes aa Gala a ee means lower maintenance costs and better performance. 
, c alers organize agressive 

Z selling campaigns outside of their stores yhoo palma 
- 3. Plan a cooperative advertising pro THEN CHECK THESE OTHER ADVANTAGES 

7 gram for dealers on an overall territory : : 

basis and then sell this program to them. . aang heat re 

™ 4. Make sure that the dealers have “oa — 

nt sound retail financing plans available . Sapa wees 

he for time sales , eigen et 
rk 5. Suggest sound promotions to the aa ; 

el. dealer and see that he puts them to © eee Seen 
“ cliente ‘ie + Easy Assembly and 

vm 6. See that merchandise is attractively o Ree Sie ie ony other 
em displayed in the dealer’s place of busi- Connecter 

it ness, utilizing the material that is made @ No additional solder required 
— available for this purpose by manufac- ee Re 
met turers Sales Department 
nto 7. Make sure that dealers are trained SCINTILLA MAGNETO DIVISION of 
ohy in servicing products. ==): 

in 8. Teach the value of “service” in its Pscinniiay SIDNEY, NEW YORK andi” 
ing broadest sense as the ke ystone of all suc- ‘ . ST nCaentS 

ee cessful scliline at all levels of dinteteution Export Soles: Bendix Internationa! Division, 72 Fitth Avenue, New York 11, New York 
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YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers * Knockout Punches and Cutters * Radio Chassis Punches * Joist Borers 


Cable Pullers * Spiral Screw Drivers * Automatic Push Drills * Auger Bits * Expansive 


Bits 


100 


“PREFER 
THE GREENLEE 
FOR ITS 


HEAVY-DUTY 
PERFORMANCE” 





GREENLEE HYDRAULIC BENDER 
HANDLES WIDE VARIETY OF WORK 


Yes, heavy-duty, all-round pet 
formance of the GREENLEE Bender 
expedites jobs, means big time 
and material savings for W. D 
Gale, Inc., Detroit contractors 
Their GREENLEE pictured in 
operation above, brings them 
labor savings of 30 and a 30 
saving on manufactured bends, 
“It's heavy-duty— to handle the 


| 


specifi bends and the large dia 


meter conduit necessary to fit the 
job,” they report, 
Tell your customers and pros 


pects about the high etticiency, 


Saving features of this equipment. 


With it ove man in but a few 
] 

minutes makes smooth, precise 

1 } } ; , 

bends in rigid and 47) all Con- 


duit, pipe up to 4%", tubing, 
bus-bars Compact, portable 

lets you make bends r7g/t on the job. 
Write for facts today 
Greenlee Tool Co 
Division of Greenlee 
Bros. & Co., 1846 


Columbia Avenue 





Rockford, [linois. 





TOOLS FOR CRAFTSMEN 


GREENLEE 





* Bit Extensions * Draw Knives 


* Steel and Copper Tube Benders * Hydraulic 


* Chisels and Gouges * And Many More. 
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Fleur-O-Lier Adds Three 
Shielding Classifications 


CHICAGO Three new © shielding 


classi atiot eT YT led to thre le 1 
()-Lier Index system b iction of the 
ar ()-] advisory board at a meeting 
e] e recently, enlarging the number 
f shields e classifications from 19 
»? 
is i s 0-2 ind U 3l were 
‘ xt S th side shielding of 
es tha l( legrees t iving end 
s el I : 4 er 20 deg ees of! *( n 
ees m t ntal plane Lhese 
t\ iss cations ere m cle 1 t more 
isi] i nN t tures in ended fo 
S | ge COr s where end s ieldine 
is n nportant in side shielding, it 
vas , mMce 
\ls 1 eV 45-45 hielding classitica 
Ol is vdde 1 te < xt es vit 
S re ¢2? ite t px vers al | res It 
I $5 legree shieldu n both dire ons 
This type of shielding is reportedly pop 
lar 1 1 lighting practice as well as 
thre elds 
\ | 1s r the Fle 1 
es ; ex cvct nes tu sepa 
if lunect s I Its cont Oo! O the 
etter lighting. It is a simp! 
met vy whi specific ! ndi 
i ( Cl i ] nating ertiorn 
t I i talla It isd) 
: i means of* ident yr ff 
«e t 9 x res 1 t ISIS > 
the , pe . ac s it 
s¢ iwhting « p> 
ent et 4 eCIst tures re 1 
nck eC] 
_ Ii P f + f : Nan cac 
i tn I aA S¢ 
1 t ¢ er! r covere mi) othe 
I], r-() Ste ()thers are Dp 
( ghit istribut 1 tness 1 the 
shielde ! ind tv pe r a nt y 


Store Modernization Show 


To Be Held June 19-24. 


) ' 1.1 . 
NEW YORK The five daily forums 
+] | 1 ‘ At al - 
t e 31 Annual Stor lodernizatior 
> ( 19-24 at Gra 
) , 1 
( I i \ rep rtedlv tea 
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OPENING of Westinghouse Electric 
Supply Corp.’s new 120,000 sq. ft. dis- 
trict headquarters at 95 Brookline 
Ave., Boston, was signalized by the 
presence of the following well-known 
industry figures as well as the Bay 
State chief executive: Left to right, 
E. Val Wetmore, Wesco New England 
district mgr.; D. M. Salsbury, Wesco 
president; Gov. Paul A. Dever; B. F. 
Moody, Wesco district appliance mégr.; 
and V. C. Bruce Wetmore, founder of 


the predecessor Wetmore-Savage Co. Fo r A pP artment tL | ouse Pr oje cts 
that’s been PROVED and APPROVED 








T . * . — 7 | By 
Nation’s Farms 72.8% | NON-ELECTRE 
Electrified, REA Reports 


| POvavee CC HEEMEE 
WASHINGTON Borrowers of Rural 
‘ | 


Electrification Administration tunds esti Double 


) note non-electric 
nate that loans approved through May : ‘ J. SMITH 
ial 8 ” door chime with lookout 


6, 1949, will bring the total to 1,070,000 


miles of line serving 3,264,000 rural cor and card-holder, Saves 4 
sumers labor and materials. Used a 


Rae 





, : : 5 
lhe record progress made in bringing on many outstanding proj- 4 
electricity to American farms was con ects. PARKCHESTER we 0% 
tained in a report made by the Rural 





MODEL No. 875. 


leetrilication Administration of the U.S 





Department of Agriculture n marking Contractors. Price only $1.95 FRONT 
prctt ani ait ~ 4 i toll blll IN i 
ts 14th anniversary recentl : 
Fhe BREA cotieated that the nembe Other models of non-electric 
of farms receiving central station electric | door chimes also available . 
service has increased from approximately 











700,000 to 4,268,000—from 11 percent to 








728 percent as ol January | 1949 
In spite of this progress,” Adminis 
trator Claude R. Wicka ( ti hout 
l million Ameri farms remain wit 
ut sé Ce il ( WihleT¢ SCT VIC Is 
; F : % = Se 4a 
available in many cases it has been neces LEP LEG Vil N © GEddE 
sary t heavv u facilities t keep ace = « 7 . . 
= vis: Pig A a TE VLEE, Obed 
with the rapidly increasing needs of the 
farm families. Most of the farms and ; — ‘ 
iF biel 1" ; U.S. Post-oflice approved. Easily in- 
other ruFal establishments still without i ’ : 
sievics ave Mone anont ditt are stalled. rigidly constructed, competi- 
eca the present power s ie in tively priced, Specified as standard 
iral areas and because ertain ec of quality by leading national devel- 
a oe “iit Cc} opers. Sprayed brass finish, Model 
Phe problem 1 rms 1 ) - Dp. 
thint territor hei No. 0, Contractors” Price per 
t I eve S e 
solved in several ways. First, the liberali ren eptacle only $3.42 
tion ot he terms o q loans sine " 
: , , t REA ‘: Sold only through the wholesaler. 
044 substantially widened our horizons ae. ; 
Seoul “a 1 Complete price list and literature on request. 
econd ( integration I sma rura 
villa d their surrounding farm terri 
a . 
ny mstances king service 4) j 
Bt ee al y 
be reached | 1, public development 34-20 45th St., Long Island City 1, 
ol hydri electri facilities and the COOpel SINCE 1892 
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atives’ own activities in the field of gen 
eration and transmission are serving to 
decrease the cost of wholesale power. This 
makes extension of lines into thinner 
territories economically feasible. 

“An indication of the current progress 
GROUND is the fact that almost 2 

atatinie tions are made to REA-financed lines 
TYPE G-571 every working day. 
“The spectacular increase in farm us 


000 new connec 


of power is creating a challenge to all 
who are interested in seeing tarmers 
share in the benefits of modern living and 
farming methods Recently approved 
REA loans for generation and_ trans 
mission facilities, for example, will re 
; lieve the critical power situation in several 
ENTRANCE areas The need for plentiful supplies of 
FITTING low cost power is so great that more and 


more attention has to be given to this 
phase of REA’s responsibility 
‘Total power consumption by the REA 


financed cooperatives has doubled in the 


past three years and we expect that it 
will double again in the next three years,” 
GROUND Mr. Wickard said. “The average con 
FITTING sumption per farm served by REA-t 


TYPE G- 572 nanced cooperatives in December 1948, 


veg gi( ene! 


vas 131 kwh., an increase of 11 percent 
ver the December 1947 average con 
sumption of 117 kwh This increase in 
average use occurred although nearly 
400,000 new tarm consumers were added 
during the year, a gain of some 20 pet 


GROUND 
FITTING oR 


TYPE G-80 : 
: : Through May 6, 1949, REA had ap 


proved ins totaling $1,748,736,858 to 
1050 borrowers, including 962 coopera 
Va tives, 42 public power districts, 22 other 
1] } ) 1 
public bodies and 24 commercial utilities 
CLAMP BACK 
Approximately 7.0 percent of these loans 


TYPE 141 | 
have been to tinance generation, 5.8 per 


PIPE STRAP EMT BACK 


TYPE 14-50 TYPE 151 cent transmission facilities and 0.8 per 


EMT STRAP ®. Me cent consumer facilities. The remainde 
TYPE 15-50 o— a 86.4 percent, were t nance distribution 


BONDING 


r 
t, 


As of the same date, REA had actually 


idvanced $1 220,549,321 and as ot Marcl 


BUSHING 3] |‘ j t bor vers vere perating 
| approximately 789.000 miles of line - 

TYPE 261 | approximately /07, mile f line and 
serving 2.626.000 rural consumers An 

proximately 77 percent of these are farms 


- ' ee * With present labor and material situa 


GEDNEY FITTINGS...FIT 


IN MORE WAYS THAN ONE will result in completed construction and 
farms starting to get service trom 18 to 


GROUND 24 months after appre val This is a sub 
FITTING ‘ stantial improvement over conditions of 
Made of 1006, TYPE G-50 just a few months ago, wher 
Af : f conductor were being otfered for deliv 
ENDURING : ; 


MALLEABLE IRON blige pase okie Phe ; een 


GEDNEY ELECTRIC CO. 


GENERAL OFFICES: RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. ia aaa la AR a a 
FOUNDRY, FACTORY AND SHIPPING POINT: TERRYVILLE, CONN, le ik celle Ries i ca ae 


A COMPLETE LINE OF FITTINGS FOR rt oct shih waiiciihds ab sik Madlll awe. 
RIGID CONDUIT, EMT ARMORED CABLE AND NON-METALLIC CABLE | ciuigevatiors: te Mest snl Seats Gilets 
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have increased the number of rural con 


sumers served by 43.9 and 45.2 percent 


Three other States reported increases of FU LLMAN 

20 percent or more in that period—Ari 

zona 37.3, Kansas 20.7 and Kentucky 20 La iA & 

percent. 
The demand for extension of electric Pp iva O D U Cc T % 

service continues unabated despite the 

number and amount of loans approved 

by REA during the past four years. While 

REA has approved loans totaling $367, 

277,597 since June 30, 1948, the backlog 

of pending applications has increased 

from $363,031,000 last June to $374,207, 

000 as of April 29. REA still had, on 


Be ge a tres mae “LATROBE” PRODUCTS OFFER 
ECONOMY AND SERVICE 


“Latrobe” Floor Boxes and Wiring Specialties are designed to insure 


WIRING SPECIALTIES 





Graybar Appoints Huston quick installation and long, efficient service. 
And Scully as Managers “Latrobe” Products are compact. Parts are kept to a minimum. Ma- 
NEW YORK—The Graybar Electric terials used are finest quality available. 


Co. has appointed T. A. Huston as New 
England district appliance sales manager 
and H. J. Scully as manager of the 
Portland, Me., branch, according to a 
recent announcement by E. E. Martin, 
Graybar’s New England district manager 

In his new capacity, Mr. Huston, who 
} 


var’s Port 


was formerly manager of Gray 





land, Me., branch, will supervise appli- 


> cales acty ie *rovidet > ut au“ 
ance sales activities at Providence, Wot bs 
oe eet cool oe No. 330 Tom Thumb No. 252-R ‘Latrobe 
cester, Springtield, ortiand an an TH 
tei Utility Outlet Two Gang Box 

chester branches as well as district head The No. 252-R Two Gang Box is adjustable 

> Ideal for use in wood floors, mantels, base and has our No. 208 Receptacle in one section 
quarters in Boston He has completed boards, show windows and other installations One cover plate has ! Flush Brass Plug 

) P \ + free from moisture or mechanical injury. Easy other has 2” Flush Brass Plug 

12 vears with Graybar and has been to install without marring finish 


successively, a salesman at Boston, sales 
manager at Portland, and until recently, 
manager there 

Mr. Scully, who has been with Graybar 
for 15 years, has held the following posi 
tions: Selector at Worcester, service su 
pervisor at Springtield, service supervisor 
at Worcester, and salesman at W orcester 











Watertight Box 
The neat, compact design of the No. 110 Box 


No 280 Nozzle with Quickens installation time and makes for 


smooth, trouble-free service 208 Receptacle 


No. 200 Cover Plate Cover Plate is 3'.” diam 


10 Amp. 250 volt Receptacle in Brass Housing 
mounted on '»” brass pipe extension 3” long 
Longer extension if desired 





Sold Only Through 














Wholesalers 
No. 150 Box 
Keystone Fish Wire No. 207 Nozzle 
SHAVE SESSION—An event that Finest grade flat steel wire in ten sizes, rang This adjustable, watertight Floor Box has 4', 
° a ‘ Re ing from lightest work up to heaviest power Cover Plate and large Adjusting Ring No. 215 
dims Delilah’s fame took place at the ee ies, 150 and 300 feet colle Compact, economical, efficient 


Graemere Hotel in Chicago recently 
when the Sunbeam Corp. invited that 
city’s electrical distributors to come to 


a breakfast meeting—unshaven. There s U [ [ M A NE M A N U FA C T U ~ | N G C 0) 
the distributors were presented with ° 
models of Sunbeam’s new electric 


shaver and asked to test its perform- 
ance on their own whiskers. 








LATROBE . . . PENNSYLVANIA 
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MADISON ELECTRIC CoO., Detroit, 
celebrated its 35th anniversary by op- 
ening a new branch in Dearborn, Mich. 
Left to right: Morris H. Blumberg, 
president and treasurer; Craig Groat, 
retired maintenance engineer, Timken 


Te 5 t \ f or ' TBS On | ule Ca; Max Binaberg, view presi 


dent and secretary, Madison Electric 


assure a 
waterproof splices 


Branch House Opened 
By Madison Electric Co. 
DEARBORN, MICH.—The Madisot 


Electric Co an electrical wholesaling 





rm in Detroit, has opened a_ brancl 
use W his city, it was announced 


@ In test after test, PANTHER and | recet tly by Morris Hl. Blumberg, presi 
DRAGON Rubber Tapes prove why they ga Mag sd preg sn 


| Dearb pram 1S ( it¢ | 11 
make waterproof splices. Successive layers of new one-story, 40 by 120 ft. building 
‘ ° ° nd will enable dison Electric a 
these tapes readily fuse into a water-tight seal and will Ma niet 
pro le 1astet ervice t it ustomer 
that also gives positive protection against es Wale inne 
electrical leaks. \rthur Shaw, Jr. has been appointed 
nage t tl r brancl 


This protection is recognized by more and 


more tape users who ask for — and get — N. Y. Electrical Inspectors 
PANTHER and DRAGON. Sold only Celebrate Anniversary 

through recognized independent wholesalers. NEW YORK—The New York Chapter 
The Okonite Company, Passaic, N. J. f the International Association of Ele: 


trical Inspectors recently held their an 
nual entertainment and dance at the 
Hotel Statler here, marking the 25tl 
anniversary f the founding of the 
hapter 

\mong those present with the electrical 


1 


inspectors at the festivities were represen 
tatives of the Shell Electrical Supply 
Corp., electrical wholesaling firm of this 

members of New York City’s De 


partment of Water Supply, (yas and Ele< 





tricity, including Commissioner Stephet 

I. Carney; James D. Lynett and Fred 

N. M. Squires, state superintendent and 

anther ond Jragon ating sy he Ney 

J Lt . eo York Foard f Fire Underwriters ind 
* . Cha \. Ward, president of the Intet 
friction and rubber tapes national Association of Electrical I 


\ . é sete - le 


104 ELECTRICAL WHOLESALING—June, 1949 











Philadelphia Wholesaler 


Puts Out Spring Catalog 
PHILADELPHIA — Peirce-Phelps, 


Inc., wholesale appliance distributing firm 
of this city, has brought out a 28-page 
spring catalog for distribution to dealers, 
it was learned recently 

Over 5,000 copies of the catalog report 
edly are being mailed to dealers. In 
addition, Peirce-Phelps has made avail 
able a number of copies specially pre 


pared for dealer imprint 


Television Predominant 
Subject at RMA Meeting 


CHICAGO—-By 1951 there will 
million television receivers in operation | 
in the United States, President Max F 
Balcom of the Radio Manutacturers As 
sociation said in his annual report to 
members attending the association’s con 
vention here 

Speaking at the annual RMA member 
ship luncheon toward the close of the 
‘Silver Anniversary” convention of the 
association, Mr. Baleom predicted that 


two million or more television sets will 





e produced this year on top of a previous 
total industry output of about 1,200,000 | 
n television receivers of which nearly one GUTH SLIMLINE TRUCOLITES® 
R million were manufactured last veat 

h 


While noting the recent decline in radio 


i receiver production, Mr. Balcom said he with the New 75W Slimline Lamps 


does not share the belief that “radio 1s 


doomed.” Open a New Lighting Sales Horizon! 


a “Rather, I feel contident that even witl 
., in assured and tremendous increase in 
television in the near future,” he added, 
5 “radio will continue to provide a servi —_—" 
ae ; Hes aula: The new 75W T-12 Slimline Lamps produce more lumens per foot! The 
lor home entertainment indefinitely, es 7 m ‘ ; 
4 iil SCOT Be I new Guth Slimline Trucolite delivers more of these extra lumens 
1) “ Vy sO 1 areas W ct CC 1 
cal and other reas ns, cannot be reac hed to the working area. 
by television in the near future 


Sine IAEA pncsidios thandiedl Chalbbiaes Its reflector is a time-tested, superior light producer—the first Slimline 


= Wane Coy of the Fobeal Cosmmedios fixture with downlight reflectors for maximum footcandle results. 


t 


tions Commission tor his “clarification of ; ; ; . : 
It is easy to install—even one man can do it! It is versatile, for 2 or 4 


the issues involved in the proposed expan 
Cae tee ae ee "is Sin i = hi lamps —for 200, 300 or 425 MA. operation. 
: assurance to the public that TV service ‘ ‘ 
on the present VEE channels will not x Cash in on the profit-packed 
uC disturbed and that consequently television Slimline advertising — send for 
th receivers bought today will vanillin nea Bulletin 852-G from 
ie give good service for many vears to come 

“We recognize that extension of televi 

al sion service on a national basis to provide 
n- 1 maximum of service, impossible in the 
ly present limited lower frequencies, is ne 
is essary and we hope it will come in the YOUR TEAMMATE 
; very near future,” Mr. Balcom continued IN LIGHTING 
( ‘However, neither transmitters, tubes, not 
re receivers for the future UHF, or ultra 
tl 


high frequency bands, in which the nor 


aK mal future extension of television service G 
“W vill appear, are now much beyond the 





ad laboratory and experimental stage and 
! sick ‘ladle ete oll seabinaaaiedl ax ashe THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 
1} 1; lie-nt . 1 - 
c application tor at least several years *®—U. S. Potent Nos. . > ; 
‘For the future changes, of course, it is 122586, 2331774 Leader at Lighturg pees 192 
19 
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© GOOD LIGHT 


The amazing “Whiter than White” Abolite finish 
adds a NEW brightness, a NEW efficiency fac- 
tor to the already popular ABOLITE line of fine 
lighting units. Designed and engineered to pro- 
vide maximum illumination on working surface 
areas, ABOLITE achieves complete satisfaction 


and top performance— yet all so simply. 


We call it “engineered seeing’ because it directs 





‘ “more light where you want it”. 


ABOLITE serves every lighting purpose — a complete line of 
products for industrial, commercial, floodlighting, and pump 


island jnstallations. SPECIFY ABOLITE— AND GET THE BEST! 





SOLD EXCLUSIVELY THROUGH ELECTRICAL WHOLESALERS 





| 
| 


THE JONES METAL PRODUCTS CO., West Lafayette, O. 


WHITER THAN WHITE fo 





égt Zcsr1 G 
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the duty and responsibility of the indus 
try to make preparations, and our indus 
try has an unblemished record, in_ the 
public interest, of not causing deliberate 
obsolescence. RMA continues to give all 
possible full and accurate information re 
garding the future extension of TV\ 
service.” 

Raymond C. Cosgrove, executive vice 
president, Avco Manufacturing Co., was 
elected president of the association to 
succeed Mr. Balcom who held the office 
for the past two years Mr. Cosgrove 
was president of the association for three 
vears, 1944 to 1947 

Mr. Cosgrove spoke briefly at the all 
industry banquet, which was attended by 
1225 radio manufacturers, wholesalers in 
Chicago for the Radio Parts Trade Show 
and guests. Mr. Cosgrove predicted a 
tremendous growth for the television in 
dustry but foresaw many crucial problems 


ahead this year 


Graybar Appoints Hall 
As Nashville Manager 


NEW YORK—H 


pointed manager of the Nashville, Tenn., 


B. Hall has been ap 


branch of the Graybar Electric Co., ac 
cording to a recent announcement by 
\. H. Nicoll, In his new posi 
tion, he succeeds S. L. Cook, who died on 
April 13, 1949 

Mr. Hall came to Graybar in 1940 as 
a salesman at the Nashville branch after 
several vears with the Nashville Electric 
rvice and the National Life and Acct 
dent Insurance Co. On January 1, 1949, 


he was made acting manager of the 


G.E. Re-elects Wilson, 
Reed; Elects Cordiner 


NEW YORK—Re-election of Charles 
FE. Wilson as president and Philip D 
Reed as chairman of the board of the 
General Electric Co., and the election of 
Ralph J. Cordiner as executive vice presi 
and a director of that company was 
announced here recently 


In addition, it was learned that the 





Charles E. Wilson 
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; 
ie 
PORCELAIN 
, 
WIREHOLDER 
ne 
: INSULATORS 
to 
ce 
ve : 7 = 
et Philip D. Reed EE a 
) ae 
T mh Za ~ 
DY G. E. board of directors re-elected all " : ‘ 
in other officers of the company. 5 f , 
W The new executive vice president, Mr 
a Cordiner, has been both vice President SPECIFY 
n and assistant to the president since Feb- ILLINOIS 
ns ruary 1945, becoming assistant to the PORCELAIN 


president in July 1943 after serving as 
director general of war production sched 
uling and vice chairman of the War 
Production Board. 

Before the war, Mr. Cordiner served 
for many years with G.E.’s Appliance 
and Merchandise Department. In 1938 





ip he succeeded Mr. Wilson as manager of 
n., that department. Prior to joining the 
Ac Appliance and Merchandise Department, 
by he was associated with Hotpoint, Inc., 
S1 which he joined in 1923. 

on 

as . e 

~e Denver Distributor Holds 
ric Home Show for Dealers 


- DENVER—The Auto Equipment Co., 
49, wholesale appliance distributing firm of T BY 
this city, held a three-day home show RIGH 
for dealers at the Shirley-Savoy Hotel MADE >a 

here, it was learned recently 

Staged in commemoration of the 40th 
anniversary of The Auto Equipment C 
the affair drew approximately 1,000 
persons—with both the general public and 
members of at least 250 dealer organiza 


£9 tions in the area attending. Illinois dry process wireholder insulators are uniformly made to meet 
the Designed primarily to provide the neces exact specifications in sufficient styles and sizes for all requirements. 
of nes Re a nine ae Smooth, rounded surfaces protect wire insulation—deep, sharp screw 

fst ering yore Peon er aioe os threads assure easy and firm installation. Non-shrinking metal alloy 
equally important as consumer education binds screws permanently to insulators. Steel screws are evenly 

iia The event was planned by E. L. Huff, coated by special galvanizing process to prevent rust streaks on sides 


Auto Equipment’s sales manager of buildings. Wet process porcelain supplied for primary circuits. 


* HIGH MECHANICAL STRENGTH 

Art Metal Co. Appoints ¢ HIGH DIELECTRIC STRENGTH 

aE San Tage ° EXACT DIMENSIONS AND UNIFORMITY 
sien: sik deme since baie 

as general sales manager. For the time 4 L LD | N Oo | 8 on 
being, Mr. Chassaing will continue to ELECTRIC PORCELAIN CO. ILLINOIS 


make the St. Louis office his headquarters, 


facturer of this city, recently announced 
the appointment of Brooks Chassaing 


— 
it was learned. 
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1939- iD] 
Klein Stream- 
lined Climbers 





with 


Adjustable climbers do 


aw ay 
the necessity of stocking many sizes. 
They assure proper fit both in sum- 
mer when light shoes are worn and 
1901-M-ADJ 


Klein Stand- 
ard Climbers 


in winter when heavy overshoes 
are needed. 


Klein Adjustable Climbers are 


“= 


made of forged steel, individually 


_—* tempered and tested—the same high 
quality that has always been asso- 
1903-ADJ ‘ ¢ 


Klein 
Lightweight 
Climbers 


ciated with the name Klein. Adjust- 
able sleeve is seamless, one-piece 
construction, permitting climber to 
16, 16), 


sizes. It is 


be adjusted to 15, 151%, 
17, 18 in. 


secured to the shank of the climber 


1744, and 


by a steel bracket engaging through 


two holes and is secured with cotter 






1945 iD] 
Klein 
“Polemaster” 
Climbers 
Matched right 
and left 


pins. Write for Bulletin giving full 


information. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


\ This Bulletin giving complete infor- 
idjustahble Climbers 







mation on Klein 






will be sent on request. 
- 
WELTETS 


com WO LEN 


3200 BELMONT AVE. 


& Sons 
- $4 % 


on Bom Were) 1 
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Electrical Products Win 
Safety Award and Scrolls 
NEW YORK—An 


' + 


electrical product 


i@ annual safety award presented 


recently by 
New York housewares firm, at a 
it the Waldorf-Astoria Hotel in this 
it In the 


er products awarded honorable 


Lewis & Conger, well-know1 
dinnet 
addition, four out of eight 
men 
tion scrolls were in the electrical tield 


lop Mills, 


\linneapolis, for its “Tru-Heat” stean 


honors went to General 


ning attachment which reportedly elim 

ites all possibility of explosions, can bh 

led at any time durn ironing, and 

il purpose to the tsehold iron 

e heat r the creation of steam in the 

‘ ‘ ! e iron like a 

‘ f 1 d by ection from the 

I le late steam 1 I ned on the 

ish-boiler” principle by water dripping 

to t tean umber a little at a time 

\ large bronze plaque mounted on oak 

ind the citatior { the grand 

i is CSE ted RR \ Lewis 

t of Lewis & ( t Arthur 

1) e, General Mills vi resident it 

ing t researe ine president of that 
PI i hi S 

1 t icturers in the 





Mills 


General 





Paragon Electric Co. 
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electrical field awarded honorable men 
tion for products with outstanding safety 
features are as follows Apex Rotarex 


Corp., of Cleveland, Ohio, for its newest 
1 


model “Dish-A-Matic” dish-washing ma 
chine ; Academy Klectrical Products 
Corp., of New York, for its “Automat 
Plug”; Paragon Electric ¢ f Twe 


Rivers, Wis., for its “Time-Aid” timet 
ind the Miller Electric Co if Paw 
tucket, R. L., for its “String O° Lights’ 


tor Christmas trees 


lhe \cademy Electrical ’roducts 
Corp.'s plug was selected because of its 
fesciaon which enahi | Stee 
caesign which enables the average perso! 
to replace worn and broken plugs with 
out difficulty and without danger Phe 
lie , 
plug is made of two pieces of plastic, an 
outer shell and a ne! 1! it \ 
prongs. The prongs are squeezed to pet 
mit the inner unit or insert to be removed 
trom the shell Che wire is then pushed 


through a hole in the shell and the shell is 


slid back along the wire. When the prongs 


} t a» 
ir as possible nt the wu lhe as 
step is to squeeze the prongs togethe nd 
press the insert into the shell until the 
prongs lock in plac lectrical connec 
tion is made automatically by metal points 
n the prongs which pierce the insulation 
f the individual conductors when the 


prongs are pressed together 


The Paragon Electric Co.'s time: is 
hosen for honorable mention because: 1 
is an appliance timer, it shuts al 
electrical applianes automatically ifter 
pre-set time; 2. as a reminder timer. t 

izver signals time a I tes 

one hour; 3. as a il ‘ 
both—shuts off any electrical applian 
ind signals completion of elapsed tim 

Another honorable mention winner, the 


Miller Electric Co.’s “String O’ Lights’ 
tor Christmas trees, has a was 
lip combination that is 
sembled to each lamp 

Hexible plastic, it seals both top 
bottom of the lamp socket against 


entrance of foreign material 


iuse short-circuits 


New York Wholesaler 
Holds Television Preview 
ROCHESTER—As art of a stro 


romotion campaign in ad ( tf the 
pening ot the first televisi statior 
WHAM) in this city, Bick for rothers 

electrical wholesaling rn recenth 


P ; 
eld a television preview tor its dealers 


The preview featured a_ telecast 


ariety show conducted totally within t] 


Sheraton Hotel with sendi g and rece 

ng equipment adjacent t ne another 
Approximately 550 persons w ss 

the program, which followed 

ind explanations of the equipment 


IX ( A-Victor representati 


ORDER KEYSTONE 


ELECTRICAL EQUIPMENT 
Sat 





If you want to buy electrical equipment most 
advantageously, order Keystone. These prod- 
ucts are brought to you at unusually low 
prices asa result of the many economies we 
have been able to effect in our production. 


Ask for our catalog sheets and learn how 
much you can save by buying Keystone. 


SQUARE WIREWAYS 


4 flangeless type 


knock 





Pr l 

outs spaced alternately every 3 
nche t facilitate electricians 
work. End plate provided with 
multiple = ki kout for pipe up 





flanged type» 


Made in 4x4 and ¢ 
r . 








OTHER FITTINGS 


“Smooth Flow’ 
ELBOWS 


ws inside radius 


STANDARD SIZES 4x4 and 6x6 
INTERCHANGEABLE stration shows inside radius 


DROP HANGERS NIPPLES ie. Se 
TROUGH COLLARS 
BRACKET HANGERS 

CLOSING PLATES, “T’s’’ and"'L’s”’ 
JUNCTION BOXES 





KEYSTONE MFG. CO. 


23328 Sherwood Road ~+ Center Line (Detroit), Mich. 
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REVERSIBLE ALL-PURPOSE FANS 


Here they are—two volume and profit leaders—Peerless quality 
fans with dozens of commercial and domestic applications—all- 
season, ready-to-plug-in appliances that need no servicing or 
installation. 


TWO SIZES—TWO MODELS 


Peerless WF-30 all-purpose, all- Peerless WF-24 is the same gen- 
metal fan and cabinet is 30” square eral type as the WF-30 except 
and only 5 2” deep. Tremendous that cabinet is 24” square and the 

. air capacity of 4220 CFM high fan 4-blade. Air capacity is 3500 
speed exhaust and 2500 CFM low CFM high speed exhaust and 
speed exhaust. Six blades. 1800 CFM low speed. 











WF-30 fans are powered with 1/6 h. p. 
motors; WF-24 with 1/8 h. p. motors. 
Motors are reversible . . . thermally pro- 
tected—can’t burn out. 





FOR 


Restaurants 


Now’s the time to get set for real volume on 


ms 
bi these fans. Write for details today. 
Stores THE PEERLESS ELECTRIC COMPANY 


Homes Member Propeller Fan Manufacturers Association 


ESTABLISHED 1893 e¢ WARREN, OHIO 


MOTORS © FANS © BLOWERS 
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G.E. Lamp Dept. Names 
Five to Top Sales Posts 

NELA PARK—Five appointments to 
top positions in the sales organization of 
the General Electric Co.’s Lamp Depart- 
ment were announced here recently. 

©. H. Young, who has been assistant 
to P. D. Parker, general sales manager, 
was advanced to the post of assistant 
manager of the general sales division, 
according to an announcement by F. F 
Harroff, general manager of the Lamp 
Department 

In addition, managers for the sales 
division’s four major functional operations 
were named by Mr. Parker, as follows 
E. D. Stryker, utility and fixture promo 
tion; R. EF. Worstell, quantity consumer 
sales; T. C. Ohart, retail sales; and W. F 
Davidson, original installation sales. 

Assistant to Mr. Parker since 1947, 
Mr. Young joined General Electric in 
1916 and has been at Nela Park since 
1931. Mr. Stryker, who joined G. E. in 
1918, has been associated with the pro 
motional phases of the lamp business for 
30 years and since 1945 has been sales 
manager of lighting equipment promotion 

With the G. E. Lamp Department since 
1925, Mr. Worstell was formerly super 
visory engineer of the Atlantic sales dis- 
trict in New York City. Mr. Ohart, who 
joined G. E. in 1929, recently served as 
large lamp sales specialist. Prior to his 
present appointment, Mr. Davidson, who 
has been with General Electric since 
1939, was manager of the Ohio Valley 


sales district of the Lamp Department. 


Three New Sales Districts Created 

Establishment of three new sales dis 
tricts for the Lamp Department and the 
appointment of four district sales mana 
gers were also announced recently by 
Mr. Harroff. 

One of the new districts, to be known 
as the south central sales district, will 
have its headquarters in Memphis, Tenn 
It is comprised of all of Mississippi, 
southeastern Louisiana, eastern Arkansas, 
and western Tennessee. Named to head 
this district is George V. Ellis, who was 
formerly located in Birmingham, Ala., as 
a member of the southeastern sales dis 
trict. 

Another new sales district, to be known 
as the Motor City sales district, will have 
its headquarters in Detroit, Mich. Com- 
prising Detroit, Flint, Lansing, Pontiac, 
Bay City, Saginaw and Dearborn, Mich., 
the new district will be headed by John 
W. Fleischer, formerly assistant manager 
of the Michigan sales district. 

The Motor City sales district will be 
responsible for the sale of miniature, 
automotive, sealed beam and specialty type 
lamps. The previous Michigan sales dis 
trict, with Earl Anderson as manager 
and headquarters in Detroit, will continue 
to handle the complete line of General 
Electric incandescent and fluorescent lamp 
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products, except those to be handled by 
the new district. 


The third new sales district created by THE PRICE OF A REPUTATION 








u the G. E. Lamp Department will be known 
e as the Florida sales district. It includes IS c O N S TA N T IM Pp R O V E M E N T 
es all of Florida and the southeastern tip of 
Georgia, and will have its headquarters in 
nt | Tampa, Fla. Heading this new sales dis- APPS fl LoS aS af PPP oP oP PPS oP rh oPaP aS aah oP oP PaaS oP oP PPS aS oad PP oP oA AD Lam mS mld XS LSS oS Pa ad oS AS oS md od od oh ms oe a 
my trict will be Douglas B. Clark, who joined 
nt General Electric in 1929 as a salesman in 
oe the Lamp Department’s southeastern sales 
I district. 
BP Also appointed to a sales district man- 
agership is Robert V. Corning, who will 
ia head the Ohio Valley sales district, with 
ms 


headquarters in Cincinnati. Succeeding 


© [Mies Danidson io that wsiion bess | ANNOUNCES THESE INNOVATIONS 


formerly with the Lamp Department’s 





> general sales division at Nela Park. “3 
DESIGNED TO HELP YOU 

17 

in Schneiderhahns Open In 

: New Des Moines Building SUPPLY YOUR 

in DES MOINES—Schneiderhahn’s, Inc., pe 

'O : » } schneiderhah o., 31! ; 

or Sa Sule dence ae , ~—etcaege ete C U S T 0 M E R S $3 

les cal appliances to 3,500 Iowa dealers, have 

on ~O ted < are operating in their ne 

ice et ce a stiles . he ro E L E c T we | C A L 

er 


building was destroyed by fire early in 
is 1948. Open house was held for dealers, 
tho suppliers and factory executives and a FITTI N G S 
vast array of merchandise was displayed 


for the occasion. E. C. Gummersbach is 


rho president of the firm; R. E. McCarthy, N E t D § 








nce vice president, and Joseph Brody is sec- 

ley retary-treasurer. 

d 

lis - 

ng offectwely ! 

na 

by 

@ M. & W. is presenting, in a new catalog, 

wn > our entire line, including a variety of 
vill new items in which you'll be interested. 

‘nn @M. & W. is redesigning and improving 
ppi the service entrance and ground fittings 

ae that have for fifteen years had wide ac- 

ms, ceptance. 
ead 
was @M. & W. is introducing new, restyled, 

; > color printed, rigid cartons for easy 

aes stocking. 
dis 

@M. & W. has compiled this completely 
| ‘ new catalog to better describe for you 
own our complete line. Really useful! 
lave 
a, Our efforts are constantly directed toward product improvement and toward 
r making it easier and more profitable for you to sell M. & W. 
iac, 
<- | 2s rounns comnc uri | QU NEW CATALOG No. 18 IS READY 
ohn stalling the mammoth 2,000 ton hy- i 
ager draulic press at Molded Products Corp. 1/ 
in Chicago. Dom Siragusa, president - - - More comp ete than ever. 

| be of Molded Products, worked a year in 








ure, adapting a munitions press and making Send for your copy today ! 


a 16,000 pound mold to achieve the 
dj world’s largest single piece of plastic 
casting for his brother, Ross Siragusa, 


ager president of Admiral Corporation. The THE M. & W. ELECTRIC MFG. C0., INC. 


inue plastic console cabinet will house Ad- 


eral miral’s new 24-tube, 10-inch screen, EAST PALESTINE - - - - - OHIO 


amp television set. 


type 
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how ‘em... 
and SELL ’EM! 


SHOW ‘EM PIERCE VENTING 


Blow smoke through the Pierce Fuse to 


a 
dramatize the fact that it’s ventilated. 
a Heat can’t build up during safe opera- 
tion. Stops unnecessary blowing and 


prevents costly idle machine time. Elimi- 


nates dangerous afterblows. 


SHOW ‘EM PIERCE RIGIDITY AA 


*% 


You can’t bend a Pierce Fuse with your hands. The 


tubular bridge construction, unique with Pierce, 


gives rigidity and assures permanent, perfect Le] 


blade alignment. Visible proof of Pierce's su- 


perior construction. 


wo 


— 


ical 
De 
. 


$72 | | SHOW ‘EM PIERCE LINK 


The famous “Balanced Lag” Link with the sci- 
entific “blow points’. Prevents unnecessary blow- 
ing but never fails to blow when there is danger 


from short or ground. 


Selling Pierce is Easy — 
Because Pierce Sells on Sight! 


PIERCE 


For Forty Y ears, Specialists in the Design and Manufacture of Fuses 


RENEWABLE FUSES, INC. 


145 Pacific Avenue * Buffalo7, N. Y. 
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PROMOTED recently to the post of 
assistant sales manager of Hubbard 
and Company's Chicago factory terri- 
tory was Leonard Schafer. He started 
with Hubbard 24 years ago and has 
served as service department manager 
and as sales engineer, and subsequently 
district manager, of Hubbard’s Ohio 
and southeastern Michigan territory. 





ELECTRICAL WHOLESALING 


Westinghouse Announces 
Six-ft. Fluorescent Lamp 


BLOOMFIELD, N. J \ddition of a 
long tube to its “fat slimline” 
ries of tluorescent lamps was announced 


t 
here recently by the Lamp Division of 


the Westinghouse Electric Corp 


Similar to the eight-foot-long lamp 
it was modeled after, the new six-ft. 

lamp has a diameter f one and one halt 
inches and will ffered at various 
loadit os fron 1M) te 614) amperes It 
starts instantly and reportedly has about 
e same lumen output per foot of length 
ind surtace brightnes at identical load 
ngs as the eight-ft. lamp. Consequently, 


the two can be used together in a lighting 


The announcement stated that the six- 
it lamp 1s expected to be used in offices 
and restricted areas such as show win- 
dows, showcases and coves which are too 


small to accommodate the eight-ft. lamp 


Okonite Appoints Three 
New Vice Presidents 


PASSAIC, N. J.—Three new vice pres- 
idents of The Okonite Company, manu 
facturer of electrical wires and cables, 
were appointed by the board of directors 
of that firm at a recent meeting heré¢ 
They are: I. W. Borda, W. R. Van Steen 
burgh and Stephen A. Wilson 

With Okonite since 1924, Mr. Borda 


vill nue is nager ot the Pacific 
Coast dist \f V2 Steenburgl 
Ii 1) pda I 1917, W ] 

remain as manager of the North-East 
sales district. Continuing in the capacity 
secretal ind general counsel will be 
Mr. Wilson, who has been with Okonite 
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office in Dallas, Texas, at 1505 Tower | 


Petroleum Building, with Otis W. Her 


ring as manager. Mr. Herring, formerly 


in the tirm’s Birmingham office, will be | 


assisted by Sam K. Dick, sales engineer, | 


1 


who has been Okonite’s Texas representa- 


tive for the past 20 years. The Dallas | 


office will be under the supervision of the 


Birmingham district. 


Pittsburgh Distributor 
Expands and Modernizes 


PITTSBURGH—Expansion and mod 
ernization of its facilities has been undet 
taken on a large scale by Hamburg Bros., 
wholesale appliance distributing firm of 
this city, it was learned recently 

The company’s branch in Wheeling, 
W. Va., which is managed by J. Harr, 
is now operating out of one floor, totaling 
about 50,000 sq. ft., in a new building 
at 360 National Road in that city. 

Approximately 40,000 sq. ft. of space 
all on one tloor—are being utilized by 
Hamburg Bros.’s recently modernized 
branch in Youngstown, Ohio. Carl Ham 
burg directs the activities of this branch 

In addition, the company’s main house 
in Pittsburgh is scheduled to be replaced 
by a new building now under construc 


tion, it was learned 


aut C4 ti ee 


~Y-ER Eas 


@ Wire pulling doesn't have 
to be a dirty, messy job. 
Smooth, creamy, non-greasy 
Y-ER EAS washes off the 
hands ... is not harmful to 
clothes. 


LEADING WIRE PULLING 
LUBRICANT FOR OVER 25 YEARS 


@ Will not run back 


into manholes, 


@ Reduces cable 
pulling costs 
20°, or more. 


@ Used on Lead, 


on panels or 
switchboard bus 


Rubber or Syn- bars. 
thetic Covered 
Cables. @ Tested and ap- 


@ Prevents sticking 
and setting of 
the cable. Facili- 
tates removal of 
the cable. 


proved by Un- 
derwriters Labor- 


atories, Inc. 


Y-ER-EAS is used in these industries: Con- 
struction, Utilities, Industrial, Steel, Mining 











and Railroad. Write for prices. 
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ELECTRO COMPOUND CO. 


3812 W. 150th Street © Cleveland 11, Ohio 





one MEGILL 


yRace MARK 





SMALL - Onl) x 134” 
POWERFUL 6 amp. 125 Volt 

4 amp 0 Volt 
DEPENDABLE — Underwriter’s 
lab ‘“‘T’’ rating Unusual en 
durance Standard switch to 
exceed nderwrit . 000 
« le i ve ¢t 


QUALITY COSTS YOU LESS when you buy Levolier switches. Each of the 
twenty-six parts is precision built like a fine watch, carefully inspected, for 


utmost dependability . . . your guarantee of years of trouble-free service. 


MULTIPLE USES because of its small size, “T” rated 6 amp. 250 V. capacity, make 
it ideally suited for use in canopy mountings, .for incandescent and fluorescent 
lighting and for fractional HP motor control. 


ONLY McGILL MAKES wevelier SWITCHES with the patented universal 
lever action. Push or pull in any direction ... they work . giving eco- 


nomical, current saving, individual control. Here is what users say: 


si have installed 10,000 


“'T sell model 41 switches for 
model 41's since 1943. There ; 


fixtures with a promise ot 
hasn't been a failure in any 


replacing if it does not last 


of these.’ i 


up to 5 years 


* Name on request 


No. 25 No. 1010 
amp. 125 V. 10 amy 
Toggle Switch 1 Volt 
Single Pole I R 
No. 21 No. 265 
amp. 1 V 6 amp. 1 
P Switch Dout Pole 
Sing Pole D Thr 











‘MSGIL 


. . _— " } 
For Catalog 43 write: McGill TRADE MARK 


Manufacturing Co. Inc., 
350 N. Campbell Street 
* Valparaiso. Indiana 


electrical 


specialties 














ONLY MGILL 


MAKES Zervcter SWITCHES 
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EXPLOSION 
PROOF 





— Oa 


LIGHTING FIXTURES 


47 Years of actual service has proven the ‘‘know-how"’ of RUSSELL 
& STOLL in the field of vaportight and explosion-proof lighting. 


R&S design and precision manufacture not only meet, but surpass 
Underwriters’ and NEMA requirements. Rigid factory controls insure 
continuous, safe operation with minimum cost of maintenance. 


Carefully designed reflector contours with high reflection factor 
give efficient output of controlled illumination. 


R&S explosion-proof lighting fixtures are supplied with a standard- 
ized base common to all sizes. Reflector globe assemblies of various 
capacities are interchangeable to suit conditions. No need to disturb 
mounting or electrical connections. Modern design simplifies mount- 
ing and affords a variety of conduit arrangements in one standard 
base. Installation costs are accordingly low, parts fewer and order- 
ing easier. 


For safe and efficient lighting equipment specify R&S extra quality 
at standard cost. Write for catalog. 


SOLD THROUGH 
ELECTRICAL WHOLESALERS 
SALES OFFICES IN 
PRINCIPAL CITIES 








RUSSELL & STOLL COMPANY, 


Precision-Built Electrical Equipment 


3/ 











APPOINTED to new posts at John A. 
Roebling’s Sons Co., according to a 
recent announcement by Charles R. 
Tyson, president, were the following 
men: Herbert D. Rathbun (top) was 
named secretary and treasurer, suc- 
ceeding Archibald W. Brown; H. Rus- 
sell Brown (lower left) was appointed 
assistant treasurer and assistant sec- 
retary; and Clarence W. Snyder (lower 
right) was named comptroller and as- 
sistant secretary. 





G.E. Lamp Dept. Opens 
New Glass Tubing Plant 

CLEVELAND—The opening of a new 
plant at Logan, Ohio, for the production 
of glass tubing used in the manufacture 
of incandescent lamps was announced here 
recently by the Lamp Department of the 
General Electric Co 

Plans call for the manufacture of small 
diameter glass parts for incandescent 
lamps, but the announcement stated that 
it is expected that eventually the factory 
will produce tubes for regular and slim- 
line fluorescent lamps 

Consisting of a one-story factory build 
ing with approximately 210,000 sq. ft. of 
Hoor space, the plant is situated on a 15 
acre site north of Logan, a city of about 
6,000 populatior The factory reportedly 
cost approximately $2,000,000 and eventu 
ally will employ about 200 persons, mostly 
from the Logan area. 

Manager of the new glass works is B. G. 
Greenman, Jr., who joined General Elec- 
tric in 1937 after being graduated from 
lowa State College with a B.S. degree 
in industrial science. He has been identi- 


fied with glass manufacturing since that 


time, and since eat 946 has be ana- 

125 BARCLAY STREET, NEW YORK 7, N. Y. ae en ly I 46 ha ‘been mane 

ger ot the Bridgeville, Pa.. Glass Works. 
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Cutler-Hammer Moves 
Boston Sales Office 
MILWAUKEE—Cutler-Hammer, Inc., | 


of this city, recently announced a change 






of address for its Boston district sales 
office. Headed by C. V. Topliffe, the 
new office is located at 784 Common 
wealth Ave., Poston 15, Mass 


Sangamo Type T Timers 


Small in size, but BIG in Quality; High accu- 





racy at Low Cost all features that you can 


offer when you sell the new Sangamo Interval 


Arkansas Distributors’ | Type Timer. While primarily designed for 
. + ; positive attic fan control, these timers are 
Building Burned Down suitable for many other applications. 


es sade ; Sangamo Type T Timers are extremely 
LITTLE ROCK, ARK The building : 


> 


: ; attractive in appearance, may be either wall 
occupied by O'Bannon Bros. Electri 


or switch box mounted, and are fully guaran- 


Supply Co. and Refrigeration & Electric | teed and priced right! Bulletin 1070C tells y 
Supply Co., wholesale appliance distribu about them. ti! 

tors, located at 1210 East Sixth street al 

in this city, has been destroved by fire, 


it was learned recently 


MANUFACTURERS APPOINT SANGAMO 
SALES REPRESENTATIVES TIME CONTROLS 


DETROIT—Tomic Sales & Enginee 


ing Co., manufacturer of Thinwall con 





nectors and couplings, recently announced 
the appointment of the following repre- | sy 
sentatives and the territories they will 
cover: Glenn H. Arnold of Atlanta, Ga 


Sangamo Type $ Time Switches 


You can get more business with these fast-moving, 
precision-built, small sized time switches. Their 
high quality, small size and low cost permit the 
convenience of automatic control in many new 
time switch applications. Make extra sales by 
stocking and pushing Sangamo Type S Time 
Switches. They are available for immediate deliv- 
ery. Bulletin 1053C gives complete information. 

An attractive counter display is available to 
til help you sell more Type S Time Switches. Ask 
for this business-getting sales help for your coun- 


3 \ iti J ter. Write today. 
i a 










when cords 

or plugs fail 

in the pinch! 
For sure contact and 
durability, it’s best 
to feature 





The Sangamo Sangamo also 
Timer is also offers a new 
available in a portable “plug- 


AND 
(ro {ole portable plug- in” Time Switch. 
y 2 Z. ¢-2 in’? type (Type The Tyee 8; 
Sas TJ), rated at 10 


rated 10 amperes 






amperes or '4 
h.p. at 120 volts 


3 a rolts A. C. Jus 
| ted by leading havoc i A. C., for tempo- volt ws . gon 


plug it in and it \ s 


i i liance 
why not by YOU ie pond a goes to work. aa 


installations. 


3 A i G A il 0 SZ reste, 
CORNI MANY, | ELERTRIC frOMPpOoOnYU. / 
SH WRE CIMPANYS = |} ELECTRIC COMPANY Ge 


15 Park Row New York 7, WY. 
| SPRINGFIELD, ILLINOIS 


or 14 h.p., at 120 





APPROVED BY UNDERWRITERS LABORATORIES ‘ » 





A full line of Flexible Cords 
for the Repair and Service industry, 
obtainable through Jobbers and Distributors 
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BARBECUE 
PITS 





MARKET 
FOR NEW 
GARDEN 
LIGHT-UP 
UNIT 





LAWN TABLES 


THE 


lor: ve ali | 
e Now is the time to make extra profits with Floralite 


—the new garden light-up unit that appeals to all 


home owners for night-time outside lighting. The 





big outdoor season is here and Floralites, backed by 
powerful national advertising, will sell easily wher- 
ever displayed. Every home owner wants to beau- 


tify lawns, gardens, terraces. So stock up now! 


Floralites come equipped with ground-spike; 15, 





30 or 60-foot approved cord; and clear inside frost 
glass globe for use with white or colored lamps. 
X Some models have a receptacle in base so that sev- 

( eral units may be connected in line. Another model 
is made for permanent connection to underground 


r trench wire. This sensational garden lighting unit is 





L attractively illustrated, with complete information, 

- » in new Bulletin 1006. Write today. 
% 
| 


ae STEBER MANUFACTURING CO. 
\ ) | Dept. 71, 2700 Roosevelt Road 


Broadview (Maywood P. O.), Illinois 


TC ie Ce 
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Georgia and Alabama; Chilton & Chil 
ton of Jackson, Miss.—Mississippi, Ar 
kansas, Louisiana and western Tennessee ; 
Joseph N. Crevasse of Jacksonville, Fla 

Florida; James W. Carroll of Char 
lotte, N. ¢ North Carolina, South Car 


olina and eastern Tennessee 


Robert H. Schaub, 2003 Ann Street 
tica, N. Y., will cover the northern part 
f the State of New York for Tomie 

Kenneth B. Schumann, 814 Twelfth 
St., Denver, Colo., has been assigned to 
over the States of Colorado, Wyoming, 
Utah and New Mexico 


CANTON, MASS.—Walter H. Bier 
inger, vice president of the Plymouth 
Rubber Co., Inc., of this city, announced 
that beginning June 1, 1949, the entire 
New York Metropolitan territory includ 
ing northern New Jersey will be handled 
by Messrs. Thea & Schoen, Inc., long 
experienced representatives with offices at 
46 Murray Street, New York. 

he products to be handled will include 
Slipknot Friction Tape and other insulat 
ing tapes produced by the Plymouth 


Rubber Co 


ALLIANCE, OHIO— The HyKon 
Manutacturing Co., of this city, recently 
inounced the appointm 
ing representatives: L. P. Chick & Co., 


of 405 Wallace, Louisville 1, Kv... which 


will cover Kentucky and Indiana; and 
| Rk Penning, ot 2323 Second \ve 
Seattle 1, Was! . who will cover Wash 


ington and Oregor 


FINDLAY, OHIO—Porcelain Prod 
ucts, Inc., of this city, recently announced 
the appointment of The Walter I. Fergu- 
son Co., with headquarters in the Dwight 
Building, Kansas City, Mo., as_ sales 
representative 

The Walter I. Ferguson Co. will repre 
sent Porcelain Products, Inc., in a newly 
formed territory consisting of all of 
Kansas and the western counties of Mis 
sourl, including \tchison, Nodaway, 
Worth, Gentry, Holt, Andrew, DeKalb, 
Buchanan, Clinton, Platte, Clay, Jackson, 
Cass, Bates, Vernon, Barton, Jasper, 


Newton and Me Donald 


C. Gordon Saffer of Omaha, Neb., has 
been appointed to represent Silvray Light 
ing, Inc., in Missouri, Kansas, Nebraska 
and Colorado, according to an announce 
ment by H. G. Clum, sales manager 
Other recent appointments by Silvray 
lude G. H. Arnold to the Atlanta ter 
ritory and Frank M. Moos to the Florida 


territory. Mr. Moos was formerly light 
1 


at 


ing manager for Graybar Philadelphia 


district 
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Enameled Metals Co. recently an 
nounced the appointment of Hemphill & 
Company, Detroit, Mich., as sales repre- 
sentatives for its products in the State of 
Michigan 








LAY Va¥ Veal 
trees en all INA Mle 


Frink Corp., lighting equipment manu \ RENEWABLE TYPE FUSE 
facturer of this city, recently announced 
the appointment of Lon E. Russell as 


sales representative for Georgia, Alabama 


WITH 
HEAVY 
BRIDGES 

1 OF 
» SERS 


and Florida. 

Mr. Russell, a lighting specialist with 
more than 15 years of experience in the 
lighting field, will make his headquarters 
in the Chamber of Commerce Building, 
Miami, Fla. He is a member of the 


Iluminating Engineering Society 







Imperial Lighting Products Co. has 
appointed two new representatives for its 
products, it was announced recently by 
Bob Pinns, sales manager for the com 
pany. 

William N. Kennon, 7 Camden Rd., 
N. E., Atlanta, Ga., has been made south 
eastern representative 

John Hancock, 2921 Fairmount St., 


Dallas, Tex., will be southwestern repre 


sentative for the company 







DESIGNED TO WITHSTAND TEMPORARY 
EXTRA HEAVY OVERLOADS “27222” 


are 


MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 


Vv 








Cool .. Truly Aligned . . Maximum Use of Se 
Brass... Adding up to Lower Power - sRioces | 
| Waste Than Ever Before! And Here’s How! 














This new heavy duty fuse incorporates many time- 
tested Monarch features. The newest, thick f 
brass bridges widely separating the terminals Mietagsne am 


Safely supports hanging pipes, conduits 3 ; mee 
from the fiber bar and made with ventilating 


and cables up to 500 Ibs. Made of %-in. 


WASHER 















\é 18 gauge electro- galvanized steel (also holes allow maximum dissipation of any internal 
oO available in Everdur, copper, brass or | heat. 
aluminum). Precision made — perfora- 
O% tions do not vary. %-in. holes on *s-in. | The Monarch method of locking these bridges POSITIVE 
OA —_ centers. Comes in 10-ft. coils and 5 ond securely to the terminals and fiber bar, together LOCK 
C 10-ft. straight lengths. Available in other with Monarch’s positive lock construction and CONSTRUC- | 
lengths also. TION 


compressed tension washers, insures permanent 
true alignment. 








Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 





MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Illinois 


speciry MANAPLA ror 
SUPERIOR FUSE rvice 


MONARCH FUSE CO., LTD. 


118 E. First Street Jamestown, N. Y. 
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OBITUARIES 








Built to stand plenty of hard use. GLEN W. CLARK 


Glen W. Clark, manager of the General 
Electric Supply Co., Des Moines, Iowa, 
died May 9 in that city. He was 51. 
Burial was at Omaha, Nebraska, his 
home before going to Des Moines. Mr. 
Clark is survived by his widow, mother, 
one son and two daughters 


S. L. COOK 


S. L. Cook, manager of the Nashville, 
Tenn., branch of the Graybar Electric 
Co., died on April 13. He was 34. 

Mr. Cook graduated from the Univer | 
sity of Kansas in 1939 and joined the 
Kansas City branch of the Graybar Elec- 
tric Co. under that firm’s student plan. In 
1941 he was sent to Graybar’s Tulsa 
branch as a quotation clerk and salesman, 
and in March 1944 was transferred back 
to Kansas City as a city salesman. 

During the war, Mr. Cook served as an 
ensign in the U. S. Navy. He returned to 
Graybar at Kansas City in July 1946 as 
manager of the Midwestern district's 
power apparatus and supply department. 
Subsequently, he was appointed to the 
post of manager of Graybar’s Nashville 


branch 








a 
movement of the wire strands 
when bent at a severe angle. 


WIRES AND CABLES 


with the Du Pont Neoprene Jacket 


Number one on your profit parade, BRONCO 
is a fast selling line that contractors and 
electrical maintenance men ask for again and 
again. BRONCO 60 with the tough Neoprene 
jacket is easy to sell because wire users know 
its quality. Check these features and you'll see 
why BRONCO is a profitable line to handle 


Sentai UNIVERSAL PARALLEL 
asier to Strip 


Attractively Packaged TAP CONNECTOR 


Consumer Demand 





Consistent High Quality 
Easy to Remember 


Write today for catalog on 
the complete BRONCO line. 





Here’s PROOF of Actual Tests 


| Flex-Life 
i@ Sample Twisted 


| 





Position 
Flex-Life 
Sample Un > 


Twisted Position 


Catalog Nos. 
2030 to 2042 





Four leading cords were put to test in Underwriter 
flexing machines . . . BRONCO 60 cord stood TO CONNECT TWO WIRES VARYING 


58,585 flexing cycles, far greater than nearest EITHER GREATLY OR SLIGHTLY IN SIZE, OR 
competitive wire. TWO OF THE SAME SIZE 
rer oe 


THIS MEANS BRONCO 60 IS TOUGH! The tightening bolts exert an even pres- 


sure on both wires regardless of size. 
The clamping surface is large and covers 
a contact area several times greater than 
the cross-section area of the wires them- 
selves. Locking feature insures a perma- 
nent connection, 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 





236 VINE ST * CINCINNATI 2, OHIO 
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J. H. FALL, JR. 


Joseph Horton Fall, Jr., formerly of the 
Benjamin Electric Mfg. Co., died May 12 
at his home at 1028 Greenwood Boule- 
vard, Evanston, Ill, following a_ long 
illness. He was 73. 

Until his retirement in 1944, Mr. Fall 
was chairman of the board and treasurer 
of the Benjamin Electric Mfg. Co., of 
Desplaines, Ill., and formerly was presi- 
dent of the Royal Enameling and Mig. Co. 
prior to its consolidation with Benjamin 
Electric in 1918. 

Mr. Fall had been active in the affairs 
of the industrial lighting equipment sec- 
tion of the National Electrical Manutac- 
turers Association and was one of the 
founders of the RLM Specification-Certi- 
fication Program and of the RLM Stand 
ards Institute, Inc. 

He also served as director of the Evan- 
ston Hospital Association and as director 
and chairman of the executive committee 
of the First National Bank and Trust 
Co. of Evanston. For many years prior 
to his retirement, Mr. Fall was a director 
of the Chicago Association of Commerce 
and vice chairman of its executive com- 
mittee. 

Mr. Fall was a member of the Glen 
View Club, the Union League Club, the 
University Club, and the Commonwealth 
Club. For many years he was a trustee 
of the First Presbyterian Church of 
Evanston. 

He is survived by his wife, Louise; two 
sons, Joseph Horton and David Richard 
son; and two sisters, Mrs. John Early 
and Mrs. Avery Handly, of Nashville, 
Tenn. 














/ Simple as 
—_B — is y 


tte j J 
Handle heavy reels easily and 
safely; remove wire or cable from 


fop or bottom, front or back of 
reel with 


ROLL-A-REEL 


LS 








sa 








Style A: —S 

2,000 Ibs. cap. > 

37.50 es 

Style B: . 

4,000 Ibs. cop. low slanted front and 
75.00 positive front lock 


insure quick loading 


F.O.B. Cincinnati er unloading. 


Eliminate jacks, cum- 
bersome handling. 





Carried easily 
to reels, job 
or storage. 

Sold through 
wholesalers only. 


WRITE TODAY FOR DETAILS 








"ROLL-A-REEL 


327 WEST FOURTH STREET 
; se > ORTO. < 























THE RIGHT APPROACH 









No. 5055 








GREATER 
FLEXIBILITY 


No. 5052 


> 





A COMPLETE BS STANDARD 


3. 





WIRING 


his METHODS 








No. 5053 


Box dimensions to fit Standard Handy 4. For use with Nos. 12 and 14 Non- 

Type Box Covers. Metallic Sheathed Cable. 

5 P eo 

Designed to accommodate all but the > tastelted with standard hain 
: methods. Thus working parts protect- 

largest bodied Duplex Receptacles and ed from dust and moisture by twe 

Toggle Switches. insulating housings. 


Ideal for farm buildings, garages, 
attics, basements, etc. Approved by 
Underwriters’ Laboratories, inc. 
nee. and R.E. A. 


2k Obtainable from your regular stock. 


Color and shape blend attractively 
with the “Union” line of Handy Box 





Union InsutatinG Co., INc. 


PARKERSBURG, WEST VIRGINIA 
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pur Lig 
BY THE INCH™ |: 


To the wholesaler—space is rent and stock 1 


is money. That's why Stonco Equipment eae 







is so practical to sell. BE. 


—e 
MODEL B 353 ry 
STONCO 900 Watt Unit Because of its universal : 
2 fittings you can make any 
combination of light you de- 


° sire. 
JR §A: 


Gives up to 7 times More light 
than ordinary open 1000 watt 
reflectors. 


You stock less equipment because 
of Stonco’s erector set efficiency. 


SOLD EXCLUSIVELY THROUGH 
QUALIFIED WHOLESALERS 





UT, 


= STONE MANUFACTURING COMPANY 
STONCO 489 Henry Street Elizabeth 4, N. J. 


























CIRCULATORS & DEVICES MFG. CORP. 


22 Rose Street * New York 7, N.Y 
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THIS AND THAT 





Meetings 
Store Modernization Show Grand 
Central Palace, New York, June 19-24 
Canadian Electrical Association—An 
nual Meeting, Banff Springs Hotel 
Banff, Alberta, Canada, June 28-30 
National Electronics Conference 


Beach Hotel, Chicago, III 
Ti, »7 


Edge water 
September 
National 
Annual Convention, Rice 
November 7-10 
Manufacturers As 
Haddon Hall, At 
November 13-18 


1 


Electrical Contractors Assi 


ciation Hotel, 
Houston, 
National 


sociation 


Texas, 
Electrical 
Chalfont 
lantic City, N. J., 


ASSOCIATION NEWS 





BOSTON— A 


onstration, 


spectacular stage dem- 


showing how research is 


influencing the world of today and to- 


Dr. Richard 


was presented by 
C. Hitchcock, lecturer and director of 
Westinghouse’s “March of Research.” 
] Man- 


Division of the Electric In 


morrow, 


Phe show was sponsored by the 


MANY TYPES AND SIZES 
Write for 54-page 











illustrated Catalog 





COPPER TUBE 
( () & PRODUCTS, Inc. 
X CINCINNATI, OHIO 
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» 


Lawrences inden, RCA 


CAMDEN 


engineer, addressed members of the 


Electrical League of South Jersey at 


subye Cl 


] 1 
elevi 


a recent dinner meeting on the 
“Lighting Requirements 

\nother 
this meeting 


sion.” subject discussed at 


was “Lighting a Display 
Small Pre 
Rov Carroll of Carroll, Gris 


Van 


pentioe 
proble) 


Room and a jection Thea 
ter.” | 
dale 
sented the 
thorn ot A. 


ing engineer, 


Allen, architects, pre 
and W. E. Fich 
D’Ambly, cons 


presented the § if } 


and 


Ernest 


CHARLESTON— The two sound pi 


tures that were ted to members 


of the Electric 


presel 
League of Charleston 
at a recent dinner meeti vere “The 
Hidden World,” by \llis-Chaln 
Mfg. Co, and “A \met 


ica,” by the (10% dvear lire Ww Rubber 


1ers 


Letter fron 


DEN VER—The Spring Conf 
the Rocky Mountain Electrical 
League, held at the Plains Hotel, 
Wyoming, included 
gineering headed by W. (¢ 
Porter; a sales and promotion s« 
C. Mel Pearson, chairman, an 


ing session, Homer S. Lanni chair 


rence Of! 


Cheyenne, an en 
session, 


ssion, 


account- 


TITCHENER 
T-Type CABLE STAPLE 





Inside dimensions: '/," wide 


x 7%" long. Designed for use on PVX or 
T- ah Cable. Fits a// types of non-metallic 
sheathed cable—Romex, Braidex, PDX, 
Romefiex, etc. 

Prompt delivery . . . Favorable price. 


There's a big call for these Titchener 
Staples. Order your Stock NOW. Full in- 
formation sent on request. 

Titchener’s complete line of Cable Staples 
includes: 

Romex Staples 
BX (regular & extra-heavy) Staples 
E-Z Drive Romex Staples (Flat-top, round 
shank) 








E-Z Drive BX Staples 


E. H. TITCHENER & CO. 


91 Clinton Street Binghamton, N. Y. 
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by using 


40 watt 
118 volt 
60 cycle 





WHEELER BRICK-TYPE BALLASTS 


THE MANUFACTURER 


hie 


of fluorescent lighting fixtures profits through 
the good basic design and engineering, 
skilled manufacture and rigid inspection of 
Wheeler Brick-Type Ballasts in his product. 
He is thus assured of rated light output, full 
lamp life and trouble-free performance. 





MAINTENANCE MEN 
~H- 


profit through fewer, less frequent replace- 
ments in their fluorescent lighting installation. 
If their fixtures are equipped with Wheeler 
Brick-Type Ballasts, they‘ll devote less time 
to annoying and costly replacement jobs. 











will profit by stocking Wheeler Brick-Type 
Ballasts. Maintenance men, lighting repair 
and installation people and other ballast cus- 
tomers will appreciate the availability of a 
dependable, quality ballast. Satisfied cus- 
tomers mean more profit — through purchases 
of ballasts and other components. 


WHEELER BRICK-TYPE BALLAST 


Available for the operation of two lamps in the following ratings: 40 watt 


118 volt 60 cycle, certified by Electrical Testing Laboratories, Inc.; also 
for 220 volt 50 cycle and 220 volt 60 cycle. These ballasts are built to 


rigid specifications by Wheeler craftsmen. 


writers’ Laboratories. 


All are approved by Under- 


WRITE TODAY FOR COMPLETE BALLAST INFORMATION 


THE WHEELER INSULATED WIRE CO., INC. 


DEPENDABILITY 








WHOLESALING- 


DIVISION OF 


1406 EAST AURORA STREET 
WATERBURY 91, CONNECTICUT 


MAGNET WIREeCOILS*e COMMUNICATIONS EQUIPMENT 


THE SPERRY CORPORATION 
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Quick. Clean Cutting 


For Electricians 2" 
and Linemen { 


Attliss» 


ELECTRICIANS SCISSORS 


These sturdy, keen-edged scis- 
sors win praise of electricians and 
linemen for cutting wire, insulation or 

light metal. Hot drop forged, hardened and 
tempered and fully nickel plated, 5’’ long, 
with heavy blades and shanks. Back of blades 
has deeply serrated scraping and filing edge. 
Stock No. 925. 


Write direct to... 


THE HENKEL-CLAUSS CO. 
FREMONT. OHIO 
New York Office: 1107 Broadway, ALgonquin 5-0506 


Shear Quality Since ’77 


“Griction Set” 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle after being 
screwed to an outlet box. Although base and receptacle remain stationary, 
hanger arms may be turned to align with any preconceived lighting plan 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3'4"' or 4" outlet boxes, no other fastening necessary. Fur- 
nished complete with receptacle, two S' chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle. 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
M100 shown above, List Price $1.10 + Write for Bulletins K25, K26 and K27 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue, Chicago 51, tlinois 
11 Park Place, New YorK 7, New York 
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man; and an adequate wiring session 
Tr. M. Foulk, chairman. The enter 
tainment provided for a dinner party 
at the Palomino Club; a banquet at 
the Plains Hotel that was preceded 
by a cocktail party, sponsored by the 
manufacture and distributor members 
and a special trip to one of the largest 
granite quarries in the country The 
ladies were entertained by a_ special 
committee composed ot the wives of 
the officials of the Cheyenne Light, 
Fuel & Power Co 


MINNEAPOLIS—The 2Ist) annual 
meeting of the Minnesota Electrical 
\ssociation was attended by a capacity 
crowd. H. H. Watson of the General 
Electric Co. gave an excellent talk on 
low voltage remote control switching, 
and Sam Rosch, research engineer with 
Anaconda Wire & Cable Co., talked on 
synthetic insulation 


KANSAS city Kansas City 
swarmed to see “what's new” in the 
electrical industry at the Exposition 
of Electrical Progress, sponsored by 
the Electric Association of Kansas 
City 


It was recorded that some 83,000 


HEINEMANN 


CUTOUT MATERIALS 


Plug Fuse and 
Cartridge Fuse Cutouts 


Plug and Cartridge 
Fuse Entrance Switches 


Battery Switches 
Meter Test Blocks 
HEINEMANN ELECTRIC CO. 


152 Plum Street 

















Trenton New Jersey 


SCRU-(TS 


U S. Patent No 1933555 


SOLDERLESS 
WIRE CONNECTORS 
FAST! EFFICIENT! ECONOMICAL ! 





x —— 


i — 
SCREW IT! 


THAT'S ALL WITH SCRU-ITS! 


SOLAR ELECTRIC CORPORATION 


WARREN, PA 
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people attended the Exposition, which 
Auditorium 
March 2 to 


and 


was held in the Municipal 
Hall on 


hive 


of Exhibition 
March 6. For 


there was a carnival atmosphere in the 


days nights 


hall as Kansas citizens laughed at Jun 


1oOr the talking refrigerator watched 
television, tested batteries and walked 
among the many assembled exhibits 


The show, according to the association, 
vave a tremendous boost to every divi- 


sion of the electrical industry 


NEW ORLEANS—One hundred and 


hity-three 


joyed 


members and guests en 
a highly 


Night” 


Restaurant 


entertaining “Contrac 
meeting at Ar 


Honored 


tors’ dinner 


naud’s guests 


for the evening were the “Pioneers of 


the Electrical Industry’’—a 


group ot 


men who have been identitied with the 


industry for fifty 


years or mort 

Six new ploneers were inducted into 
the “Pioneers of the Electrical Indus 
try’ in an impressive ceremony. Each 
was presented with a Fifty-Year 
Golden Anniversary Certificate by As 
sociation President | ( Walther 
Chese pioneers included lroxlet 
Caire, Edwin O. Cook, E. M. Kut 
sheedt, R. C. Pthueger, Sr | P, Phil 


Rathhoff 


lips, ¢ H 


PORCELAIN 
ENAMELED 


Yard lights 


FOR 
RURAL LIGHTING 


* Sold only through 
Wholesalers 


* Manufacturers of 
Lighting Equipment 


No. 
8972-8974-8976 


@ No, 8972 has 12" porcelain enameled reflector 
e No. 8974 has 14"' porcelain enameled reflector 
e No. 8976 has |6'' porcelain enameled reflector 


COMPLETELY WIRED AND ASSEMBLED 
For REA Installations 


ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 
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C.P.C. 742 


N SY 
Y 
W . 





PLASTIC 
CLAMPS 





Safer, Enduring Support! PLUS... 
exclusive advantages of C.P.( PLAST it nN 
shorts! no corrosion! no tearing! Safer, lighter, struc 
turally stable C.P.C. 742 Clamps—new, permanent 
support for wiring, tubing Endorsed by WPB for all 
govt. use Huge quantities used by Television Indus 
try for aerial lead-ins. Write, wire or phone for CIR 
CULAR 369 toda 


Complete stock SARAN TUBING and Fittings ', 
Fittings ',” to 


COMMERCIAL PLASTICS CO. 


CHICAGO 54 


SARAN PIPE !'2” to 4 


MERCHANDISE MART ® 


IN SERVICE, AND 





@ RELIANCE “trouble-free time control” 
is the line of least sales resistance. It’s also a 
proved selling phrase that will add volume 
to your time switch sales. Reliance Time 
.. they 
faithful service for more 
Both the heavy duty 


“Badger” and the “Model W” are extreme- 


ly simple, compact, economical and de- 


Switches are all the name implies . 
have been giving 


than 38 vears. 


pendable. Reliance Time Switches 


guar- 


anteed 50% longer——are designed to meet 


practically every automatic control require 


ment. For complete information, write 
RELIANCE AUTOMATIC LIGHTING 
CO., 1911 Mead St... Racine. Wisconsin. 





IN SALES 








RELIANCE TIME SWITCHES 
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MORE FACTS 
ON PRODUCTS 






Automatic Oilers—A 12-page booklet 
illustrates actual job installations of 
visible automatic oilers and includes 
helpful tips on correct oiler applica 





tion Trico Fuse Mfg. Co., 2948 N 
Fifth St.. Milwaukee 12, Wis 
whee cw '°? ELECTRICAL WHOLESALING | ; 
’ 
Coaxial Cable and Accessories—In 
Bulletin 48 the Andrew Corp., 363 
East 75 St., Chicago 19, IIL, has in 
corporated engineering data for Type 
737 cable and has included illustrations 
and diagrams of the company’s cable 
accessories—terminals, cable caps, con- r 
nectors and adaptors, mounting clamps, 
junction boxes, shipping reels, et¢ | 
To Handle In Renewing Link 
When writing 
WARE HI-LAG FUSE Construction establishes a top cxenen ELECTRICAL WHOLESALING 
standard for rugged simplicity. There are only 3 
PARTS to handle to replace blown link:—the Fibre . — . — 
Case—the Knife-Blade Assembly—the Closure Ring. _ gp ata Equipment . wane 
Only | wrench needed to loosen nuts and slip out rhe a” gives design and pepe 
blown link. Assembly can be inserted either end | tion specifications with performance 
a ae | data on the various types of desk and 
| stand fans, air circulators, ceiling fans, 
Write for Circular—APPROVED BY UNDERWRITERS LAB. kitchen ventilators, exhaust, attic and 
| window fans. The Emerson Elec. Mfg . 
WARE FUSE CORPORATION Co., 8100 Florrisant Ave. St. Louis 21. : 
Mo ia 
4420 W. LAKE ST. CHICAGO 24, ILL. 








That _ Thread = 


: cing ' 
Reinfor anections 


FLU X 








ssures r FOR 
That Are Strons@ SODERING - BRAZING 
Longer Sherman WELDING 





ast ‘tones 
And L : L. B. ALLEN CO. Inc. 
mn 6701 BRYN MAWR AVE. 


Examine the above illustration, and CHICAGO 31, ILL. 


you'll see that the screw in the 











Sherman Wedge-Grip Connector E 
passes through two thicknesses of ° ° ° k 
metal. The extra insert plate you Sizes and Specifications d 
see is a patented feature which SMiaimem Saxman $1 
doubles the thread strength — en PartNo. Capacity Capacity ri 
ables you to make connections that SC-12X 2-20Solid 2-12 Solid st 
are twice as tight-——twice as per SC- 6X 2-12Solid 2-6 Strand || fastening di 
SC- 6 2-12 Solid 2-6 Strand 
manent. SC- 4X 28 Solid 2-4 Strand ELECTRIC WIRES m 





SC | 
Try the Wedge-Grip today. It's eh Bong 22 Sese8' |) 15SS CABLE - PIPE - CONDUIT fr 
today’s finest Solderless Connector ieee —_— | rs “BX” CABLE w 
: . | . 
for all small wire connections. Part No. Pal Quantity || e ROMEX CABLE 
SC- 
H.B. SHERMAN MFG. CO SC8X Hex Head 100 dfe + THIN WALL CONDUIT 


. SC- 2X Hex Head 50 be A e SERVICE ENTRANCE CABLE 
Battle Creek, Mich. (A WRITE FOR CATALOGUE #5008 


VICTOR SPECIALTIES 
175 MAIN ST.,-NEW ROCHELLE, N-Y.. 











Sherman “Wedge-Grip” Connectors 
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Wherever there’s a 
bathroom, there’s a one- 
room heating, problem 


Pte 3 
is ; 


oa 3 and a potential sale for 
a -= a Thermador Electric 
| Heater ... America’s 
= finest! 


LER OR 


THERMADOR 


66a 9? 
ELECTRIC HEATER 


Provides “head-to-heels” 


SR apy areata 
#2, 


aaeiodeancascce 





ed 


radiant heat instantly, 
safely, economically. 
Easy installation, lifetime 
stainless steel safety grille. 
9” x 48”. Available in 120 
or 230 volts models. 


LIST 


PRICE $28” ~ 529 


WITH 
Rae TOP! 


THE ONY WEATE 
THE switcn At 


THERMADOR 
RB” ’ 
ELECTRIC HEATER 


Ideal for the bath or 
dressing room where 
space is a factor, the 
“RB” has stainless 
steel safety grille, 
double heating ele- 
ment. 117g” x 19”. 
120 vole models 
from 1000 to 1500 
watts. 


80 $490 
14 16 LIST PRICE 


UNDERWRITERS' APPROVED 
"Seven Leagues Ahead” 





«st 


ELECTRICAL MFG CO.. LOS ANGELES 22, CALIF 





June. 








Electric Heaters and Controls—Th« 
Industrial Engineering and Equipment 
Co., 711 So. Theresa Ave , St. Louis, 
Mo., has announced publication of its 
revised catalog on electric heaters and 
thermostat and control equipment 
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Flood Lighting—A 6-page brochure is 
illustrated with photographs and draw 
ings showing applications of the sealed 
beam flood lighting units and assem 
blies made by the Rab Electric Mfg 
Co., 7 East 199 St.. New York 58 
N. Y. The line of flood lamps includes 


all sizes from 150 watts up to 500 watts. 
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Lighting Fixtures—‘ Air-cooled” 
“Channelites,” Color-clips, 
on units are adequately 


units, 
and clamp 
de S¢ ribe d in 


( 


Bulletin 123 published by Sw 


i\ 
Inc., 30 Irving Place, N. Y. 3, 


ser <O., 


] 
N. \ 
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Lighting Fixtures—The Lightolier sup 
plemental style book contains informa 
tion on the “Lytron,” “Circline,” and 
“Visualite” series of fluorescent and in 
candescent lighting fixtures. Also avail 
able are data sheets on surface mounted 


and recessed type fluorescent fixtures 
and incandescent downlights. Light 
olier, Inc Dest K. il Eas 30 St 





ELECTRIC GLUE POTS 


THERMOSTAT CONTROL 


WATER JACKET 
TYPE 


Heavy Cast 
ALUMINUM 
110—125 or 
220—230 volts 
AC or DC 


One pint to 
four quarts 


DRY TYPE 


Heavy sheet 


iron body 
Removable 
porcelain enamel 
container 
One quart to 
four quarts 


110-125 or 200-240 volts AC or DC 
VULCAN ELECTRIC CO. 
Danvers 9, Mass. 


Electric Soldering Tools 
Electric Solder Pots 


Electric Heating Units 
Electric Branding Irons 
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DEPENDABLY 
YOURS , 
QUALITY 
TOPS » 


VALUE 
LABOR-SAVING 
+400 
© T-rated-Plus... 


FEATURES 
e Sm-o-o-th, Positive Action 
® No Arcing — No Pitting — 
No Failures 
© Compact—But Strong and 
Mighty 
e Saves 10% Wiring Time 


+300 

e T-Slot Plus... 

© Uniform, Preset Pull 

© Solid, Eye-Appealing, 
Strong 

© Huge Screws—Backed Out 
—Ready 

e Saves 10% Wiring Time 


Meet and surpass REA & 
Federal Specifications 


@ WRITE FOR CATALOGUE 
AND LITERATURE! 


OVER 100 NEW DEVICES 


SLATER 


ELECTRIC & MFG. CO., Inc. 
WOODSIDE, L.1., N. Y. 
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ELECTRICAL 
SPECIALTIES 


FOR HEAVY 
INDUSTRIAL SERVICE 


FROM STOCK 


& 3 


MLL 











3-Conductor Single 
Soldering Angle Conductor 
Lug Pothead Pothead 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
¢ BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


a: 2.2 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 





Only TRADE-WIND 


MAKES THE 


CLIPPER 


CEILING VENTILATOR 





areas 5 ways because — 


Mounts in ceiling directly above stove — in- 
stantly catches heot, grease and odors as 
they rise 

2. Only an inconspicuous “dripless” ceiling grille 
is visible, yet unit easily installe 


3. Powerful squirrel-cage blower (not a fan!) 
creates fast-moving stream of air to do job 
efficiently 

4. Because of patented construction which iso- 
lates motor from greasy air stream, unit 
gvoranteed 5 years 

S. Available everywhere. Stocked by dealers 
coast to coast 

Write for our Electrical Distribution plan 








r Trade-Wind Motorfans, Inc t 

| 5721 S. Main S$t., Los Angeles 37, Calif | 

| | 

| Nome | 

| 

| Address__ — i 
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Lighting Fixtures Sketches of the 
Gothic and Romanesque of incandes 
cent fixtures for interior and exterior 
church lighting are contained in a 
12-page booklet issued by Gruber Bros., 
Inc., 125 South First St., Brooklyn 11, 
N. Y. Also available is a 4-page tolder 
illustrating with sketches the “Dine 
lite,” “Dinetlite,” interior ‘“‘Nauticali- 
ties,” “Rusticlites” and “Wallurnites” 
designed for either ceiling or wall use 
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mention 





Lighting Socket Accessory— Circular 
No. 65C gives specific intormation on 
the “Ajusco-Loc” socket protector 
manufactured by the Adjustable Fix 
ture Co., 104 E. Mason St., Milwaukee 
2, Wis 
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mention 





Electric Motors— Operating advan 
tages and construction features. of 
A\llis-Chalmers’ bracket bearing syn 
chronous motors in sizes from 30 to 
1000 h.p. are described in a 16-page 
bulletin (OSB6112A) released by Allis 
Chalmers Mfg. Co., 490 S. 70th St., 


Milwaukee, Wis 
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CANDYLBEME LAMPS / 


are proved sales boosters 






Always in popular demand for use 
in candelabra, crystal, and _ pol- 
ished fixtures, feature Candyl- 
beme Lamps for quick sales, and 
steady profits on both bulbs and 
fixtures. For clear, undiffused il- 
lumination recommend Candyl- 
beme, available with either stand- 
ard or candelabra type bases. 
Keep your stock replenished— 
turnover is fast. Nationally adver- 
tised. 





te at 
Electric Lamp Co. 


ST. LOUIS 6, MO. 


1034 TYLER ST. 





WANTED 
EXCLUSIVE 
REPRESENTATIVES 


To call on Electrical & Hardware 
Jobbers 
FOR WELL KNOWN MANUFACTURER 
OF ELECTRICAL SPECIALTIES 


Territories Now Open Include: 
A—New England States and Upper 
New York State 
B—Texas, La., Okla. and Ark. 
C—Michigan, Ohio & Indiana. 


Send full details to 


RW 8996, Electrical Wholesaling, 
330 West 42nd St., New York 18, N. Y. 
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THE SHORT WAY 


TO LONG PROFITS! 


CHEF-MASTER’S NEW 
DELUXE HOT DOGGER 


Cat. No. 88 








A VALUE-PACKED 
RED HOT AND Fed. Excise Tax, 
BUN WARMER F.O.B. Factory 


An eager and ready market awaits the Hot 
Dogger among hotels and restaurants, diners, 
roadside. stands, taverns, bowling alleys, 
fountains, and all short-order service estab- 
lishments. 

Designed and built for today's market, with 
polished stainless steel exterior, stainless steel 
racks and pin-point humidity control system 
Outstanding economy provided by auto- 
matic thermostatic control for current from 
190 to 700 watts 


Write for Discounts and Complete 


List Price, Incl. 


Information 
GEORGE SYLVAN ELECTRIC 
CORPORATION 


215 West Root St., 


Chicago 9, Ill. 





ADVERTISEMENT 





MR. WALTER R. KIEFER, President, Kiefer 
Electrical Supply Co. Inc., Peoria, Illinois, re 
ports that his firm has joined other electrical! 
wholesalers all over America who are now sell 
ing and stocking Herman Nelson Propeller 
Fans. Like others, this aggressive firm has dis 
covered that it's profitable to 
sell and stock quality Herman 
Nelson comfort and health 
products to supply the huge 
industrial, commercial and in- 
stitutional markets. If you are 
interested in the profitable 
Herman Nelson Franchise, write 
now! 





Herman Nelsor 
Propeller Fans 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 


WHOLESALING 
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Motor Control—In a 22-page bulletin 
(TEB 8&8) announcing a new line of 
magnetic motor control, the Trumbull 


Electric Mfg. Co., Plainville, Conn., 
presents product data including types 
of disconnects, reversing starters, non- 
reversing starters, reversing contac 


tors, non-reversing ontactors and 


combination magnetic starters 
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45 RPM System— A 15-page booklet. 
covering the development of the new 
RCA Victor 45 RPM system in ques 
tion and answer form and giving de 
tailed information on the records that 
will be available on 45 RPM discs, is 
titled, “What's the Idea Behind RCA 
\ ictor’s New Record and Player ; 
Radio Corp. of America, RCA Vict 

Division, Camden, N. J 
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Slimline Fixtures—The Miller Co., 
Meriden, Conn., has issued an 8-page 
catalog folder for general distribution, 
illustrating and describing the Miller 
series of louver slimline luminaires for 
commercial and industrial interiors 
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MANUFACTURER’S 
REPRESENTATIVES 
WANTED 


RW 8895, Electrical Wholesaling 
330 W. 42nd St.. New York 18, N. Y. 


UNIVERSAL PORCELAIN INSULATORS 


ue UNIVERSAL 


1549 EAST FIRST STREET 














MANUF ACTURER’S 
REPRESENTATIVES 


WANTED 


For insulated wire line in follow- 
ing territories: lowa, Nebraska 
and South Dakota; Illinois and In- 
diana; Missouri; Western Penna. 
Must be well established among 
wholesaler accounts. 


RW9111 ELECTRICAL WHOLESALING 
330 West 42nd St., New York 18, N. Y. 











irra co .irs 


The Only Complete Line 
A Clip for Every Purpose 


NEW 


_, Non-Ferrous 
Crocodile Clip 
with 
Insulator 








Copper 
Alligator 
Clips 
WEE-PEE-WEE 
‘a= Phospher-Bronze Clip 


X \ 





THE SNAPPER—F or 


‘Deep-Sea’ Tests 


Mueller clips are offered in a great va- 
riety of types and sizes—insulated and 
uninsulated. 

SEND FOR SAMPLES & CATALOG 602 


CLIP SPECIALISTS SINCE 1908 





Dlr CLL CO 


1609 E. 3ist St., Cleveland 14, Ohio 
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CLAY PRODUCTS CO. 


SANDUSKY, OHIO 
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The New 


ALL-WEATHER 
FLUORESCENTS 


Good in Zero Weather 


New method of outdoor light- 
ing radiates light in all 
directions. These dramatic 
streamlined lights completely 
dominate any surroundings. 
Visible a mile away. Attract 
business like nothing else can. 
Wherever introduced, other 
lighting modernization pro- 
grams follow. 

Post-Lites come in a com- 
plete line for all types of 
outdoor lighting. Well engi- 
neered, properly built by a found Post-Lite 
38-year-old company. Priced 
for popular sale. Mail coupon Lit 
for Catalog, prices, discounts. wall 
W. H. LONG CO., 108-114 W. Illinois St., Chicago 10 
Please mail Catalog and Prices 


straddle pipe pos 
om Re one Post 
ites mount or 


other models 


Name 


Address 








Don’t say ‘PLIERS’, 
say CHANNELLOCK! 





The Channellock 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 


pe, 


(a5 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


pliers, too, with 
Channellock | 
quality construc- 
tion... including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs .. . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE «+ PA. 
Send for Free Catalog, A-\! 


| mT 
| There is a line of | | 
standard pattern 








Only 


Champion DeArment makes 


\ 
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Maye your customers 


need Fusetron fuses too! 


Possibly a $5,000.00 saving per year 
is a little unusual for the protection of 
solenoids—but there is nothing unusual 
about Fusetron fuses saving money for 
fuse ‘users. 


That's why it is so profitable for both 

o you and the user to think first of Fuse- 
purnine vere SPF Le sti a we To HO | circull “ tron fuses when any problem in electri- 
10, AH GAS, ME ectON ed them’ cole . cal protection arises, 


\x 
BUSSMANN 
Mfg. Co., St. Louis, 


Division McGraw Electric Company 
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